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A WELCOMING HAND — 
BUT NOT FROM INDUSTRY 


Management training—where the top firms fail 
Philip Henman sheds the load 
A no-writing accounts system 


Invoicing up-to-date with this programme 
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—— Cie 
Can a house magazine pay its way? 





‘Polish 'Y\, the handle of the 








Please send me free of charge and without obligation brochures 


about your complete service 


COMPANY 





ADORESS 


Cleaners Ltd., Service House, 25 Villiers Street, London, W.C.2. 
TRAfalgar 7175 (10 lines) 


8.6 








big 
front 
door’ 


That, according to Gilbert and Sullivan, 
was one way to get ahead. Businesses 
today take much the same attitude on a 
larger scale. They know that neat, clean 
premises are the first step to good staff 
morale and favourably impressed clients 
For that reason, many offices, shops 
factories, and shc vrooms rely on Cleaners 
Limited to keep them looking their best 
Their complete cleaning service misses 
ncthing, from the highest window panes 
down to that big front door. If you would 
like to know more, complete the coupon 
below and we will send you illustrated 


brochures describing our services 


Cleaners Ltd 


CLEANING FOR INDUSTRY |S OUR BUSINESS 


Service House, 25 Villiers Street, London, W.C.2. 
TRAfalgar 7175 (10 lines) 


Also operating from principal towns throughout 
the ccuntry 





*“ Welcome to the Jungle! 
What do young management trainees think of their 
introduction to the world of business? Susan Hicklin 
visited some of the largest companies to find out 


The bumptious subordinate 
Dismissal or transfer? Advice for ‘ This Executive Life’ 


The hard — George Copeman 
e hardest comebac 
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Bleak prospects for the ex-prison executive Alan Bartleman 


JOURNAL FOR MANAGEMENT Henman spreads the load 
June, 196] Control—by delegation—in a transport empire Tony Burgess 


No writing in this accounts system 
Fast, accurate work from non-clerical staff John B. Rudkin 


House journal that pays 
Prestige: what it costs—and creates Roy Reemer 
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Retailers: buy your way to prosperity 
Conclusions from successful experience Leonard M. Harris and 
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Art Editor Marketing: The biggest waste of all 


Deuglas Long Simple signposts for the smaller firm Ann Whiting 
Editorial Director 


George Copeman, Ph.D. 3-Litre Budget-beater 


Advertisement Director Executive car report 
Owen F. Porter 


Seles Director Claim your steak 
J. Hincheli#f Lei 6 et 
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Reed Paper Group’s growth into world markets 


Unlimited growth 
in paper markets 


WHICH ARE THE COUNTRIES TO WATCH ? 


AUSTRALIA EXPECTS 
“50% incr 


Mr. Ray Z. de Ferranti, 
Chairman of Reed Paper Products (Holdings) Ltd. says: 


“Australia is a nation with an exploding population. 
About 74 million in 1945, it has now reached 104 
million and, if present trends continue, in ten years’ 
time will be nearly 13 million people. More than half 
of these will be under 30 years of age. 

“To keep pace with the needs of this growing 
population, Australian manufacturing industry has 
spent more than £880 million on new equipment in the 
last 5 years. 

“Growth has brought prosperity and high living 
standards. Australians have a personal disposable 
income of £352 compared with £293 in the United 
Kingdom. 

“Figures tell only part of the story. There have been 
big changes in merchandising. The growth of Self 
Service Stores—they handle more than half of all 
grocery sales though they represent only 5 per cent of 
stores—has stimulated the presentation of consumer 
goods in colourful well designed packages. This has 
lifted paper sales. Australians are now using about 
800,000 tons of paper and paper products a year. Over 
the next ten years consumption is expected to increase 
40 to 50 per cent.” 





CANADIAN OUTLOOK 
“Huge market potential” 





’ 


Mr. Bill Soles, President of Anglo-Canadian 
Pulp and Paper Mills, says: 


“Canada, supplying a strong and growing domestic 
market, is also the world’s largest exporter of pulp and 
paper. It is, after the U.S.A., the second largest pro- 
ducer of these commodities. Abundant supplies of 
pulpwood and power, and proximity to the large U.S. 
market, have led to the development of an industry 
equipped with large modern plants and utilizing up- 
to-date techniques. 

“In addition to a huge market potential in the highly 
developed economies of the North American con- 
tinent, Canada is well placed to supply a major part of 
world requirements. This is particularly true of the 
Western hemisphere, where the Latin and South 
American markets are expected to mirror the vigorous 
growth experienced in Europe. 

“In estimates recently prepared by the U.N. Food 
and Agriculture Organization, it is anticipated that 
demand will double in these areas in the 20-year 
period, from 1955 to 1975. In total volume the increase 
in North and Latin America will be twice that in 
Western Europe. Our Company (which is part of the 
Reed Paper Group) serves all these markets, and plans 
to participate in their growth to the fullest possible 
extent.” 








BUSINESS 





ITALY SAYS 
“Demand may double by 1970” 


* 
aS « 








Dr. Luigi Bruno, President of La Centrale Finanziaria 
Generale S.p.A. of Milan, Italy's leading finance 
corporation, says: 


“In answer to the challenge of a market of 170 million 
people, brought about by the Common Market, Italian 
industrial output, although still at a lower level than 
that of the other member countries, is now making 
more rapid progress than the rest of “The Six’. 

“Largely because of the demand for industrial and 
consumer packaging, the Italian paper and board 
industry has been growing at the rate of about 12 per 
cent each year. 

“The Italian today uses on average only 60 Ib. of paper 
and paper products compared with the average for the 
rest of the Common Market of about 140 Ib. This em- 
phasises the vast potential for the Italian paper industry, 
mainly in connection with the industrialization of the 
South which will bring about a further improvement of 
the standards of life for people living in those areas— 
together with a widening of business opportunity. 

“It is to meet this demand—tiat may well be 
doubled in ten years—that we have jointly established 
SICAR with the Reed Paper Group to create a 
vertically integrated packaging organization.” 





BRITAIN STATES 
“Britain’s prospects are bright” 





Mr. Hector G. Paul, Chief Executive 
and Director of the Paper and Board Division of 
the Reed Paper Group, comments: 


“Last year, on average, each of Britain's 52 million 
people used two cwt. of paper products. Demand to- 
day for paper and board is 96 per cent higher than 10 
years ago. This rate of increase will be maintained and 
indicates a bright future. 

“Last year the output of the British paper industry 
increased by 11 per cent as against only marginal rises 
in other industries. Increased demand for packaging 
by the clothing and food industries more than offset 
the temporary fall in demand by others—such as 
domestic electrical appliances. 

“We are still a long way behind the U.S.A. average 
consumption of paper of nearly four cwt. per head— 
and this underlines the enormous potential in the U.K. 

“The growth factors are tremendous. Even more 
paper is needed for commerce, industry and publica- 
tions of all kinds. New packaging techniques are being 
developed, and the growing versatility of paper pro- 
ducts ensures that this trend will continue in the 
coming years.” 


“NEARLY £30 MILLION 


INVESTED OVERSEAS—SO FAR” 
says Mr. Philip G. Walker, Managing Director of the Reed Paper Group. 


“The Reed Group is already anticipating a surge in demand for paper, board 
and packaging products over the next ten years as forecast by our experts—for 
instance 50% in Australia, 25% in Canada and 100% in Italy. 

“In Australia we are one of the leading makers of packaging products. 

“Anglo-Canadian Pulp and Paper Mills Limited, valued at $65 million 
(approximately £24 million), is one of the largest pulp and paper manufac- 
turers in Canada, most of its products being exported to the U.S.A. 

“In Italy we are in partnership with La Centrale one of Italy’s most pro- 
gressive organisations. There, in addition to our paper and board converting 
activities, we are building a £5 million carton board mill. 

“With our partners Sande Tresliperi A/S in Norway we are already well 
advanced in the construction of a £24 million pulp and paper mill for the 
production of corrugating material. 

“In our overseas partnerships, we add our technical, research and production experience, to our associates’ 


invaluable knowledge of local markets. 


‘All these overseas interests apart from their own intrinsic value, give the Reed Paper Group a basis on which 
to grow in each of the main trading areas of the Free World—the Dollar Market, the Commonweath, the 


Common Market and the European Free Trade Area. 


“They represent so far a total overseas investment approaching £30 million.” 


REED PAPER GROUP 


a world-wide partnership 


producing pulp, paper, board and packaging. 
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How to improve plant capacity 


SERVICES 


CENTRALOGRAPH 


brings facts into orbit at 


Mars 


...in their study of 
wrapping machine 
performance 





Accurate recording of machine performance 
data, and the isolation and investigation 
of the reasons for machine stoppages is the key 


to efficient and economic production. 





MARS LTD. use Centralograph 


on the wrapping lines at their factory in Slough. 





TR SERVICES FOR EFFICIENT COMMUNICATIONS 


TR Services cover all aspects of business communication — interna! 
telephones, internal broadcasting, staff location, attendance and 

job recording, synchronised clock systems and machine performance 
recording. TR Security Services include watchman protection, 

fire alarm and fire detection systems. For details ask:- 


Telephone Rentals Lid. (Dept. 22) 197, Knightsbridge, London, S.W.7. Telephone: Kensington 1471 
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ECONOMIC PROSPECT 


Productton slows as 
stocks run down 


Industrial output has not been expanding as rapidly as had been hoped. But this 
is to be interpreted merely as a period of marking time, not as a sign of impending 
weakness. Almost all other indicators point to increasing economic activity and 
prosperity. The main reason behind the slow rise in production is that stocks built 
up during last year’s recession are now being run down, and when these have reached 
normal levels there is every sign that output will recommence its upward trend. 
But in the slightly longer run, labour shortages could act as a real brake. 


: > Our balance of payments position is showing a very 
Brigh ter trade real improvement, and the long-term trend is now running 


outlook strongly in the right direction. 


» Gold reserves are still falling, but at a slower rate than 
previously. A position of balance should soon be reached. 


> Labour reserves have been almost completely absorbed. 


More > Industrial investment is switching from buildings to 
plant and machinery. 


machinery 


>» Home supply of machine tools is failing to keep up 
with demand, and imports are rising sharply. 


> House building is continuing at a high rate, but 
shortage of bricks is beginning to affect completions. 


° > Retail trade is booming, but savings are down. 
Buying spree 
jh» Wages are remarkably steady—for the time being. 
> Banks are lending more than ever. 
> The H.P. debt is rising once again. 


» Terms of trade are steady, but further improvement 


is expected. 





DU DICTAPHONE tme-master 


TRAE Mane 


Nien who value quality and service are the men who buy 
Dictaphone Time-Master, because the transistorised 
l'ime-Master is the quality dictating machine. It’s a 
precision instrument designed to save time for a man 
whose time is valuable. 

Dictating with Time-Master is as easy and pleasant 
1s normal dictation to a secretary, but it is much more 
onvenient and time saving. No matter where your sec- 
retary may be, you simply speak, and immediately your 
thoughts are on permanent record. 'Time-Master has 
these unique advantages because only Time-Master has 


the DICTABELT record 


The Dictabelt recording is permanent and visible, en- 
suring complete safety from accidental erasure. Repro- 
duction is crystal clear and place-finding is instantaneous. 


Dictaphone TIME-MASTER has been accepted for the Design index of the Council 
of Industrial Design 


Dictaphone Company Limited, 17-19 Stratford Place 
London W.1. Tel.: HYDe Park 9461. 


Branches throughout the British Isles 
The words DICTAPHONE, TIME-MASTER and DICTABELT are 


registered trade marks 
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TEN POINTS OF MERIT! 


1. A high standard of manufacture is coupled 
with a competitive price. 


2. The superb, easy-to-clean appearance will 
make it blend with any modern office. 


3. Made in P.V.C. with a reinforced spine 
it will last longer—wear better. 


4. Title slips can be reversed in the clear 
plastic index pocket, or renewed in seconds. 


5. There are no metal edges to mark desks 
or scratch bookcases and shelves. 


6. They arrive packed in strong double-faced 
corrugated containers for protection and 
ease of stacking in store. 


7. Available in six attractive colours. 


8. Conventional type nickel-plate 8 cm. 
mechanisms are used. 


9. Each file comes complete with an A-Z index. 


10. Title slips are printed in the same colours 
as the files to assist colour coding. 





MISTER MERIT SAYS 


The NEW P-\-C 
lever-arch-file ! 


PATENT APPLIED FOR 





As a look-ahead stationery buyer you 
must find out about the new MERIT file. 
New thinking, new production methods 
have gone into it to make it look modern 
—and last longer! 


WRITE NOW! 
FOR BROCHURE 


Full data about sizes, colour range and 
quantity discounts of the new MERIT file 
will be sent to you immediately. 


Enquiries for special sizes particularly welcomed 


CROFTON LTD 


PLASTICS DIVISION 


150 BERMONDSEY STREET, 
LONDON, S.E.| 
Telephone HOP 7373 


One of the Crofton Group of Companies 
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COMMUNICATIONS .. 


DATA PRO 


AUTOMATIO. 


Everywhere, in business and industry, Creed Teleprinters 
and Punched Tape Equipment are playing expanaing roles 
in communications, data processing and automation. 
Today, as never before, Creed equipment is helping 
organisations large and small to realise major savings of 
time, money and effort in countless operations. 

Delivering printed messages instantly—over any distance— 
between any number of points .... editing, 

programming and recording computer data at new 

high speeds.... controlling the automatic operation of 
machine tools and factory processes .... these are just 
some of the many ways in which this versatile 

equipment is being used. 

Whether your needs involve a single standard machine 

or a complete ‘tailor-made’ system, you'll find Creed 
uniquely qualified to advise and assist 

you. Comprehensive descriptive literature 

is yours for the asking. 


6000 


TELEPRINTERS 
and punched tape equipment 


~ DEL 


ITEC TTL MALE TELEGRAPH HOUSE © CROYDON - ENGLAND 
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OUTLOOK FOR INDUSTRY 


STATE OF THE NATION 2 


Beer’s Sparkling Future 


Now back in record figures the beer output in March reached 
2,531,000 bulk barrels, an indication that the upward trend in production 
—which has taken place over the past two years—shows no signs 
of wavering. The March output is the highest in that month for 


any year since the industry’s bumper year of 1945. 


It is only the 


second time in over 30 years that this month’s total has been exceeded. 


Total production for the first 
quarter, at 6,132,000 barrels, is the 
highest total for the period since 
1948, and 10.5 per cent more than 
in the first quarter of last year. If 
the performance of the first quarter 
is maintained, 1961 could be the 
best year since 1947, with the pro- 
duction of about 29 m. barrels. 

Cheapness of the product and 
the modernization of public houses 
are, in the view of the industry, 
the two main factors which have 
been responsible for the sharp rise 
in demand. The policy of higher 
standards of comfort and improved 
amenities has provided public 
houses with a new lease of life in 
attracting mcre customers. Other 
reasons include the introduction of 
new beers, and the weather, which 


so far this year has remained 
favourable to the industry 

Steel. With the object of ending 
the current home shortages and 
placing the industry in a more com- 
petitive position in terms of ex- 
ports, the Steel Board anticipates 
a capital expenditure of about 
£700m. during the next four years. 

Shipbuilding. The outlook for the 
industry is still very bleak and with 
orders at their lowest level for 15 
years some yards are faced with 
the prospect of having no work on 
hand at all. 

During the first quarter of this 
year the yards received orders for 
61 ships totalling 131,000 gross 
tons, compared with orders for 53 
ships totalling 196,000 tons in the 


Consumer Goods 


Production of consumer 
goods will continue to 
rise during June at the 
same rate of increase. 
Future outlook is good. 


A soma faa tb updo ee. 


These forecasts are based 


BUSINESS of orders received — enpinee 
The Editor wishes to thonk membe gy Par 
INDUSTRIES | ASSOCIATION, 


contract 


ENGINEERING 


s made by 


FEDERATION OF ENGINEERING DESIGN 
CONSULTANTS, and other design consultents for their 
co-operation. 


first quarter of 1960. At the end 
of April the order book stood at 
430 ships of 3,080,000 tons gross 
with an estimated current value of 
£460 m.—at the present rate of 
output this represents about two 
years’ work. 

Office Equipment. The value of 
exports during March rose by 
approximately £300,000 over the 
figure for March, 1960, to 
£3,500,000. This brings the first 
quarter’s total to the record level 
of £10,110,084. 

Farm Machinery, During the first 
quarter of this year production 
was 2 per cent higher than in the 
corresponding quarter of last year. 
The most notable gain was the sale 
of combine harvesters which rose 
by almost 20 per cent. 

Cement. Output in the first quarter 
of the year was at record levels 
and nearly 15 per cent higher than 
in the same period of 1960. 
Textiles. Wholesale textile sales 
continued to rise in March with an 
increase of 9.5 per cent on the same 
month last year. 


Commodities 


Coffee. It is estimated that world 
production in 1961-62 will be 
around 4.4m. tons. 

Sisal. In four years Kenya sisal 
production has risen from 39,636 
tons to 62,620 tons. 


Consumer goods 


Clothing. Although last year’s 
record demand is being maintained 
there are indications that manu- 
facturers’ output is dropping from 
the high level achieved in 1960. 
Records. Home sales in February 
were 15 per cent higher than 
February 1960. 





aL 
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fora 
fish-eye 
view 

of the 


VOSPER 
fast 
patrol 


Versatile Bolex. This fine equipment, made by the Swiss with watchmaker 
precision, is becoming increasingly important to science and industry. 
Vosper Ltd is one of the many important companies using Bolex cine 
equipment for research and publicity purposes. Bolex has worked up in the 
air (testing the undercarriage of a Britannia jet airliner) and on the 
ground. Now it has been put to work underwater, on a joint Admiralty- 
Vosper venture, the Vosper ‘Brave’ class Fast Patrol Boat. The finest cine 
equipment in the world is making a unique contribution to this—and to 
many other—major British industries. 

VOSPER LTD uses BoLEx @ to record the behaviour of model hulls in the test tank @ to record 
the sea-keeping behaviour of fast patrol boats during model tests @ to record tests on 
propeller design in Vosper's specially 

built tank making slow-motion films 

of high speed phenomena (see photo 

below) @ to record the results of high 

speed manoeuvrability and rough sea 

trials—at sea @ to publicise (and sell) 

their extraordinary marine achieve- 

ment. 

You too can set up your own Bolex film 

unit, using existing staff and limited 

resources; the cost need not exceed £600—and can be much less. If you would like further 
information, why not write to us? Our Industrial Department will be glad to help you. 


tere eaBUILT LIKE A WATCH 


CINEX LIMITED + BOLEX HOUSE 


and made in Switzerland 


SOUTHGATE - LONOON - N 14+ TEL FOX LANE 1041 (6 LINES) 
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You'll find the answer to 
your storage problem in the 
multi-purpose range of 
Evertaut Cupboards, Lockers, 
and Plan Files. 

High, low, narrow, wide, with 
shelves, without shelves .. . 


they're space-planned for 


economy storage. 


CUPBOARDS AND LOCKERS 











POST COUPON 
FOR CATALOGUE 


To: Evertaut Ltd. 
Walsall Road, Perry Barr 
Birmingham, 22b 


Please send me the NEW Evertaut Office Equipment Catalogue. 
Name_ pare eH 


Address 





ATE KEY INDICATORS 


<q INDUSTRIAL PRODUCTION 


industrial output has levelled out again. Although 
there is no sign of weakness in the present industrial 
outlook, production has not risen above the average for 
the last quarter of 1960. At 120, the index for March is 
the same as the previous month, and only one point 
above January. With both retail and consumer goods 
sales booming, the reason can only be a de-stocking ten- 
dency in industry, which must shortly come to an end. 








<q EMPLOYMENT POSITION 


The labour shortage has reached serious propor- 
tions again. In April the excess of unémployed over 
advertised vacancies was only just above 3,000 for the 
whole country. This gap has been narrowing rapidly 
since the beginning of the year (January, 137,000), and 
is one of the major reasons for the disappointingly slow 
Unemployed exceed Vacancies rise in industrial production. Unemployment is currently 

ae RO Set eee ae falling at about the seasonal rate, but vacancies are in- 

a_i. os. creasing considerably faster than normal. 








<q TRADE GAP 


Our balance of trade position is now showing a 
decided improvement. During April, the trade gap 
fell by a further £26m. to £36m. This is the fourth 
month in succession in which the visible, seasonally 
adjusted gap has narrowed. The long-term trend 
(excluding the effects of last autumn’s dock strike) is 
now definitely running in the right direction. Imports 
are falling steadily, but exports remain a cause of anxiety. 











<@ GOLD AND CONVERTIBLE RESERVES 


The fall in gold reserves continues, but at a slower 
rate. In April the U.K.’s total reserves stood at 
£1,053m., £26m. less than the previous month. The 
March figure, however, was £62m. less than February. 
The most recent decline is swollen by a repayment of 
£5m. to E.P.U. Intervention of the European Central 
Banks and the Bank of England, following the revaluation 
ES ; Sheed of the D-Mark, has hel to minimize the drain on our 
“7 SF ,; FMAM reserves. Stability should soon be restored. 


industrial production has been steady at around the 120 mark for twelve months. 
Unemployment, as a proportion of employees, was 1.5 per cent in April, compared with 1.8 a year ago. 
Imports in April fell by £2im. to £354m. over the month. 


Exports rose by £5m. to £306m. GOVERNMENT SPENDING 


FIVE - YEAR TREND 





A | <q EXPENDITURE ‘BELOW THE LINE’ 
, Pe eae Expenditure ‘ below the line’ has started modest! 

rea try $3 in the current financial year. To the end of the first 
week in May the total was £58.6m., compared with an 
estimate for the year of £1,089m. Final figures for 
1960-61 were £97im. expended in this category of 
Government spendi ng. against an estimate of £1,054m. 
A large proportion of this year’s estimate will be used as 
advances to nationalized industries, with some advances 
to private industry. 








GUIDE TO THE CHARTS The charts showing Five Year Trends use mostly monthly or quarterly averages so that they 
are comparable with the charts alongside them showing the more recent trends. Details of the statistics used in the charts, and other related 
statistics, may be had on application. 
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STATE OF THE NATION 4 


aa FIVE - YEAR TREND QUARTERLY TREND 


CAPITAL SPENDING 


FACTORY BUILDING APPROVALS p> 
Factory 7 approvals fell slightly again in the 
first quarter of the year. The number of schemes 
approved in this period totalled 628, compared with 669 
in the last quarter of 1960. Area covered totalled 17.4m. 
sq. ft., compared with 17.8m. sq. ft. The steady decline 
since the second quarter of last year suggests that the 
biggest contributors to the capital investment boom, 
steel and motors, have built their new plants and are now 
concentrating on the installation of plant and equipment. 








MACHINE TOOL ORDERS > 
Imports of machine tools are rising sharply. This 
results from the intense pressure of demand on home 
manufacturers, and the industry’s inability to keep pace. 
Although the flow of new orders is not quite as large as 
in the early part of last year, it is still outpacing home 
capacity. By the end of February the total order book 
was almost £110m., nearly twice as large as at the same 
time last year. and representing well over a year’s work. 











as ON DO 


QUARTERLY TREND 





HOME BUILDING STARTS p> 

House construction is rising again. During the 
first quarter of this year, 73,000 houses were commenced, 
compared with 72,000 in the last quarter of 1960. 
Shortage of bricks is again beginning to act as a brake 
on the building industry, despite a substantial increase 
in production in the last few months. Given that the 
building boom is certain to continue, an increase in 
brick producing capacity is imperative. 


6 5 8 SP 8 a 
Factory building is now heaviest in the North West of England. 


Machine tool orders are outstripping deliveries by some 30-40 per cent. 
Brick deliveries are running at 5-6 months in many areas. 


CONSUMER SPENDING 





RETAIL SALES > 

Retail sales are now rising very steeply indeed. 
The provisional Board of Trade index for April was 116, 
compared with 115 in the previous month, and 112 in 
February. The recovery in consumer durables is under 
way again after a temporary halt, but this does not appear 
to be taking any trade away from other sectors. 
Clothing and footwear are doing as well as ever. Even 
allowing for the rise in incomes, consumers are spending 
more and saving less than in 1960. 





WAGE RATES 
Average wages are remaining remarkably steady. 
In March, the latest month for which complete figures 
are currently available, the Ministry of Labour's index 
of weekly wage rates was 123.9. This compares with 
123.7 in the previous month and 123.4 in January. The 
actual average wage for manual work, based on a survey 
undertaken last October, is now £14 10s. 8d. But at 
least half the men in this category earn less than the 5 1960 
national average. ov oO Fs FM AM PAS ON O 


Retail sales in March and April were 4-5 per cent up on the year. 
Retail prices were about 2 per cent higher in April than a year earlier. 
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For industrial and 
commercial expansion 


BOWMAKER LIMITED 

BOWMAKER (COMMERCIAL) LIMITED 
BOWMAKER (IRELAND) LIMITED 
BOWMAKER (PLANT) LIMITED 


MIDLAND COUNTIES 
MOTOR FINANCE COMPANY LIMITED 


YEOMAN CREDIT LIMITED 


bowmaker 


provide 
credit 
finance 


The Bowmaker Group offer 

a comprehensive service specializing 
in finance for industry, commerce, 
agriculture and the consumer. 
Facilities are also available for the 


importer and exporter. 


BANK ON BOW MAKER 


and get credit for it 


THE BOWMAKER GROUP 
Capital and Reserves exceed £11,000,000 - Assets exceed £80,000,000 


HEAD OFFICE: Bowmaker House - Lansdowne - Bournemouth 


LONDON OFFICE: Bowmaker House - 55 St. James’s Street - London + S.W.1. 


BRANCHES THROUGHOUT THE BRITISH ISLES 





Members of the Finance Houses Association, 
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vsoing 
somewhere 
sergeant? 


“Yes sir. Top floor to drawing office 
with specification, urgent. Down 

to the labs with this lot. Drop two 
folders into Mr. Jackson's office. Pick 
up something from Mr. White in Sales 
for B. block. Into Accounts on the way 
with some stuff from the Post Room 

— after that call at 


“Looks as though you'll be away from 
reception for some time, sergeant. The 
M.D. won't like that.” 


“Best part of an hour, sir, that’s the way it is when you haven't got 
Lamson Tubes.” 


“Should | have Lamson Tubes?” 


“I mean the office should have them, sir. All the best offices have Lamson 
Tubes for /nstant dispatch of documents to every department.” 


“Good idea sergeant. I'll see the M.D. about it.” 


Each carrier takes This 13° x 5S” Carrier traveis 
up to 10 Ib. of at 3O ft. per second 
unfoided fool- in Lamson Tubes 
scap files. 


Lamson Engineering Company Limited 
Hythe Road - London - N.W.10 
Telephone: Ladbroke 2424 


A MEMBER OF THE LAMSON INDUSTRIES GROUP 
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questions of CREDIT... 


reviewing Erna credit ratings of trade customers? 
requiring BUSCUia credit checks on new accounts? 


needing FUIrutm status details of likely customers? 


questions of SALES... 


to [ETT live businesses of known credit standing? 
toh mailings by area, town and credit rating? 


to FUE correct names, addresses, business categories? 


WITHOUT 
QUESTION .. 


He eRe 
BRADSTREET'S REGISTER Hi 


173,000 UNITED KINGDOM COMMERCIAL CREDIT RATINGS 


a 
F 
> SI x. "er 
a ~ es $ 


Ask to see new 
1961/62 Edition 


—limited availability 
by direct subscription 


230 OFFICES IN PRINCIPAL WORLD MARKETS 
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CREDIT 


MONTHLY 





BANK ADVANCES p> 


Bank advances are still rising strongly. By mid-April 
total loans by the |! London clearing banks had reached 
£3,546m., an increase of £70.5m. over the previous 
month. Although advances are now firmly re-estab- 
lished on an upward trend, the latest rather heavy 
increase is partly the result of seasonal factors. Indi- 
vidual banks report widely different experiences in 
relation to the scale of borrowing during recent 
months. 





HIRE PURCHASE DEBT 


The long expected rise in the H.P. debt has now 
materialized. in March, the total debt stood at 
£934m., compared with £922m. in the previous month. 
This is the first increase in the debt since July of last year. 
The present increase is almost entirely due to higher car 
sales. H.P. sales by household goods shops were still 
falling during March. This may be as much due to 
finance houses being unwilling to advance credit as to 
public unwillingness to spend. 


Average liquidity ratio of the banks in April was 32 per cent, compared with 30.4 per cent in March. 
H.P. debt owed direct to finance houses wis £622m. in March, £15m. up on the month. 
Debt owed to household goods shops was down £3m. to £312m. 





PRICES 
RETAIL PRICES > 


Retail prices are still more or less steady. In April 
the Ministry of Labour's index stood at 113, the same as 
for the previous month. Calculated to one decimal place, 
however, a small rise was recorded—!| 13.3 compared with 
112.7 in March. The main changes during the month 
were increases in local rates in most areas, and in the 
average prices of some food items. 





RAW MATERIAL PRICES 


Basic material prices are showing signs of creeping 
up again. In April the Board of Trade’s index rose to 
101.2, compared with 100.8 in the previous month. This 
was the second monthly increase in succession following 
a slight but steady fall since last November. Neverthe- 
less, no serious rise in raw material prices is expected 
in the foreseeable future, and the present increase 
may be no more than a seasonal variation. 

















TERMS OF TRADE 


U.K. terms of trade, steady for the moment, show 

promise of further improvement. in March, the 

latest month for which complete trade figures are avail- 

able, terms of trade were 87, the same as for the previous 

month. The import price index was maintained at 97, 

and the export index at 112. Nevertheless, export prices, 

particularly for manufactured goods, are thought to be ' 

creeping down—albeit very slowly—and a resumption 51960 | 
in the recent improving trend of the terms of trade is ae ee) +a Ss ON D 
to be expected. 


The Financial Times Index of Commodity Prices stands at 79.58, 3.21 points down on the year. 


The index of tramp shipping freights reached 106.9 in April (1960 : 100). 
Tramp time charter rates in April stood at 113.7 (1960: 100). 


END 
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We've put our heads together 


formerly 


formerly lt ° COMPTOMETER LTD, 
SUMLOCK LIMITED re su ° (GREAT BRITAIN) 


= | 


mi 


| i 


SUMLOCK COMPTOMETER LTD 


| 
—_ and much ge ’ 


\ 


wider choice Gur | 








* SUMLOMATIC 

* DUOLECTRIC COMPTOMETER 
* 992 COMPTOMETER 

* UNILECTRIC COMPTOMETER 

* FIGUREFLOW COMPTOMETER 
* PLUS ADDER 

* COMPTOGRAPH LISTER 


1 ALBEMARLE STREET, LONDON, W.1. HYDe Park 1331. A member of the Lamson Industries Group 
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The Big Top, New Street, Birmingham. 
Architects: Messrs. Cotton, Ballard & Blow, 
Heating Engineers: Couzens & Akers Ltd. 


The heating and service trunking system 
devised for The Big Top is of special 
interest to all concerned with the design, 
construction and equipment of new 
buildings. 

It provides both radiant and convected 
heating at low fuel cost. All telephone, 
lighting and power cables are completely 
concealed yet instantly accessible. Installa- 
tion can keep pace with construction, 
thereby speeding up completion of curtain 
wall types of building. 

The metal panelling and sill units for this 


important contract are typical of the work ‘ ¥ MATT ill iii i | il " . 
developed and produced by Harveys to eit ih The steel panels which 
architects’ individual requirements. a if a} ii ih il iff conceal all radiators and 


electrical services are stove 
enamelled to the same high 
standard as Harvey Desks 
and Partitioning. 





Heat is radiated through the metal 

panelling and sill units; louvres allow 

for circulation of convected heat. : CONVECTED 
N ~” HEAT 


== 


METALWORK 


HEAT by 


RADIATED 








| eee CLii7a; 


GPO LUNES 
INTERNAL LINES 
MAINS CABLES 
rate he ts G. A. HARVEY & CO (LONDON) LTD. 
Woolwich Road, London, $.E.7. GREenwich 3232 (22 lines) 


Other Harvey Products: CHIMNEYS, COWLS AND VENTILATORS + DUCTING + FUEL OIL STORAGE TANKS * ORNAMENTAL PERFORATED 
METAL AND WIREWORK * RAINWATER GOODS IN STEEL, ZINC AND COPPER + ROOFS, TURRETS AND DORMERS IN ZINC AND COPPER 


malts 
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colour 
_.. for a colour conscious world 


Matching a room or a particular taste is very much a question 

of individual preference when it comes to colour. That's why Ford 
make their Gold Medal Blottings available in 24 tasteful! 

colours from which you may choose. Whatever your 

colour preference, you will appreciate the soft, velvety 

feel and superb quality which makes these blotting papers the 
first choice for discriminating buyers in all walks of life. 


Samples and colour charts available 


FORD 


FORD'S GOLD MEDAL BLOTTINGS § 498 (MILL 


T.B8.FOROLTO - SONEW BRIOGE STREET - LONDON « €E.C.4 
Prone: CiTy 2272 * Cables: FORDFILT LONDON * Grams: FORDFILT CENT LONDON 
REGD. TRADE MARS 
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A free gift of advice 
with the package 


May I offer a word of caution in 
respect of ‘ free office consultancy.’ 

It may be advisable to define the 
difference between— 

consultants. 

business systems technicians. 

office equipment salesmen. 
and what should be expected by a 
prospective client from these sour- 
ces, whether free service or fee- 
earning. 

Many management consultants 
operate from companies solely con- 
cerned with this activity, or alter- 
natively operate as an individual 
group within a business equipment 
company. The main concern of 
the consultant is to increase effi- 
ciency within the client’s business 
and consequently increase profita- 
bility. 

Many consultants specialize in 
particular business phases, for 
example, production control, 
accountancy or sales. The cost 
involved in maintaining personnel 
of this calibre far outweighs the 
‘few hundred pounds’ quoted in 
your columns and places this class 
entirely outside of ‘free consul- 
tancy.’ 

The cost you quote as that of 
the advising company can well be 
applied to the second group, busi- 
ness systems technicians. They 
frequently operate under various 
titles and should by no means be 
accepted merely as individuals who 
‘pressure sell’ clients into buying 
office equipment. In this instance 
the technician’s services are usually 
offered free of charge, and will 
include free implementation of the 
system and product, but investiga- 
tion is usually confined within the 
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perimeter of the specific field 
covered by the proposed equipment 
installation. 

In the large office equipment 
companies the business system 
technician is usually a salesman of 
high qualifications, having a 
thorough knowledge of the equip- 
ment which he sells, and of the 
management problems it is designed 
to solve. It is frequently necessary 
in the application of recording and 
mechanized equipment for the busi- 
ness systems technician to design 
and produce the necessary records, 
and even develop proceduces, allied 
to the specific equipment. 

Regarding the office equipment 
salesman, this group is not neces- 
sarily expected to be technical in 
respect of either organization or 
methods. 

The technical knowledge is usu- 
ally applied directly to the product 
they are selling and ensuring that 
their equipment is installed cor- 
rectly and utilized to the best 
advantage. 

R. A. WILTSHIRE 
1 Rose Hill Park West, 
Sutton, Surrey. 


Tax on advertising 


There have been many references 
to the new Television Advertise- 
ment Duty which the Chancellor 
announced in the Budget. 

It is correct that this is a tax on 
advertising and that all of the tele- 
vision companies will be adding it 
to their invoices. Unfortunately, 
most references to the tax have 
failed to point out that A.B.C. 
Television, whose transmissions 


cover the Midlands and Northern 
stations, have introduced a special 
invoice discount of five per cent on 
all advertisements transmitted from 
May 1, 1961. 

At least three other television 
companies have added discounts of 
one sort or another to their rate 
cards since the Television Adver- 
tisement Duty was announced. 

GeorGce A, Cooper 

Director 
ABC. Television Ltd., 
1 Hanover Square, WJ. 


Where to find 
a salesman 


We have a requirement for a 
sales representative of an 
extremely high calibre and would 
appreciate your advice on where we 
should look. 

Thus, what we would like is a 
list of organizations who, having 
trained our potential candidate, 
would keep some form of register 
and who would locate him for us. 

F. W. Davies 
Director 
Blakes Paints Ltd., 
Harbour Road, Gosport. 


Two correspondence schools, The 
Metropolitan College, 30 Queen 
Victoria Street, London, E.CA4 
(City 6874), and _ International 
Correspondence Schools Ltd. 40 
Parkgate, London, §S.W.i1 (Batter- 
sea 1144), run _ correspondence 
courses in selling techniques and 
would no doubt keep a register of 
their graduates. 

The United Kingdom Commer- 
cial Travellers Association, 180 
Tottenham Court Road, London, 
W.1 (Langham 3908) take an 
interest in the available courses and 
could ne doubt recommend parti- 
cular training organizations to 
members requiring the type of job 
offered. 

The Tack Training Organization 
at 1-5 Longmore Street, London, 
SW. Jd (Victoria 5001) runs an 
intensive short full-time course, and 
is well known in its field. EpDITOR 
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A system for preparing address 
stencils simultaneously with busi- 
ness forms. 


ELIMINATE 
LABELS 


This new Tab-on system is ex- 
tremely simple in operation. 
Forms are supplied with a 
stencil “tabbed on” in position 
over the address panel and 
addressing the business form 
simultaneously cuts the stencil. 
When the goods are ready for 
despatch the stencil is removed 
and quickly slipped into a small 
hand printer. The cartons to be 
addressed or marked are “‘touch 
stencilled” with a swift, easy 
one-hand motion. The imprint 
dries immediately, it is clean 
and sharp and will not smudge, 
fade or rub-off and is unaffected 
by moisture. 


Tab-on stencils are available [2 INife Vin 
with all types of business forms. PAN r 0) LD for forms 





To FANFOLD LTD. Bridport Rd London N18 EDM 5404 


Please send particulars of the Weber Tab-on system. 


NAME ADDRESS 


City Sales Office: 74-75 Watling Street London EC4 City 3781 


GLASGOW BIRMINGHAM MANCHESTER LEICESTER LEEDS CARDIFF BELFAST DUBLIN 
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PRESIDENT 
a new 
deck 
that 


This is one of the executive desks from the new President range. Some of its main features are set out 
below. There are other desks to match it and chairs to match them all. Delivery 7—prompt. Prices 7—a good 
deal lowerthan you'd expect for furniture as well designed, as well made, as colourfuland convenient as this. 
@ | Top surfaced in newest laminated materials—indistinguishable from beautifully polished woodgrain but 
much longer lasting, scratch and heat resistant, doesn't show burn marks, cleans at a wipe. ib Exterior 
covered in PVC leathercioth—dark biue, deep red and many others.|C|Satin brass handies and brass 
trimmings throughout. id) Tapered enamelied-steel legs with self-aligning tilt glides. |\©|Mahogany 
drawers running the full length of the desk.| f [The centre drawer, when locked, locks all the others; a 
new and simple President system. |g |Deep drawer, mounted on steel! bal! bearings, takes any standard 
suspension filing. |h) Pull-out trays on each side; right hand side with ‘tidy caf d Walked of leg room. 


WRITE ‘PRESIDENT’ ON YOUR LETTER HEADING AND WE WILL SEND YOU FULL DETAILS 


F. G. STABILITY LTD., PORTERS WOOD, VALLEY ROAD, ST. ALBANS, HERTS. ST. ALBANS 50669 
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FULLY AUTOMATIC 
with 

TWO-COLOUR PRINTING 
and 

BUILT-IN PROGRAMME UNIT 


Attractive rental terms can 
be arranged, if desired. 


RAPIDPRINT 


BLICK TIME RECORDERS LTD 


96-100 ALDERSGATE STREET, LONDON, €E.C.! 
Telephone: MONarch 6256. 
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Widest-read Management Column in Britain MARCH OF BUSINESS 


British salesmen are awful 


MOST ARE ASHAMED OF THEIR JOBS 


“With few exceptions, British salesmen are among the worst in the world. They are untrained, inefficient 
and badly organized, and the sales methods employed by the majority of companies are based upon the 
‘take it or leave it’ attitude which dominated British industry a century ago.” 


This is the considered opinion of 
Anthony Jeffries, managing director 
of Commercial Selection, a London 





by Paul Mackenzie 





sales consultancy, based on a 
census of more than 1,500 leading 
British companies. 

Unless there is a rapid and 
radical improvement, Mr. Jeffries 
foresees a Catastrophic deteriora- 
tion in our overseas trading 
position, and a consequent decline 
in our balance of payments 
“which will make everything in 
the past seem insignificant.” 

The census reveals that more 
than 90 per cent of British sales- 
men have never undergone any 
formal training in their craft, more 
than 50 per cent leave salesman- 
ship within a year of accepting their 
first appointment, less than 5 per 
cent speak a second language, and 
less than half per cent have a 
technical or university background. 

The main need, according to Mr. 
Jeffries, is to attract science 
graduates into selling. “At the 
moment millions of pounds worth 
of export orders are lost to the 
engineering and electrical industries 
because salesmen lack a scientific 
training. A science graduate would 
be able to discuss sales problems 
in technical terms; he could reach 
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decisions on the spot without 
having to refer back to head- 
quarters. Too often orders are 
lost to our export salesmen becaust 
they have to refer back for further 
technical information. 

“A salesman has the loneliest 
job in industry,” continued Mr. 
Jeffries. “If he is untrained then 
his inability to get business leads 
to a complete lack of confidence 
in himself. Within months he is 
looking for another job. Those 
few firms which give their sales- 
men a professional training—chief 
among them are food companies 











and some leading engineering 
companies—have shown a constant 
increase in sales.” 

Rewards of successful selling can 
be high. A trained man with a 
sound technical background could 
easily earn an income in excess of 
£3,000 a year, in Mr. Jeffries’ 
opinion. “In America a sales- 
man’s income is often at the same 
level as top management, and there 
is no reason why it should not be 
so in this country.” 

There is only one snag. Accord- 
ing to the results of the census, 
many salesmen seem ashamed of 


“The senior partner is preparing an appeal 
on your case now, Mr. Gochros.” 

















THIS IS YOUR 


DIRECT 
LINE 


FROM ACCOUNTING MACHINE 
TO DATA PROCESSING... 


BURROUGHS 
SENSIMATIC 
CONTROL-INPUT 
EQUIPMENT 


Produces records as it 
punches card or tape 


Burroughs Sensimatic Con- 
trol-Input Equipment permits 
theinput problem to be tackled 
at its source, i.e. the depart- 
ment or branch where the 
original media is first pro- 
cessed. Here, punching of 
Numerical or Alpha Numerical 
data may be undertaken with 
equal facility by the Burroughs 
Sensimatic Accounting Mach- 
ine in one operation. 

The machine is so simple that 
anyone can use it without 
special training. 

The moving, electrically- 
operated carriage permits the 
production of one or more re- 
cords at the same time as card 
or tape punching is taking 
place. An automatic line proof 
of accuracy of the accounting 
information punched is ob- 
tained, and up to eighteen 
twelve-digit control totals are 
accumulated and printed. 

Accurately punched cards 
or tape can be sent to the data- 
processing department witha 
legibly printed record. Docu- 
ments for despatch to cus- 
tomers are immediately avail- 
able and the originating de- 
partment retains its own vital 
historicalrecordtogether with 
the original media. 


see Burroughs first 


BURROUGHS ADDING MACHINE LIMITED, 356/366 OXFORD STREET, LONDON W.1. Telephone: HYDe Park 9861 * 
Accounting Sales and Service facilities from 56 centres in Great Britain and Eire - 


Factor 


ies at Strathieven and Cumbernauld, Scotland 
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their occupation. This would 
appear to be the essential jumping- 
off point for professional training. 


Trade and 
be damned 


Let’s stop looking over our 
shoulders at Washington and Bonn 
when considering trade relations 
with East Germany, says Dr. J. W. 
Bondi, export director of Hawker 
Siddeley. 

“There are good prospects for 
future trade with East Germany, 
but up to now it has been 
artificially restrained by both coun- 
tries. The British have been the 
more responsible for this slow 
development.” 

Our coyness, he believes, is the 
result of our fear of offending 
Americans and the West Germans. 
“ But this is unnecessary. We are 
getting in now ahead of the West 
Germans, so let’s keep it up.” 


More teeth for 
monopoly busters 


So long as businessmen prefer 
the security of restriction to the 
rigours and uncertainty of com 
petition, it must be the task of 
the State to ensure that the com- 
petitive element is kept alive in 
business life. 

This is the conclusion of John 
Heath’s ‘Not enough Competi- 
tion?,’ published by the Institute of 
Economic Affairs. Mr. Heath 
believes that the Monopolies Com- 
mission must be given more teeth. 
He would particularly like to see 
a special committee which would 
investigate what happens after a 
restrictive agreement has _ been 
Officially abandoned. Lapsed agree- 
ments are not always dead ones, 
he thinks. 

But while it is still too early 
to say how competition will be 
affected when all agreements have 
been dealt with, he suggests that 
their removal has, in many cases, 
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led to lower prices and has resulted 
in a greater degree of competition. 

Individual resale price mainten- 
ance, at present outside the Com- 
mission’s terms of reference, he 
would like to see brought within 
it. 

But in the long run he believes 
that competition can best be 
fostered by creating a climate of 
opinion favourable to innovation 
and technical progress, by reducing 
tariffs, by tax concessions aimed to 
encourage the growth of small and 
medium-sized firms, and last, but 
by no means least, by the deliber- 
ate encouragement of individualism 
and non-conformity. 


Guaranteed 
for life? 


In Nottingham recently, I had a 
remarkable experience of a guaran- 
tee that really worked. On trying 
to drive away from my hotel in 
the morning, I found my car 
battery was useless. 

Directed by an A.A. man to the 
nearest Exide dealer, I told the 
sorry story. Tests showed, in this 
six-months-old battery, that not a 
single cell was operating correctly. 
The dealer confirmed the date of 
issue by a glance at a cabalistic 
sign, whipped out the battery, and 
returned in a moment with a brand 
new replacement. Within 10 
minutes of making my complaint 
I was on the road again. 

Then I had an intriguing thought: 
If I had a succession of faulty 
batteries that packed up before the 
expiry of the guarantee—could I 
go for the rest of my life without 
ever buying another? 


H.R.H. requests 
the pleasure .... 


The U.K. Committee of the Duke 
of Edinburgh’s Second Study Con- 
ference, with a target of 100 
nominations from all sections of 
industry, have so far received 15 


names, I am told by Sir Miles 
Thomas, chairman of the public 
relations committee. 

“ Nominations close by the end 
of June,” said Sir Miles. “We 
have still to hear from the big 
employers’ organizations, and 50 
names are expected from the trades 
unions.” 

Lord Fleck, chairman, and the 
seven members of the U.K. Com- 
mittee will study the list and reduce 
it finally to 40 names by October. 

Purpose of the conference, which 
opens at Montreal next May, is to 
discuss the human problems of 
industrial communities within the 
Commonwealth. About 300 people 
will take part. 

The first conference was held at 
Oxford in 1956. 


Profits up 
in smoke 


Cremation is an up and coming 
business. In 1959 the determined 
attempt of a leading tobacco com- 
pany to acquire control of Golders 
Green Crematorium hit the 
financial headlines. Now Percy 
Jones, secretary of the Cremation 
Society, tells me that cremation is 
making amazing advances com- 
pared with burial as the most 
popular form of final ceremony. 

In 1953 cremation was used in 
20 per cent of cases. By last year 
it was approaching 35 per cent. In 
1960, 190,000 cremations took 
place, and there are now 148 
crematoriums up and down the 
country. 

Admittedly in this country dis- 
posing of the Loved One’s remains 
has not yet become the big busi- 
ness that it is in the States, but 
the publicity-conscious Cremation 
Society makes a shrewd economic 
appeal to executors when it points 
out that cremation is a lot cheaper. 
No plots, no granite headstones— 
and no grave to be kept up with 
the Jones's. END 
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This gadget 


saved a Whole factory 


This A.F.A. automatic fire detector, fitted years ago in an industrial client’s 
storeroom and almost forgotten, dramatically came to life one night last month. 
It detected a small fire, called the Brigade automatically and probably saved the 
entire factory! A.F.A. protects hundreds of buildings and stops over fifty such 
fires every year. Please post the coupon below, or ring us at Larkswood 8373 

or at our branch at Bristol (47898), Birmingham (Midland 5269), Edinburgh 
(Caledonian 5800), Glasgow (Douglas 1690), Harrogate (5262), Leicester (66990), 
Liverpool (Central 9653), or Manchester (Moss Side 4647). 


AUTOMATIC FIRE DETECTION 


| To: ASSOCIATED FIRE ALARMS LTD., 
| CLAREMONT ROAD, LONDON, E.17 
| Please send me full details of the A.F.A. 


| automatic fire detector system. 


Name 


Address 


ee ees ae bg 
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Keeping a clear head 

When the Phonotas telephone cleaning and 
disinfecting service decided to restyle the 
nigger-brown outfits of their 1,100 girls, they 
did a random survey among them to get their 
views. As a result, the new uniform has a 
lighter collar trimmed with beige, slanted 
pockets and a full skirt, and has a plastic leather 
belt. 


One unexpected point shown in the survey 
was the modern woman's apathy towards hats. 
Over 62 per cent of those questioned said they 
never wore a hat under any circumstances. 
But there is a beret for those who want it. 


A 


Learning the language 


of sales 

Several members of International Synthetic 
Rubber, Hythe, did overtime at the plant last 
month—learning to speak Russian. They were 
preparing to serve on a stand which the com- 
pany was putting up for one month at the 
British Trade Fair in Moscow. 

Two people on the stand spoke fluent Russian, 
but the other ten members of the staff making 
the trip did not want to be at a loss for words. 

Something approaching |0cwt. of literature 
was prepared in Russian for distribution at the 
fair. 


MANAGEMENT AT WORK 





store that runs 


on rollers 


and wheels 


No department store can maintain its competitive position unless it is prepared to extend its premises to 
keep pace with the growth of trade and equip them with the most modern methods of selling and display. 


That is the opinion of Gerald Bentall, chairman 
and managing director of Bentalls, who recently 
completed a big expansion programme in their 
Kingston upon Thames branch. Conveyors are used 
whenever possible. The bulk of the smaller items 
of merchandize are taken straight from the vans 
in the receiving bank to the checking and mark-off 
section by means of a retractable roller conveyor 
and continuous swing tray elevator. Larger items 
are taken by a huge two-ton lift to other marking- 
off sections. 


Another roller and slat conveyor, travelling at 45 
feet a minute takes food from the vans to the food 
stockroom. There the assistants compile customers’ 
orders in two-tier baskets on wheels. When an 
order is completed it is sent upon a swing tray con- 
veyor to the despatch department. Travelling at 
30 feet a minute, this conveyor also replenishes 
stocks in the food hall. 


Wine is brought from the temperature controlled 
cellars to the wine department on a slat conveyor. 
Since the despatch department is near at hand orders 
are handled with ease. As if to make sure that 
everything that can roll does so, the mobile stock 
shelves in the ladies’ shoes stockroom move smoothly 
on rails. This increases storage space by 50 per 
cent. 


But intending customers need not be perturbed 
by the thought of all this well-oiled motion. The 
premises themselves have solid foundations and are 
unlikely to slide away from under the feet. 
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Loading aircraft 


by computer 

Airlines have to know, for each passenger, weight 
of baggage and where it is to be loaded in the air- 
craft. Knowing the number of passengers and their 
baggage gives an over-all picture of the total load 
and its distribution. And if this information is avail- 
able in time, the airline can use spare capacity by 
carrying revenue-earning freight and mail. 

But for this information to be of any value it 
must be speedily available. So the first computer 
system in the world for aircraft load control and 
passenger check-in has been installed for Scandina- 
vian Airlines System by Standard Telephones and 
Cables at Kastrup airport, Copenhagen. 

The computer collects check-in data from all coun- 
ters, totals it to provide the information for compil- 
ing load sheets, and prints out load sheets, load mes- 
sages. and so on for each destination of every flight. 

The equipment consists of the Stantec Zebra com- 
puter connected to push-button keysets at the 
check-in counters, and master sets at a load control 
centre. 


Putting a smile on 


the company face 

Too many firms live in a vacuum. They hardly 
seem to bother about what the public may think of 
them, forgetting that the ‘ public’ are potential cus- 
tomers and employees, and can also influence a com- 
pany’s future in many other ways. 

George MacLellan and Co., industrial rubber manu- 
facturers, Glasgow, are the latest of several companies 











solve your packing problems 
through 
British Railways Collico Service 











(BRITISH RAILWAYS ) 
————— 


the economical hire service 
providing a wide range of robust 
collapsible packing cases 


@ carriage is charged only on weight of contents 
—the empty cases are returned free 


a the cost of packing materials, packing time 
and labour is substantially reduced 


mw warehouse space is saved 
w insurance premiums are lowered 


further information will gladly be supplied by your local Stationmaster 
or Goods Agent or by Collico Limited, London Scottish House 
London Road, Barking, Essex. telephone: Rippleway 4641 
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who recently have found time to put a bright face on 
things by issuing a leaflet which, apart from telling all 
visitors that they are welcome whether they come to 
buy or sell, lists the names of staff who can help them. 
The welcome is signed by the two joint managing 
directors. ‘ Unfortunately, we cannot buy from 
everyone,” they say, “ but we will give you the same 
considerate hearing that we hope our own salesmen 
will receive. Your time is just as valuable as ours. A 
telephone call will make certain that we meet you.” 


Market research opens 
the way for exports 


In 15 years, Oldham and Son, makers of batteries, 


Manchester, have built up an export trade with over 
90 countries, as well as a commonwealth of subsi- 
diary companies in France, South Africa, Central 
Africa, India and Australia, which today contributes 
60 per cent of the group’s total revenue. 


Listen to the chairman, John Oldham, describe the 


rules and principles by which the job was done: — 

“I am often asked whether, by the same methods 
other companies could enter such markets today. My 
answer is ‘ Yes—it can be done.’ Conditions have 


of course become more competitive, but the mar- | 


kets and the opportunities are still there for those 
who have the right products and, just as essential, 
the right outlook and attitude of mind. 


“We first decided upon an intensive—and expen- 


sive sales research programme. .. . Specially chosen 
men, with extensive experience of world markets, 
were selected for a research programme which 
covered a period of three years.” 

The survey showed that there was a market for 
the company’s products. It also showed that “ we 
had to divide the exercise into two parts—the first 


being direct exports, and the second the establish- | 
. . Direct exports 


ment of manufacture overseas. . 
were more attractive for obvious reasons, but . . 


we had to establish overseas factories, to preserve | 


our trade in some markets.” 

During the formative period, the company began 
to export through agents, whose services are still 
employed in certain areas. “I would like to empha- 
size that it is not enough just to sit back at home 
and leave the business entirely to the agent. It is 
absolutely essential to maintain personal contact by 
visits from the principals at home, so that the over- 
seas Customer can see that the exporter is taking an 
interest in his goods right down the line. .. . 

“One must identify any overseas subsidiary com- 
pany or factory completely with the country in 
which one intends to set it up. It is no use settling 
down in another country, and trying to run the 
business entirely to British rules.” Again Mr. Oldham 
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-SILENTLY 


at less cost than ever before 


In one room, or every room, the new TEMKON, floor- 

mounted, room air conditioner, silently, unobtrusively, 

keeps air cool and fresh, maintains the staff at peak 

efficiency all day. 

With a Temkon air conditioner in every room the cost is 

still 30% to 50% /ess than that of a central installation. 

@ it's the Worid's quietest room air conditioner 

@ Unobtrusive siim-tine construction and a duo- 
tone finish ensure that it will biend with any 
office decor 

@ —And this unit heats as well 


a —3 48 Ss 


FLOOR MOUNTED 
ROOM AIR CONDITIONER 


TEMPERATURE LIMITED 
BURLINGTON ROAD, LONDON, S.W.6 PHONE RENOWN 5813. 
Makers of the World's quietest room air conditioner, 





Please send details of the new TEMKON floor mounted room air 
conditioner 


NAME 
POSITION COMPANY 


ADDRESS 

















By appointment to 
Her Majesty the Queen 
Suppliers of Dictograph Telephones 





Dictomatic 
is unique 


It combines two systems in one to create 


perfect internal communication for the larger 


or rapidly expanding organisation. 





The people you call most frequently you 
contact direct, at the flick of a key and enjoy 
all the famous Dictograph advantages of 
amplified loudspeaking, privacy of 
conversation, priority of call and illuminated 
indication of caller and called. All other 
instruments on the system are reached through 
a superior dialling system. As the most 
frequently used connections are made by 
direct-key contact, the bottleneck at the 
switchboard—an inherent disability of 


ordinary automatic systems —is avoided. 


isk for the Dictomatic Booklet, it explains in detail 


the time saving advantages that this system provides 





Enquiries are invited for internal Telephone Systems of any size, 
Staff Location, Industrial Music, Audible Time Signals, Office Clock 
Systems, Master Clock Controlled Time and Record Systems, 


Watchman Patrol Equipment, Fire Alarm, Pocket Paging. 





DICTOGRAPH TELEPHONES LTD. 


Abbey House, Westminster, London, S.W.1. 
ABBey 5572-6 


26 Dictograph Offices throughout the British isies. 
3 





| 
| 
| 


emphasized the importance of personal contact not 
only by top executives—but right through to fore- 
man level. “I spend 25 per cent of my own time 
overseas each year, visiting the company’s subsidia- 
ries and overseas markets, and I find it to be very 
pleasurable, stimulating and enlightening.” 


Introducing a new 
class of worker 


How can a company reward employees of long 
standing for loyalty and good work? British Extract- 
ing Company, Bromborough Port, think they have 
gone some way towards solving the problem. They 
recently introduced a completely new method of 
staff grading into the structure of works conditions 
and payment known as ‘established grade.’ It is 
designed to improve status and security for employees 
whose skills qualify them for special recognition. 

Eligibility is decided by a points allocation. Length 
of service, with five years as the minimum qualifying 
period, is taken as the main factor with points allot- 
ted for each year of service. Additional points are 
awarded according to the value of the job under- 
taken, based on the system of job evaluation whioh 
operates throughout Unilever. Fifteen years’ service 
counts as full qualification. Assistant supervisors 
are eligible on appointment. 

Each member of the established grade is guaran- 
teed an annual minimum rate, paid weekly or 
monthly as desired. He also has improved pension 
rights and is no longer required to clock on. Ter- 
mination of employment is subject to notice of one 
month instead of one week. 


Workers build their 
own factory 


A new factory built almost entirely by their own 
staff, with a £90,000 Government loan towards the 
cost—that is the achievement of Rotary Hoes, West 
Horndon, Essex. 

When the company wanted to expand their pro- 
duction facilities in 1959 they were baulked by Green 
Belt restrictions. Eventually, partly on Ministry of 
Labour recommendations, they decided to move to the 
small Norfolk town of Harleston. 

One of the majur problems was the need to train 
employees, brought up in a mainly rural area, in 
engineering processes. Within 12 months of starting 
to build, welders, machine operators and other skilled 
employees are now turning out parts for Rotary Hoes 
machines. 

While the factory building itself was erected by the 
company’s own staff, the design of the production line 
and training of the staff was carried out under the 
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This building was erected for the Nuclear Power Group at Knutford in three days. It comprises 22 Terrapin Pack Units and has a floor area of 4,400 sq. ft. 


YOUR NEW BUILDING COMPLETED READY FOR USE 
AT THE RATE OF 1,000 SQUARE FEET PER DAY 


95% FACTORY BUILT Terrapin buildings are con- or size faster than any other known system of construction. 
structed from high quality materials under closely controlled A QUALITY PRODUCT — High standards of work- 
manufacturing conditions. Each Terrapin “Building Unit’ manship and materials are the hallmarks of Terrapin 
the basis of all Terrapin construction) is completely finished buildings. Rigorously tested and inspected during manu- 
in the factory including interior and exterior decoration, facture they are by sheer quality and performance in daily 
glazing, roof coverings, floor coverings and electric lighting increasing demand. 

installation. MOBILITY — As quick and easy to dismantle as to erect, 
A BETTER, BUILDING QUICKER —Transported to the Terrapin “Pack Buildings’’ can be moved when you like- 

building site in folded condition Terrapin “pack units” can where you like—and as often as you like—speedily and 
be erected to form complete buildings of almost any shape economically. 


Write now for more information on how Terrapins can help with your particular 


acc dati, pr Al, 





20 PAGE COLOUR BROCHURE AVAILABLE ON REQUEST 
This beautifully illustrated brochure printed in full colour and mono- 
chrome, shows how Terrapins have solved urgent building problems in all 
fields. Complete the coupon and post. We will send your brochure and 
price list by return. ——— 


Please send me a copy of the 
Terrapin Brochure and price 
list by return. 


TERRAPIN LIMITED “= 


bring you tomorrow’s buildings today 


(Please type or write in block letters) 


COMPANY ADDRESS 
HADDON HOUSE, FITZROY STREET, LONDON, W.1. 
Telephone: LANgham 0611. Telegrams: Terrapin Wesdo London 









































EXECUTIVE... 


A new range of commercial lighting fittings 

pendant and ceiling type, offering a wide choice 

of glasses, reflectors, skirts and suspensions, based on 
a quite small number of standard components. 

This is EXECUTIVE lighting, elegant, versatile and easy 
to maintain. Particularly suitable for offices, shops 


and stores, schools and public buildings. 


New simple ‘TURN and EXECUTIVE suspensions 
LOWER’ action for } in ten different lengths are 
easiest ever instalia- either $in. silver anodised 
tion and maintenance. aluminium tube or this 
new steel reinforced white 
flexible. (Patent applied 
for). 


G.E.C’s new positive bay- 
onet fixing with ‘turn and 
ower’ action means 
EXECUTIVE glasses can 
be fixed or removed in an 
nstant, saving time and 
noney on maintenance 
and lamp replacement 
(Patent applied for). 


ECUTIVE 


Internal locking screw on 
lampholder prevents un- 
screwing when relamping. 


LIGHTING & HEATING GROUP, THE GENERAL ELECTRIC CO LTD., MAGNET HOUSE, KINGSWAY, LONDON, W.C.2 
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direction of A. C. Howard, managing director. 
Because of the employment problem the Ministry 
agreed to make the company a loan of £90,000 towards 
the cost of the new factory, at 5 per cent over six years. 

Now the company are employing more than half as 
many people again as were on the register of the local 
labour exchange 12 months ago 


Management facts 

for the asking 

Most people know that they can ring up their local 
reference library when they want to know the meaning 
of some obscure word or spell a foreign place name. 
But Islington Public Library, in common with local 
libraries all over the country, are concerned that 
businessmen are not making as much use of their store 
of business and technical information as they could. 

The chief librarian, C. A. Elliott, says, “All too often 
we hear the phrase: * We could have saved ourselves 
lots of trouble if we had approached you sooner.’ ” 

Businessmen and technical men often waste time 
doing investigations and research without checking 
whether they have been done before. And the local 
library is almost certain to know if it has. 

They have every buyer’s guide available and access 
to the technical services of the Department of Scientific 
and Industrial Research, including abstracts of Ameri- 
can and Communist countries’ technical literature 


Too good 
for the job? 


In the February and March issues of BUSINESS 
correspondents raised the question whether some 
television advertisements are not so striking that they 
draw attention to themselves instead of to the product 
advertised. The same question arises in relation to the 
new films Byron Lloyd has made in conjunction with 
Erwin Wasey, Ruthrauf and Ryan, Limited, to intro- 
duce the Hoover ‘ Keymatic ’ washing machine: is it 
too good for its job? This is the first time Hoover 
have used film for this purpose. 

Two versions of the film are available 
for the trade and lasts half-an-hour 
general public, lasts 18 minutes. 

Settings, designed by Peter Proud, are highly con- 
temporary and have the effect of universalizing the 
appeal 
dealer asking his questions in a particular room, but a 
silhouetted figure sitting alone against a background 
of colour forms. 


One is angled 
The other, for the 


We do not, for instance, see a particular 


In fact the colour is so deep and so 
rich as almost to be overwhelming. At the end Ronald 
Griffiths, general sales manager, in his own office, 
explains the future prospects of the product 

This brilliant film, an original departure in advertising 
technique, makes a powerful impact. By comparison 
with it most other commercial films seem dowdy and 
old-fashioned. But the question still remains whether 
it is the film or the product which will be 


remembered END 


how much 1s a pound 
of time worth? 


£ £ £’s and more in Extra Sales! 

Air Freight gives new dimension to 
marketing. Emery gives 24-48 hours 
consignee delivery on 96°;, U.S. Shipments 
handled. World markets, time-wise, are 
now local markets. Add extra days to your 
peak sales periods. More sales — bigger 
profits. Take advantage now of the faster 
handling in EMERY INTERNATIONAL BLUE 
RIBBON SERVICE. 


call or write 


, _= 


Cargo Service Building, London Airport Central, Hounslow, Middx. Tel: SKYport 1833 
Cargo Service Building 390, Prestwick Airport. Tel: PREstwick 79822 ext. 99 
Berkeley Chambers, 175 St. Vincent Street, Glasgow. Tel: CiTy 4771 


Oe EMERY Air Freight INTERNATIONAL 


EMERY SERVES THE 
U.S.A., CANADA, 
AUSTRALASIA, SOUTH AFRICA 
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controlled time systems 
take time 
off your mind 


From one supremely accurate E.C.S. Master 





Clock an unlimited number of slave 
clocks attendance recorders and signal 
controllers will receive regular impulses and 
maintain uniform time throughout the 
building. E.C.S. are the specialist manufacturers 
of timekeeping equipment. They have 
supplied their systems to many of the 
world’s best known organisations and are 
ready to take time off your mind. 


Ask for further information and 


English Clock Systems 


179-185 GREAT PORTLAND STREET, LONDON W1 : Tel LANgham 7226 HIB dnd waccn Division of 
Branch Offices: BIRMINGHAM, MANCHESTER, LEEDS, GLASGOW, BELFAST SMITHS 
MASTER CLOCK SYSTEMS - TIME RECORDERS - INTERIOR AND EXTERIOR WALL CLOCKS - PROCESS TIMERS 
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LEFT , RIGHT... 
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- FIALNFIS ING 


Lay sermons on 


management 


Top Management Handbook. Edited by H. B 
Maynard (McGraw-Hill Book Company), 
£6 15s. 6d. net, £6 18s. post paid 


Sixty top American executives have contributed 
to this 1,200 page volume. It is too many con- 
tributors, too many pages and too big a price. 
Despite the book’s bulk, none of the authors have 
space to develop a theme adequately and the 
result is that their contributions tend to degener- 
ate into sermonettes for managers, somewhat 
resembling the late evening epilogues on I.T.V. 

But these sermonettes do at least come from 
profound and, in some instances, long experience 
of high position in business and industry. Some 
of the writers have the knack of illustrating their 
thoughts by valuable practical hints. One, for 
instance, tried the experiment of allowing 
workmen to participate in the selection of their 
own foremen. The men chosen were often 
the last that management would have con- 
sidered for the appointment but they usually 
turned out to be excellent. 

Some of the contributions are as nutty as 
anybody could want. If only the pint of good 
stuff had not been blown up to fill a quart pot 
this would have been a lively and valuable work. 


For the calculating man 


Programming for Digital Computers. By J. F. 
Davison (Business Publications and Batsford), 
35s. from bookshops or 36s. 6d. post paid from 
Business Book Centre, Mercury House, 109-119 
Waterloo Road, London, S.E.\. 


Hurrah for a book about computers that 
really does start from the beginning. Mr. 
Davison assumes that his readers know nothing 
whatever about the subject and he explains it to 
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CONTINUOUS STATIONERY ON NCR 
CONTINUOUS STATIONERY ON NCR 
CONTINUOUS STATIONERY ON NCR 
CONTINUOUS STATIONERY ON NCR 


Continuous stationery 
on NCR paper gives perfect 
copies the easy way 


1 No special attachment required on your typewriter. 
2 No need to install a costly special-purpose 
billing machine. 
3 No time wasting threading through a carbon glove, 
and ‘of course’ no carbon paper to handle. 


It's so simple and quick, just type and tear off. 
Supplied through printers and stationers only but 
please write for samples. 


THE WIGGINS TEAPE GROUP 


Gateway House 1 Watling Street London EC4 
Telephone City 2020 





The first mnflated tyre in 

1864 was tubeless. The 
jea was revived and 

ear er probiems overcor 
1954. Over 150,000 

are now made in Britair 
very week 


Kalamazoo also 


have prightideas 


2 Analysis 


Solve any problem, from few head- 
ings to thousands. Sales analysis can 
be automatic. No listing. No writ 
ing out headings 


Plant and Todls 


Know the history of each. Get Tax 
allowance and maintenance costs 


Statements, Sales Ledger 
and Journal 


Complete all three simultaneously. 
Prove postings daily. Mail state- 
ments on Ist. 


Cheques 


Write cheque and cash book simul- 
taneously. Saves time, improves 
accuracy. 


To: KALAMAZOO Litp., NORTHFIELD, 
BIRMINGHAM 31 


Please let me have details of the items ticked without obligation 
Please tick L e | 17) (29) 
Name it 

Name of Company 


4iddress 


ieee i 


By 66! 


— 
=> 
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them in the simplest terms. To make the 
subject straightforward he imagines a hypothet- 
ical machine and takes his readers through the 
various processes involved in programming 
from beginning to end, describing what happens 
at each stage. As a consequence his work is 
useful for others besides those directly concerned 
with these machines and there are many who need 
to know about them apart from the actual 
operators. 

As a definition of a computer Mr. Davison says 
that it can do, * any calculation capable of being 
reduced to a routine procedure in which each 
step can be set down clearly and unambiguously: 
the computer can make any decision as to what 
the next step should be provided it can be laid 
down in advance what the next step is to be in 
all cases that can possibly arise.” 

Programming, he points out, is not for every- 
body and there may well be a shortage of suitable 
people as the number of machines in use 
increases. A programmer need not be a 
mathematician; but after reading this book it 
seems clear that he must have something of the 
aptitude of the mathematician even if he has 
never received an advanced training in the 
discipline. He must be at ease with a similar 
kind of abstract thinking. 


A key problem 


Exploration in Management by Wilfred Brown 
(Heinemann) 30s. net, 31s. post paid. 


Books on management by practising managers 
are always to be welcomed on the simple premise 
that they ought to know what they are talking 
about. They can be textbooks of the very best 
how to do it, or don’t make the same mistake as 
I did, kind. 

American businessmen are much readier to 
talk and write about their work—as_ these 
columns regularly show. So Wilfred Brown's 
book, based on his 20 years’ experience with the 
Glacier Metal Company, is doubly welcome. 

The foreword indicates that there was con- 
siderable revision of parts, and alas this is too 
obvious. The thread of argument does not flow 
evenly and loses a great deal by this. Mr. 
Brown’s attempts to generalize from particulars 
are not always convincing. 

But, having said that, it must also be said that 
in parts Mr. Brown is extremely lucid, analysing 
formal chains of command, informal chains of 
influence, methods of communication and most 
of the human situations that can arise in a large 
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KROMPASS... 
the passport 
to all markets 


Presenting details of all your products to 

all potential markets at Home and Overseas 
United Kingdom KOMPASS, comprehensive, 
accurate and multi-lingual —is shortly 

to be published in this country. 


KOMPASS is up-to-date, international and 
technically unsurpassed. 


KOMPASS Registers are standard works of 
reference, already published or in preparation 
in all European countries. 


KOMPASS is unique— Managing Directors 
and Top Executives are invited to find out why 
when the District Information Officer calls. 


Kompass is published by: 


KOMPASS Register Limited 
Therese House, 29/30 Glasshouse Yard 
Aldersgate Street, London E.C.1 

Telephone: CLErkenwell 4246 


in association with Brown Knight & Truscott Ltd. (Printers and 
Lithographers) and Engineering Ltd. (Publishers of Engineering) 
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IN DESIGN firm. The trouble is that, having presented the 


IN EFFICIENCY situations and analysed the problems, Mr. 


Brown gives solutions that one feels are Glacier 

Hh SIMPLICITY Metal’s solutions. And so_ the instinctive 
reaction of the reader—‘* But my company is 
different "—is unchecked. 

Undoubtedly the most significant section is 
‘The Gap at the Bottom of the Executive 
System’ which underlines the weakness of the 
link between the lowest supervisor and the 
worker. Mr. Brown recognizes what many 
others ignore: that superior executive grades 
will cover up for each other, while operators 
often get pleasure out of exposing a section 
manager's mistake. 

This is a key problem in industry and will 
remain so for the foreseeable future. For his 
contribution, on this point alone, Mr. Brown 
deserves not only praise, but many readers. 


Civil Service in the saddle 


The Ruling Servants, Bureaucracy in Russia, 
France—and Britain? by E. Strauss (Allen and 
Unwin), 30s. net, 31s. post paid. 

Large-scale organization is not necessarily 
bureaucratic and is indispensable in the modern 
world. But all large-scale organization can 
develop the characteristics of bureaucracy if 
Unique automatic insertion Complete remote contro! by it becomes cut off from its natural, social roots. 
and ejection of record sheet two buttons on microphone . 

That applies to business and industry as well 
as to government. Degeneracy sets in when 
large-scale organization begins to originate its 
own purposes from within itself and external 
controls lose their effectiveness. 

In his early chapters Mr. Strauss offers an 
analysis of bureaucratic behaviour that makes 
Each sheet takes 10 minutes Instantaneous back-space of this clear. The heart of the trouble is that 


dictation, and can be used oo head for easy play- 
again and again back and correction. bureaucracy lives off its own fat. The men 


at the top acquire their information from 

| those lower down the hierarchy who are them- 

‘} —_— } selves conditioned by their own organization. 

y As a consequence the organization begins to 
—— 


LN 
. ~ * 














exist for its own perpetuation. The defects 
that arise from this contribute to one 
Position indicator for speedy Elegant in design, wonder- great evil: that “administrative reform pro- 
location of any part of the fully efficient, light, portable : 
record sheet and robust. ceeds comparatively rarely by small and more 
or less automatic adjustments to gradual 


changes in conditions but by large and jerky 
FREE 7 DAY TRIAL IN YOUR OWN OFFICE— steps intended to bring the whole machine into 


WITHOUT OBLIGATION line with changed circumstances.” 
Write or telephone for Free Trial or Literature Having discussed bureaucracy in this spirit, 
AG EC oe. = oo Mr. Strauss examines its rise and influence in 
: Russia and France. With vhis standard of 
comparison he investigates the situation in 
continued on page 44 
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CROMWELL HOUSE, FULWOOD PLACE 
LONDON, W.Cc.! Tel.: CHAncery 2932-3 





MR SMITH ACHIEVES A THREE MINUTE MILE 


Nobody’s taking much notice of it. There are no 
crowds to go mad, no flashbulbs to go pop and 
the only reporter on board is away on the 
starboard side throwing a nifty quoit 

Normally Mr. Smith’s not the athletic type. 
The only thing he runs is his own business—and 
very successfully, too. That’s why he’s got to be 


SEE YOUR TRAVEL AGENT OR 


on the top of his form when he gets to Australia. 
Relaxed. Assured. Confident. That’s why he’s 
going by P & O- Orient Lines — the laziest, 
liveliest, most soothing way ever devised of 
doing a mile in three minutes flat. 

Mr. Smith closes his eyes again. All this 
activity can make a man sleepy... 


P:O-ORIENT LINES & 


16 COCKSPUR STREET, S.W.I. 


130 LEADENHALL STREET, E.C.3. 


The world’s largest passenger line 





Otlice Planning... 


...makes every sq. il. pay 


Today, in this era of industrial expansion with floor 
rents reaching record high levels, the need to ensure 
that every square foot of factory and office space 
pays its way is more essential than ever. 

Every manufacturing organisation accepts that a 
factory needs careful planning and layout, but few 
appreciate that exactly the same principles apply to 
the office. After all in its way the office is a pro- 
ductive unit, with similar yardsticks of efficiency. 


Making every square foot of office space pay can 
only be achieved by proper office planning based on 
a study of work, personnel and equipment. Nine 
times out of ten this will reveal that a large percent- 
age of unproductive space can be released for 
productive output. More staff can usually be 
accommodated than was thought possible. 


To prove this, Shannon offer a free Office Plan- 
ning advisory service. At no charge, a Shannon 
Consultant will carry out an objective study of your 
offices and make recommendations for greater 
utilisation of your floor space and improved 
efficiency. Why not take advantage of it? 


THIS FREE BOOKLET 


. will tell you why office planning 
is so essential today and the eco- 
nomics in space, time and labour that 
it can achieve. Simply attach the 
slip to your letterheading and a copy 
will be sent to you by return. 


The Shannon Ltd., 83 Shannon Corner, New Maiden, Surrey 


Please send me a copy of your free book on Office 
Planning, without obligation 


Name 


z Aa SYSTEMS 


Z= () & MTO BRITISH BUSINESS 
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Britain. Bureaucracy, he concludes, becomes 
so ingrained in the life of a nation that not 
even such series of profound social and politi- 
cal convulsions as those that have shaken 
Russia and France can eliminate it. When 
the tumult has settled down there it still stands, 
basically the same as ever. The truth is that 
“ bureaucratic rule can rise only on the basis 
of a permanent near-balance of opposing 
social forces.” From this arises the danger 
of stagnation through habitual compromise at 
the expense of the future. 

In Britain, says Mr. Strauss, we are nowhere 
near the social immobility due to this tension 
between equal forces that would give the Civil 
Service a chance of becoming a bureaucracy. 
This does not deter him from discussion of 
various devices, such as that of the Ombuds- 
man and the administrative tribunal, that 
would keep it in check. 


Books received 


Industrial Law, by H. Samuels, O.BE.. M.A., 
with a foreword by Sir Harold Morris, Q.C 
Sixth edition (Pitman) 21s. net, 22s. post paid. 
Guide to Company Balance Sheets and Profit 
and Loss Accounts, by Frank Jones, 
FACCA. ACIS. Fifth edition (Heffer) 
55s. net, 56s. 6d. post paid. 

The Engineer Buyers’ Guide, 1961. (Morgan 
Bros. Ltd.) 12s. net, 13s. post paid 

Letters to Salesmen, by Stuart Thompson 
(World's Work) 18s. net, 19s. post paid. 
Now If I Were the Manager .. . by Harold 
Whitehead (Pitman) 12s. 6d. net, 13s. 6d. post 
paid. 

The Men from the Boys, by Perrin Stryker 
(Harper) 30s. net, 31s. post paid. 

The Face of Canada, by C. L. Bennett, Gerard 
Fibion, Gregory Clark, Marjorie Wilkins 
Campbell, Roderick Haig-Brown (Harrap) 
21s. net, 22s. post paid. 

Humanistic Education for Business Executives, 
by Morse Peckham (Oxford) 36s. net, 37s 
post paid. 

We the undersigned. ... A history of the Royal 
London Mutual Insurance Society Limited 
and its Times, by W. Gore Allen (Newman 
Neame) 21s. net, 22s. post paid. 

Directory of Opportunities for Qualified Men, 
1961, with preface by Sir Cecil Dannatt, 
OBE. MC. DSC. (Cornmarket Press) 
8s. 6d. net, 9s. 6d. post paid. 

Personnel Administration, by Pau! Pigors and 
Charles A. Myers. Fourth edition (McGraw 
Hill) 62s. net, 64s. post paid. 
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La a. aS All, 


First: I-C-T make the widest range of 
data processing equipment in Britain 

punched cards and computers. They can 
plan a system that suits your exact 
needs, with the flexibility to grow as 
you expand. Second: I-C’T have over 
50 years’ experience of installing data 
processing machines for customers of 


@oo% 


— 
SVL: 
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a a 
t 0 <5 © & GX 
OGO IS GO with an extra go behind it-— the thrust you need to break 


through a barrier. If your business is on the go, if you’ve reached the 
barrier of decision about data processing, then I‘C’T can be of real help. 


all shapes and sizes, from a small 
wholesale distributor to an organisa- 
tion as big as Imperial Chemical 
Industries Limited. 

Go toI-C-T for constructive advice on 
data processing that goes to work for 
your business. Phone your local I-C-T 
office or write to us now. 


I'C-‘T DATA PROCESSING 
International Computers and Tabulators Limited 


JUNE, 1961 


149 PARK LANE, LONDON W1. OFFICES THROUGHOUT THE U.K. AND IN 51 COUNTRIES THE WORLD OVER 
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Once upon a time 
there was a 
one-man business 


and it grew 


and so did 
the telephones 


and the typewriters 


BUSINESS 





and the people 


and they would all 
have gone mad 


but for 
ROFTEN MODULAR 
PARTITIONING 


so if space 
problems are 
nearly driving you 
mad write to us 
and we will rush 
you details of 


WILLIAMS & WILLIAMS 
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ROFTEN MODULAR PARTITIONING 


(before the men in the white coats get you) 


Williams & Williams (Pressed Meta! Division), Roften Works, Hooton, Wirral, Cheshire 
Williams House, 37-39 High Holborn, London, W.C.1 


SATISFIED USERS OF ROFTEN MODULAR PARTITIONING INCLUDE: FORD MOTOR CO. LTD., 
DAGENHAM; ST. CLEMENTS PRESS, LONDON; REMINGTON RAND LTD., LONDON; 
VICKERS-ARMSTRONGS LTD., SWINDON; ENGLISH STEEL CORPORATION, SHEFFIELD; 
MARCONI LTD., ESSEX 





These 
nutcrackers 
won’t crack 


any nuts... 


. . unless they’re in the hand of someone who really knows how 
to use them. This is true of all tools — especially true of the complex 
tools and systems now available to big business, amongst them the electronic computer. 
C-E-I-R (U.K.) Ltd. know more than most about the practical use of computers and, 
indeed, all the other tools and techniques of modern commerce and industry 
As the largest independent computer and research services organization in the world, with a long 
list of clients which includes not only internationally famous commercial corporations but also 
both national and local governments, C-E-I-R now operates in America some of the most advanced 
computing equipment in commercial use today. Two London offices are already handling 
commercial, industrial, and scientific problems in this country, and another C-E-I-R Centre, in 
London, with IBM 7090 and IBM 1401 facilities, will provide computer time and services. 
Thus equipped, and with a staff of over 300 mathematicians, statisticians, economists, 
scientists, programmers, and other specialists (many of them famous in their fields), C-E-I-R 
are ready to handle on your behalf any assignment, large or smail, in part or as a whole, 
working alone or with your own technical staff. Ask your secretary to write or telephone 
for a copy of ‘A NEW DIMENSION IN MANAGEMENT TECHNIQUE’. 


You will find it very interesting indeed. 


INDUSTRIAL, ECONOMIC AND SCIENTIFIC RESEARCH . 
LINEAR PROGRAMMING - MANAGEMENT ENGINEERING - 
TREND FORECASTING - FEASIBILITY SURVEYS - 
MARKET SURVEY ANALYSIS - INTEGRATED 

DATA PROCESSING - COMPUTER TIME 


Main Office: 84 Kingsway - London WC2 - Tel: CHAncery 1551 
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WOODMET GIFTS 


make themselves felt 


Choose Woodmet Ware for 
your next promotion. Woodmet These delightful trays (10}°x 73 
gifts boost business, put punch ve quantity prices can be q 


Jators 
in your sales drive. Choose from 
a huge range of proved selling DEALER LOADERS 


All Woodmet trz d tea and cocktail troll ar j Dealer aders, the tri uther 
lines that offers a choice of NTs Ue eee . : W7G, nO Trays Gone 
gly or in sets. Outstanding are the mesh and 5 trays, the Stowaway folding 
inexpensive, yet luxuriously eye- trolley and Cocktail Trolleys 348 and 358. Th test Elit e Super Trolley Type 301 is 


catching items in anodised a highly recommended for this p 
aluminium BUSINESS GIFTS 


WOODMET products are unrivalied as busir } Made of gleaming anodised = y 
Choose WOODMET Ware— it's aluminium in a wide range of beautif / ! not rust, fade, tarnish, chip, crack 
always ideal for incentive or peel. WOODMET Ware is ideal for every occasion. WOODMET custom made trays ¢ . 


may be ordered to soit individual req nt Gene guantity discounts make 
schemes, premiums and prom- WOODMET Ware the bes 


SEND FOR FULL DEALS 72ers ce Nema 
OF OUR RANGE AND QUANTITY PRIGES $cc urns cv ose vs sne nme ve mncm nc 


Or see them for yourself at our London Showrooms 1 NAME 
77 New Bond Street, W.1. Tel: Mayfair 3287 4 
COMPANY 


WOODMET LIMITED 


choice for Christin n |-year-round prestige gifts for the 


iS... 
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The Econojet Attachment in use with 
Econoset Continuous Stationery is 
designed, by streamlining typing operations, 
to eliminate billing problems. 

The Econojet fits any standard 

typewriter, needs no special form of 

carbon paper or punched holes in 

the stationery and is capable of 

handling extra copies if required. 

Output can be increased by 78 per cent. 


A complete service comprising 

business survey, form design and printing 
is at your disposal. 

Equipment is supplied at no capital cost. 


PETTY AND SONS LIMITED . LEEDS 12 
Telephone Leeds 32341 


always 
PRR ORN If you need to extract information speedily for analytical, 
at hand statistical research or listing purposes you need FINDEX. 


In this compact and simply hand-operated punch card 
system there is finger-tip control over thousands of related 
record details. Findex is already in use for the following 
records: personnel, customer, laboratory research, crime, 
accident, medical history diagnosis and follow-up, 

and many more too numerous to list. If you have a 
recording problem of a permanent or semi-permanent 
nature the answer is Findex. Think of the contrast between 
the precision and speed of FINDEX, and the labour and 
possible inaccuracy of checking through an entire record. 
Think of the overhead economy to be realised and 
write or "phone for the comprehensively detailed leaflet. 


punched card system 
Cc. W. CAVE & COMPANY LTD 


DEPT. 8.1, 59 HOLBORN VIADUCT, LONDON E.C.! CENtral 6402/5 
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To be quite frank we did not think that any 
improvements could be made to Office Chairs 
Yet now after 12 months’ development, Hostess 
designers, together with a leading firm of 
Hydraulic Engineers, have introduced the 
FIRST Office Posture Chair with Hydraulic 
Lift. This represents a most remarkable advance 
in office chair design and completely supersedes 
the existing screwed thread action which has 
hitherto been used. 


Close study of the science of ERGONOMICS 
(fitting the job to the worker) has resulted in a 
number of vital improvements to the seat and 
back rest, both of which are adjustable, thus 
providing the perfect sitting position for 
Typist, Machine Operator and normal desk use. 


0/UR 777 


(Patent applied for) 
PRICE:—£10.15.0. P.T. 7s. 10d 
Usual discounts 





DELIVERY 

Whilst initial deliveries on the 
O/EX 888. Hydraslic O/UR 502. Secretarial O/UR 555. With O/UR 777 were delayed we can 
Junior Executive Chair. Chair. With Screwed screwed unit 1 in now supply in 4-5 weeks 

With Hydraulic Lift Unit. 3 in. Latex Cush- Foam Seat Curved 
and adjustable back, ion and adjustable back Back. PRICE:- Other Models—2-3 weeks 
3. Olin Latex Seat PRICE:—£7.18.0 plus 5s a plus 4s — 
PRICE:—£15.15.0 plus 10d. P.T. A streamlined - Seut-conee 


hair, robust design 
lls. 6d. P.T. A real modern chair > . ; 
chair with extreme comfortable Excel- 

luxury chair comfort 


lent value 


HOSTESS TUBULAR EQUIPMENT LTD scx sso o> 


VULCAN ROAD BILSTON STAFFS Grams: Hostess, Bilston 
JUNE, 1961 


SEND FOR SAMPLES 
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ANUFACTURING CO LTD 


COLUMBIA RIBBON & CARBON M 





. Faqing 
PAYS! 


The lightweight receiver, compared here 
vith a fountain pen lips in any pocket 


In an increasing number of progressive firms 
and institutions, the Multitone ‘ Personal Call ' 
Pocket Paging System is saving countless wasted man-hours. 
It can do the same for your organisation—and your customers. 


On telephone working alone, Pocket Paging reduces ‘ call-backs ’ 
and the need for extra lines and operators sufficiently 

to offset the cost—a few shillings per week per man‘ on call’ 

— inclusive of all operating costs. 


Not a telephone of any kind, Multitone ‘ Personal Call’ 

is a unique paging system which enables any of your key staff 

to be contacted immediately wherever they happen to be, 
selectively and without disturbing anyone else —no loudspeakers, 
bells, flashing lights or any other distraction. 


This all-British equipment, which is installed in hundreds 
of hospitals and an even larger number of industrial firms in 30 
countries, is simple to install and foolproof to operate. 


Post coupon now for a leaflet which tells you all about one of the 
greatest time and money savers of this electronic age 


MVEULTITONE 


the original ‘ Personal Call’ Pocket Paging System 
r- 


Please send me full details of the Multitone ‘Personal Call’ Pocket Paging System 





Wame 


MULTITONE ELECTRIC COMPANY LIMITED 
12-20 UNDERWOOD STREET * LONDON N.1 


Telephone: Clerkenwell 8022 es 
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people saddled with responsibility 





let 4) €@)R@),@ Carbons ease the strain 


AVAILABLE FROM LEADING STATIONERS AND OFFICE EQUIPMENT DEALERS 


ROCHESTER WORKS, TARIFF ROAD, TOTTENHAM, LONDON, N.17. 


KOLOK MANUFACTURING CO. LTD. FELEPHONE ; TOTTENDMAM 3305 CABLES: ROLDR LONDON 


Pre-sensitized plates are more 
easily prepared on the 


HUBEX 


AUTOMATIC VACUUM 
PRINTING FRAME 


...ask 
oe Wesley's 


_) This famous 
4 range includes 
the well-known 
Tenacious and 
/ Tennax qualities. 
/ Al ] ith 
A ied pon poorer | An automatically operated vacuum frame for all small-offset 
{ SUES SS Coes ee plates, complete with light source and facilities for preparing 
/ flaps, specially de- | negatives same size as original. HUBEX plates and supplies 
/ signed to suit all the | suitable for use with ‘ Rotaprint ’ and * Multilith ' ma chines. 
/ leading makes of en- Hubex House, Emerald Street, W.C.1. 
velope-filling and seal- Tel.: CHAncery 6511-3. 


=, 
Also in all usual sizes. —_ ing machines. pais ni iesiieatin, ile 
HAROLD WESLEY LTD VO/MOBSB se isc ey 
ALL ENQUIRIES DEPARTMENT ‘B° 
HARLEY MILLS, LONDON, N.W.10. PHONE: ELGAR 6801 
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MECHANISED 
POSTING 

















POSTING EQUIPMENT 


Mechanised posting is now in almost 
universal use in Banking and Industry. Please send me a folder of data sheets for 
; ae ee x the full range of ALPA office equipment. 

We specialise in the manufacture of 


ancillary , Cupmmen for all modern ALPA also manufacture plastic binders 
systems, i.e. trays, trollies, stands and and folders, put a cross here i. you 
guide cards to suit your individual needs. require information. [~] 
The ‘ALPA 8° posting tray is part of 
the Alpa standard range. Of solid but Name/Title 
lightweight construction, it is of a space- 
saving design, has a wide posting * V ° and Firm 
is manufactured in five standard sizes for 
cards 8” to 16” wide. In two capacities Address 
of 4” and 7” holding approximately 
350-650 cards. 


ALPA PLASTICS LIMITED 


240-244 MAYBANK ROAD, LONDON, E.18 
Tel: BUCkhurst 9211 - Grams: DONDAY, LONDON, E.18 
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‘The durndest thing | ever saw” 











































































































“ It was like I’m telling ya. Matt Daverick was sittin’ around reading 
his copy of BUSINESS, when Flint McBodie come bustin’ in— 
‘Call yaself a salesman,’ he kinda sneered, ‘ Bookworm more like. 
Reckon you should be out with the womenfolk, ‘stead of sittin’ 
here in the saloon with real men.’ 
Ole Matt, he jist kep’ on readin’. Didn't say one word. 
Flint was gettine kinda sore now 
‘Now you looky here,’ he says, ‘ You either git out of here right 
now and take that gosh-darned magazine right with you, or I’m 
agoing to ride you out of town on a barrel.’ 
Ole Matt, he jist kep’ on readin’. Didn't say one word. 
This jist burned Flint up. ‘ Right, you lily-livered coyote,’ he says, 
‘I'm agoing to bust you wide open.'—and he starts to draw. 
Quick as a flash, Matt was on his feet. He rolled up his copy of 
BUSINESS, and slugged Flint over the head. 
Well, Flini, he jist slumped to the floor. We chucked a couple of handfuls 
, of sawdust over him, and rode him off to Boot Hill. 
Ge Ole Matt, he jist kep’ on readin’. Didn’t say one word. But he kinda 
smiled, and patted his order book—contented like. Was the durndest 
susinase thing I ever saw.” 
It wasn’t easy to get BUSINESS in them days. Distribution was kinda 
restricted. Nowadays it's easy. Just 3/6 a month from your newsagent. 
Or, better still, use the reply-paid card in this issue to book a 
regular subscription. 
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chairmanship... 


. is the art of choosing not only the right chair 
for the right man but also the correct contract 
furnishing service for your offices. That's why 
good chairmen pick ESAVIAN furniture! They know 
how cleverly it's designed—how well it's made— 
how ESAVIAN furniture is always in fashion! 
Call in ESAVIAN today! Our contract service will 
furnish your office from floor to ceiling, including 
any special fitments you may require. 


Have your secretary phone or write for 
full details of the Executive Desk illustrated, 
and other desks in the ESAVIAN range. 


Esavian Limited 

Esavian Works, Stevenage, Herts. Stevenage S00. 

London Showroom, 185 Tottenham Court Road, London, W.1. 
Birmingham Showroom, Charlies Street, West Bromwich. Tipton 1631. 
Glasgow Showroom, 101 Wellington Street, Glasgow, C.2. Central 2369. 
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ROTARY FILING 


THIS ONE OPERATOR CAN CONTROL UP TO 
77,000 RECORDS FROM ONE POSITION 


ROLLINDEX Rotary Filing saves time and space—to an 
amazing degree! The files can contain from one to five wheels, 
these varying in size for different cards, if required. No special 
cards are needed. You can install ROLLINDEX and even use 
your existing ones. They all stay in place; they are not punched 
or slotted. The whole surface of the card can, therefore, be 


used and any card is instantly available. 


FSS eee eee ee 


Art Metal 
A /Y\ 199/203 Buckingham Palace Road, London, S.W.1 
rt éta SLO 5201 Please send me Catalogue No. 603 i 


— 
Buckingham Palace Road 
LONDON Swi 


aces cs ce ees es 
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* Dry permanent copies. 


How’s this for | - since" 


Five copies in a minute for only 
2d. each—additional copies with- 


COPer Vale! bere orm pn 


+ 
12) written or drawn in any colour. 


Kodak Verifax Bantam 


COPIER 


How’s ruts FoR vALUE? The Kodak ‘Verifax’ SEND THIS COUPON FOR DETAILS TODAY 


Bantam Copier costs only £42. It’s socheaptorun | 
A : : Kodak Ltd., Dept. “4* , Office Copy Sales Division, 
that it pays to have one in every department. Any- | Kodak House, Kingsway, London, W.C.2. 
— ° Please send me details of the Kodak ‘ Verifax’ Bantam Copier 
one can learn to use it in a few minutes. It takes no 
more space than a typewriter, weighs only half as 
much. Find out more about the ‘Verifax’ Bantam 


Copier by posting the coupon today. 





: NAME 

POSITION 

' FIRM OR ORGANISATION 
ADDRESS 


‘ Verifax’ ts a Registered Trade Mark 
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PAPER ROLLS se ctanto to AUTOMATION 


PAPER ROLLS- 

for use with adding, 
accounting, calculating and 
statistical machines, electronic 
computors and cash registers, 
ticket issuing machines used in 
transport and entertainment 


PAPER ROLLS plain, printed. 
perforated and gummed 


Its quite 
. ++ you can see what you’ve got in 
the transparent PVC ‘VISUFOLDER’ 


This superior quality foolscap folder of welded 
PVC, calf finish, is available in black, blue, 
maroon, red, green or natural leather colour. 
Front and back covers are fitted with inside 
pockets and the folder holds from 
2 to 12 clear inserts. 

We manufacture all kinds of wallets, 


folders, etc., to your requirements 


Full details from 


This NEW ‘ VISUFILE’ 

/ is made of clear PVC 

(LONDON) LTD. } with strongly weided 
seams. Gives clear view 

of contents and will out- 


last its ordinary manilla 
FOR ALL TYPES OF OFFICE REQUISITES counterpart 


157 St. Thomas's Road, London, N.4. CANonbury 88II 
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9. SELLING IN THE CINEMA 


B HERE'S ALUASMLT OF YOUNG PEOPLE! 


Take a good look at the average cinema audience, and 
you'll discover that the accent is very much on the young 
adult. The new S.A.A. survey confirms this impression. 
Seven out of ten of the average adult cinema audience are 
young adults in the 16-34 age group. 74°, of these make, 
on average, 34 Visits a year to the cinema. 

This age group can be divided into two parts. First the 
‘teenagers’ in the 16-24 section—over five million of them, 
with literally millions to spend on everything from soft 
drinks to scooters. They visit the cinema, on average, 
more than once every ten days, and make up 44%, of the 
average adult audience. The cinema gives you a chance to 
capture the brand loyalties of these free-spending young 
people at an early stage 

Next come the young marrieds, many with children 
nearly seven million of them in the 16-34 age group. They 
remain frequent cinema-goers and now they have homes 
to furnish and families to feed and clothe. And since more 
than half the women in Britain are cinema-goers, the 
cinema screen is the obvious place to reach the young 
housewives forming their lifetime purchasing habits 


Moreover, the cinema audience covers the important 
mass market. The C2 and DE classes make up 73%, of the 
average adult audience. Board of Trade figures for 1960 
show that 25 million cinema-goers paid £64 million at the 
box-offices of approximately 3,200 cinemas in the U.K 
Each week there were ten million exposures to advertising 

Cinema advertising enables you to pinpoint your 
market. It gives you real cost per thousand, since you are 
paying for the certainty to view. Different lengths of 
commercials and the variety of booking terms give tre- 
mendous flexibility when planning a campaign. Above all, 
the cinema gives you impact. Your message is driven home 
with colour, music and larger-than-life movement, to an 
audience that is happy, relaxed and eager to buy. 

Pearl and Dean have rights in nearly half of the 3,200 
cinemas in the U.K. including exclusive rights in ABC 
cinemas. They can offer first class production facilities, and 
an excellent marketing intelligence s. vice. Pearl & Dean’s 
combination of technical skill and advertising know-how 
can make sure you get your share of the prosperous young 
adult market. Get in touch with Pearl & Dean—soon 


Sell in the cinema through | Pearl |  & tow 


33 DOVER STREET, LONDON W.I * MAYFAIR 7494 
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*% you know 
where you 
are with... 





7you know there’s always the board you want... 


ree shades of White... nine 


knesses . 


attractive tints... two finishes and a 


. . TVOREX offers you the widest possible choice in 
y the right board for every job. There are no less than 102 


In addition, you know that every one of these items is 


uniform, with a surface truly worthy of the finest printing 


o wrong —on any card or printing job — when you use... 


IVOREX 102 


THE BOARD WITH 102 ITEMS COVERING EVERY FINE PRINTING NEED 
WPS-129 


Tullis « 


150 YEARS OF FINI 


Russel 


& CO LTD 
PAPERMAKING 


sCOTLAND Auchmuty & Rothes Paper Mills, Markinch, Fife 
LONDON Ivorex House, Upper Thames Street, E.C.4 
BIRMINGHAM Griffin House, 18-19 Ludgate Hill 
MANCHESTER 372 Corn Exchange Buildings, Corporation St. 








What Can You Do With 


this 
executive 
life 





a Bumptious Subordinate ? 


HE easiest way, often the 

best way to deal with a 

bumptious subordinate who 
keeps threatening to resign or who 
sails close to the wind in defying 
your authority, is to sack him. But 
such a step is very final, and if you 
are not careful you may damage 
the career of a half-innocent victim 
He may have been suffering from 
an illusion or been goaded on to 
insubordinate and provocative acts 
by the real culprit standing in the 
shadows. 

If you want to give this sort of 
person a very stern final warning, 
call him to an interview and state 
plainly the standards of conduct 
you expect. Warn him that unless 
they are achieved you will have to 
terminate his contract. Then write 
him a letter saying that you have 
been disappointed in his progress 
and unless there is an improvement 
you will have to take a very serious 
view as to his future employment 
with the company 

Send a copy of this letter to your 
superior so that he is forewarned 
if you should have to dismiss the 
man. You must dismiss him if he 
does not respond to your warning 

Should he be so bumptious as to 
try taking matters beyond you to 
your own superior, you 
entitled to expect full support from 
the latter. He would be foolish 
not to give it, for you are part of 
his line of protection 
bumptious juniors. 


are 


against 
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Nevertheless, he must see a man 
who has requested an interview 
He should arrange for you to be 
present when this interview takes 
Even if he thinks that you 
are partly to blame for some 
difficulty and chides you for | it 
privately at some other time, he 
should give you one hundred per 
cent backing when the interview 
takes place. 

For the subordinate 
merely been misguided, such a 
display of confidence by top 
management in the authority and 
ability of his own immediate boss, 
is likely to prove a salutary lesson. 
But if he learns nothing from it, 
dismissal becomes inevitable. 


place. 


who has 


To Transfer 


In very large organizations it is 
sometimes policy to transfer a 
subordinate to another post in 
another part of the firm, rather 
than him. This has the 
disadvantage that the shock effect 
of transfer is not as great as the 
shock effect of dismissal. The 
curative effect on the conduct of 
the employee is therefore not so 
great. 

But a system of transfer for 
bumptious subordinates has the 
advantage that it gives the employee 
the benefit of the doubt and a 
fresh start in cases where it may 
well have been the nature of the 
work or the personal relationship 
with his superior which was dis- 


dismiss 


No management can continue to 
operate effectively under threats of 
resignation or provocative actions 
inviting dismissal. If you are 
caught in a tight corner by a 
subordinate who threatens to 
resign at a time when his services 
are virtually indispensable, you 
should take steps as soon as 
possible to see that in future there 
is someone available who could do 
his work. 

Without waiting for his next 
threat, you should find an oppor- 
tunity to mention that you could 
never again accept such a threat. 
If he ever did it again, his 
resignation would be accepted 
Ihennsiiiiinaies 


or Dismiss ? 


agreeable to him and made_ him 
bumptious. 

On balance I favour dismissal, 
if the man does not himself seek 
a transfer or another post. 

The réle of a subordinate is 
primarily to be subordinate—that is 
to accept orders. If he is bumptious 
and provocative, then he has failed 
in one of the main aspects of his 
work, and dismissal is the best 
course. It is salutary to face him 
with the sudden need to do some- 
thing for himself—to go out of his 
way to please and impress other 
people in order to obtain a new 
post. This is better than having 
everything done for him by trans- 
ferring him to another post. £ND 
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The Hardest 
Comeback 


For executives who pay for their mistakes with a prison sentence, 


the path to position and respectability is almost impossibly 


difficult. 


HERE is a_ shortsighted 
held by many 

that the penalty has been 
paid in full with the termination of 
a prison sentence. But once a dis- 
charged prisoner, always a dis- 
charged prisoner. And the man 
who has the hardest come-back 
fight of all is the executive. 

For the man who once held a 
position of responsibility, the diffi- 
culties of ever regaining a similar 
position are obviously immense. 
Some return to public life and sub 
merge into quiet, chastened anony 
mity. A few are able to pick up 
the threads of their previous lives, 
but for the majority some 
kind of help is necessary. The 
most important immediate require- 
ment is work of some kind; the 
problem is how to get it and from 
whom? 


opinion 


vast 


The problem starts at the prison 
itself, during the closing weeks of 
the man’s sentence. Here it is the 
responsibility of the prison welfare 
officer to try and provide an early 
answer. At a London prison a 
welfare officer told me, “At the 
moment there are about 1,550 
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prisoners here, but this number 
tends to vary throughout the year 
Prisoners are interviewed by me on 
reception—I am the only welfare 
officer here—and at any time after 
wards on application. I also see 
the prisoners six weeks before dis 
charge when they are interviewed 
on such subjects as rehabilitation, 
their family situation, and the pros 


pects of gaining employment 


Six weeks 
of re-thinking 

During this final six-week period 
I try to find the man a suitable job 
and sometimes, invariably in the 
case of the man who has previously 
been in a position of responsibility, 
this involves a lot of rethinking. 
Approaches are made to. the 
previous employer to see if he will 
take the man back, but where the 
ex-businessman is concerned the 
possibility of achieving this is most 
unlikely. So I ask for at least a 
reference based on work perform 
ance, failing this I ask for anything 

a lead or contact, maybe. 


But there is always someone ready to help 


“Of all the prisoners that are 
discharged it is reckoned that 80 
per cent of them do not return, of 
the 20 per cent who do commit 
further crimes it is very rare that 
the ex-businessman is among them. 
He appears to learn his lesson.” 

One man attached to a large 
London prison which has an annual 
turnover of 39,000 men with an 
annual release rate of about 560 
men, has one object—to find 
them work. Such a nightmarish 
personnel problem can never be 
answered by a single prison welfare 
officer. As a result a large number 
of discharged prisoners have to 
depend on the various societies 
which have been established and 
here again the one-time executive 
poses the greatest problem. 

In a grimy south London street 
is the narrow, inconspicuous en 
trance to the Royal London 
Discharged Prisoners’ Aid Society, 
and it is here that some of the 
despairing lost men of business, 
along with other discharged 
prisoners, make their bids for a 
fresh start. 

(continued next page) 
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In a stark and dusty office at the 
top of a creaking flight of stairs 
one of the Royal London’s execu- 
tives said, “The attitude of the 
general public is, ‘we don't like 
criminals amongst us, but we don’t 
mind if they are kept at a distance’. 
The thought is always prevalent 
whether the man had previously 
had a successful business career or 
not. The stigma is there regardless 
of the crime or the otherwise re- 
spectability of the man. It is very 
difficult for us really to help the 
man who has held a position of 
respect and responsibility, especi- 
ally in terms of employment. Pride 
is the main thing that they have to 
the man who was once 

or some kind of an 
executive, invariably has to bite the 
bullet and take some menial clerical 
job in a factory.” 


overcome ; 


a manager, 


8s. 6d.—to buy 


a new Start 

He explained that people of this 
status often had _ considerable 
domestic difficulties which even the 
possibility of immediate employ- 
ment could not alleviate. Financial 
aid for such situations is out of the 
question—the most that the society 
can offer in terms of money is an 
8s. 6d. fare allowance. Although 
the Government pays 50 per cent 
of the society's administration 
costs, the budget is obviously a 
very slender one. 

The Royal London representa- 
tive was of the opinion that it is 


QUOTE 


“Our biggest problem is the man who has held 


a position of trust. 
get him back in his 


to get him a job of 


the reponsibility of the prisons to 
take steps in getting at the root of 
the man’s trouble while he is being 
detained; for example, psycho- 
logical treatment in order to 
discover why he went wrong and 
to make sure that the cause was not 
present when he returned to 
public life. He said, ““ Nobody yet 
knows why people turn to crime 
and too little is done to find out 
the real cause. I am convinced that 
half the trouble is some kind of 
mental disturbance irrespective of 
the man’s age or his position in 
society. We have to be good sales- 
men, especially where the white 
worker is concerned. If 
there are too many well-qualified 
men after one job, as is nearly 
always the case, the one who has 
the prison record doesn’t stand a 
chance. Business qualifications no 
longer count when you have been 
to prison.” 

Across the other side of London 
is the New Bridge Society, an 
independent venture with the Rt. 
Hon. Lord Pakenham as its chair- 
man. This organization’s offices, 
hidden in a labyrinth of Hammer- 
smith backstreets, boast newer 
paintwork and cleaner windows 
than their Royal London counter- 
parts but the work and its difficul- 
ties are the same. 

Here I was told, “ Our biggest 
problem is the man who has held 
a position of trust, in management 
possibly, and, where dishonesty has 
occurred. It is almost impossible 
to find satisfactory employment for 


collar 


It is almost impossible to 
profession but we try 


a similar nature” 


such people in their original pro- 
fession, but we try at all costs to 
get them back into a job of a 
similar nature.” In spite of this, 
the New Bridge can claim con- 
siderable success. A third of the 
discharged prisoners for whom the 
society found employment last year 
belonged to this category and none 
of them have defaulted. 

A representative of the society 
who is directly responsible for re- 
employment said: “We find that 
we have most of our successes with 
the small one-man type of firm 
where a single person can take the 
full responsibility of employing a 
discharged prisoner; in the larger 
firms there are too many people 
who are afraid of being thought 
responsible.” 


Society must 
think again 

However, there are exceptions 
and some large companies are 
willing to offer employment to dis- 
charged prisoners. One such 
company is a large petroleum group 
with its headquarters in the City of 
London. As well as providing 
employment for such people within 
the company their top personnel 
executive works in co-operation 
with the Central After-Care Group 
of Societies. He told me, “ The 
real problem is the executive who 
has made this mistake. Compared 
with the artisan the chances are far 
less, they have less capital to offer 
and their respectability has gone. 
Top men are reduced to a clerical 
existence with little chance of re- 
covery. In spite of this we try 
hard to give the man a start.” 

Talking of those for whom his 
own company cannot offer employ- 
ment, he said, “ The middle salaried 
man is really up against it and 
although it might not be possible 
to get him a job at the same level, 
or even in the same profession, we 
at least try to get a job with pros- 
pects. The easiest job to get is 
not always the best. There is no 
difficulty in getting him a job on 
a building site but this does not help 
him to recover; give him a job 
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QUOTE 


“Nobody knows, 


that | gave a job to an ex-prisoner. 


not 


even my wife, not 


even 


my superiors, 


To me he is a normal clerk 


holding a good position at a low rate of pay. And | would do the 


same thing again’ 


where there is at least the chance 
for him to recover. He does not 
come to you at this point, only 
when you can do something more.” 

[This personnel executive was of 
the firm opinion that the prisons 
should provide greater opportuni 
ties for attaining new skills. He 
gave the example of an ex-solicitor 
who found work in a travel agency 
but could not gain promotion 
because the company, like so many 
others in this situation, required a 
fidelity bond. He suggested that 
the man in this situation should 
have been able to learn an entirely 
new skill which would obviate such 
requirements. 

On the attitude of other 
employers whose help he seeks in 
trying to find empi®yment he said, 
“If I write and ask their views they 
are sympathetic and they rationa 
lize but when I say ‘here is a man,’ 
their attitude changes. Why not 
get this burden spread. A solution 
must be found immediately and 
there must be a change of social 
attitude. I have found that the 
man who is over thirty stands little 
chance of getting a_ respectable 
position in a big organization—the 
accent is on the younger man. 


Loyal—and desperate 
to prove it 
“To anybody who might con 


sider offering employment to a 
person who at one time has held a 
position of responsibility I would 
say—although you have got to be 
able to expect to be let down, in 
general you are not. I have never 
been let down by a person of over 
40. They are desperate to prove 
themselves and offer loyalty and 
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hard work in return 
ever know of their past.” 

What are the employer's reactions 
and thoughts having engaged a dis- 
charged prisoner? These are typified 


Nobody need 


by a senior executive of an organ- 
manufacturing domestic 
appliances. In the  sepulchral 
surroundings of a luxurious West 
End showroom he told me, “ The 
reason why I decided to do this 
personal, | felt that 4 
would like to try and help some- 
body and this seemed an oppor 
tunity ; what this man had done I 
was not interested in—I just wanted 
to be of some help. 

“The first time that it was 
brought to my notice that I could 
be of help I thought, 
here is a and it 
made even more possible when a 


ization 


was really 


some 
chance, was 
staff vacancy occurred.” He added, 
*I am glad to have been able to do 
this. 1 understand that the first 
week is the for these men 
and the act of getting the job is 
the terrible aspect of the 
whole affair. 

“The vacancy presented the 
opportunity of employing such an 
unfortunate person at an unfair 
salary for such good labour. In 
fact it is almost cheap labour 
but Iam not gloating.” 

The employment of the man has 
been a guarded secret, 
“ Nobody else knows, not even my 
superiors, those who work with him 
nor even my wife, and I am deter- 
mined that nobody will know. He 
has not proved a liability; un- 
doubtedly one is always concerned 
for him but not in a worrying way. 
When he came here he was 
welcomed in the house magazine 
in the same way that all our 


worst 


most 


closely 


employees are—he is an excellent 
worker and extremely popular, 
although I must say that he doesn't 
hold a position which puts tempta- 
tion in his way. To me he is a 
perfectly normal clerk holding a 
good position at a low rate of pay 

he was once a general manager. 
Here his future is limited but if 
he was 20 years younger he would 
have moved on. He has no deal- 
ings in cash but if one of my 
subordinates sent him to the bank 
with some money [I would not 
intervene, I would take the risk.” 

As an afterthought he said, 
“Though if anything should go 
wrong I have no idea what my 
thoughts would be but I feel sure 
that I would stand by him where 
possible.” 


Don't overdo the 
fricndliness 

In summarizing he said, “ This is 
a big problem and I feel that many 
other employers could be of help; 
if they do make this decision it 
should not be just a case of ‘give it 
a try. Make it absolutely clear to 
the man that it is up to him entirely, 
treat him normally, don’t overdo 
the friendliness and don’t appear 
cagey. He will have to be content 
with the low salary although I 
recognize that this is not fair to 
him, but at least he is getting a 
chance to. re-establish himself. 
Asked whether he would do this 
again, he said, “ Yes, I would do 
it again and I am not being a 
Samaritan. Lam sure that this sort 
of man—a sound man who has 
slipped—should now be given at 
least an opportunity to get back 
to life, he has had his lesson—a 
terribly hard one. It is not wasted.” 
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Some Welcome to 


F the boys are moderately 
intelligent, send them to 
University. If they are very 
intelligent send them into business.” 
Thus spoke an elderly manu 
facturer at the turn of the century. 
Following in father’s footsteps 
has something to be said for it, 
of course, if, after seven years’ hard, 
you get to be put in charge of a 
chain of depots breaking up 
London’s surplus trolley bus poles. 
But that’s rare. Far more com 
monly heard are the calamitous 
results of trying to appease parents. 
“ Six months I prefer to forget” 
was the verdict of one dutiful lad. 
Today parents’ views on employ- 
ment may be too superannuation- 
directed (and don't let’s forget, they 
are probably at an age when pen- 
sions loom large in the mind), a 
boy's idea of his potential is hazy 


“I've no special qualifications and 
I'm just a blur ” said one back from 
national service in Cyprus. “ The 
business world is a blur too, so 
perhaps I can fit into that.” 

A city firm “full of terribly 
smooth young men dashing all over 
the place” welcomed him charm- 
ingly ; told him to use the directors’ 
washroom; then left him for 
months sticking contracts in files, 
calculating freight and doing up 
the post. Alas for hopes of intel- 
lectual challenge and merchant 
adventure ! But not for too long, 
luckily. He’s been sent off to 
prove himself in a land where the 
products are primary 


Invoice hurdle for 
the athletes 

“I've yet to meet the young man 
with a burning desire to go into 


A City firm welcomed him charmingly, told him to 
use the directors’ washroom, then left him for 


months doing up the post” 


business ” remarked a woman who 
has spent the last 10 years trying 
to accommodate public school 
leavers. “ Abroad’s an attraction. 
But 50 per cent want outdoor jobs. 
One per cent get them,” she added. 

Hardly surprising. While athletes 
of distinction are welcomed on the 
sales sides of some organizations 
(“ people like to meet them, you 
know”), the competitive joys of 
javelin-throwing and hurdling are 
a doubtful preparation for streak- 
ing through a pile of invoices. 
Strangely enough, rugger matches 
played in pouring rain, and moun 
tain survival courses do not pro- 
duce nostalgia for the Great 
Indoors—although they may make 
for an easier début in the cold 
storage department of a frozen 
foods firm. 


As for arts graduates who have 
gone into industry and are now 
managers, a recent survey by 
Political and Economic Planning 
shows that although no one goes so 
far as to regret his choice, half 
were not keen about it at the time 

The model arts graduate is 
neither a bold entrepreneur at 
heart, nor a beaver for routine. And 
let’s face it, though all concerned 
conspire to keep the eyes averted, 
the start of life in business is 
fraught with dull repetitive chores. 
It helps to stiffen the sinews if 
you've been warned to expect them 
and if spells of boredom are com- 
pensated by a close and lively 
interest being taken in you by your 
boss. If, for instance, you've just 
got out of the impersonal set-up of 
international oil, reconditioning 
mailbags in your girl friend's 
father’s sack factory can be balm 
to the soul. Father figures may be 





the Business Jungle! 


less revered at home, but they still 
have a role to play at work. 

Those projections of the public 
relations department, the bland 
capable faces of the success boys 
gazing intently out from brochures 
and staff magazines are regarded as 
a waste of time by young men in 
search of a job. Do you really 
need to know about Mr. X’s 
Chaucerian sense of humour be- 
fore taking the plunge into soap? 
Or to “ Meet Mr. Y in calculating 
machines?” (In less than 10 years 
he’s become manager of all pro- 
vincial branches.) 

Personal ‘brand image’ publicity 
of this sort meets with a blend 
of cynicism, envy and self-defence. 
“ Just because Joe Bloggs gets on in 
So and So’s that doesn’t mean that 
I will.” The heart sinks as one 
leafs through some careers litera- 
ture (“a corner in our laboratories” 
like house agents’ blurbs. 

According to a University 
appointments officer, such material 
should be strictly factual and 
“should describe achievements 
rather than pride in achievements.” 
“In the commonwealth of indus 
tries that is Omnisides the clock 
never strikes midnight.” Hm! 

Important, too, is accurate job 
specification, especially if the con- 
cern is one of vast ramifications. 
Two graduates of 12 months’ 
standing in air transportation were 
emphatic about the need for a re- 
appraisal of their own positions in 
the light of what they had been 
able to discover about them after 
the first few weeks. They felt they 
had been given an idealized picture 
of what to expect. Not, they added 
hastily, that the management had 
been so dishonest as consciously to 
misinform them. But the manage- 


etc.), 
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‘Nosing around’, as she puts it, among the 


management training schemes of some of our biggest 


companies, Susan Hicklin found much to admire 


and more to smile at. 


She talked to trainees and 


executives at Horlicks, Boots, Scottish Television, 


Shell, Marks and Spencer, Monsanto, Plessey, Esso, 


Richard Costain, British-American Tobacco and 


Charringtons. 


mistakes 


ment was not a unity. Personnel 
department might say one thing 
Other people who were dealing 
with you in the day-to-day situation 
might have different ideas. 


Ten out of 300 get 
the plums 


Of the firms listed in that admir- 
able guide DOG (Directory of 
Opportunity for Graduates), nearly 
400 firms show an interest, in non- 
science graduates as future mana- 
gers. And if any one gets the 
impression from this that a whole 
lot of handsome jobs are going 
begging, they would be wrong. 
Between Christmas and Easter 


And all are learning fast from their 


those 
fathers, 
officers 


twentieth - century foster 
the company personnel 
crusade round Britain’s 
universities on a strenuous and 
highly choosey cradlesnatch. To 
fill 10 vacancies our personnel man 
may find himself interviewing as 
many as 200 graduates and short- 
listing 30. Then the rough stuff 
starts. Three other firms at least 
will be after his final selection and 
he'll be lucky if he gets 7 out of 
his 10 ewe lambs. 

What sort of an ideal has our 
personnel officer in mind? Cer 
tainly he has little to do with the 
drawings of narcissistic fellows 
playing at self portraiture (“ picture 
yourself in nine years’ time”), dis 
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guised as pawns (“ what's my next 
move?"), be-dressing-gowned and 
languishing on sofas (“contem- 
plating a career"), which from time 
to time appear in the jollier recruit- 
ment publicity. No. The chap he 


IS YOUR FIRM 
GUILTY ? 


While athletes of distinction are 
welcomed on the sales sides of some 
organizations, javelin throwing and 
hurdling are a doubtful prepar- 
ation for streaking through a pile of 
invoices. 


Job descriptions are all too often 
inaccurate. An idealized picture 
may be drawn. That may be the 
managing director’s picture—but 
not perhaps that of the executive 
responsible for training. 


The Directory of Opportunity for 
Graduates shows that nearly 400 
firms seek non-science graduates as 
future managers. But out of 300 
to be interviewed only 10 will get 
the plums. 


Queen’s Scouts and long distance 
hitch-hikers are in. But, ironically, 
the earnest seeker after knowledge 
may be a non-starter. 


The trainee’s boss is all-important. 
Those who take the time to coach, to 
throw out challenges, are ideal. : But 
uncouth manners, mild essays in 
sharp practice, and casuainess let 
management down with a bump. 


The chance to do a real job first, with 
detailed study only “ when | know 
more what to look for” is the aver- 
age trainee’s heart-cry. 


Management is, like war,* routine 
punctuated by short bursts of peril. 
Trainees must be shown that train- 
ing schemes are no short-cut to 
power and status. 


and his brother officers are all after 
is the man “ of enthusiasm, drive 
and personality able to win the 
respect of contacts.” 

And aspirants to the respect of 


contacts will eschew eccentricities, 


sartorial or otherwise. A British 
Warm will pass. But not a duffle 
coat. And anyone turning up in 
a deerstalker, no matter how neatly 
tied, is liable to get himself put 
down as a high medical risk from 
a psychological point of view. 

Travel and an active use of 
leisure is what impresses personnel 
officers. Queen's Scouts are in. 
The miner’s lad who’s cycled round 
the British Isles or walked from 
Alexandria to Marrakesh scores 
higher marks than the ambassador's 
son who's lived in every capital in 
Europe but who's never been to 
Birmingham. Sinking your college 
barge (an escapade in doubtful 
taste) gives you an edge on the 
earnest seeker after knowledge 
who’s spent his time going to and 
from his lectures on a trolley bus. 
The candidate least likely to 
succeed is the one who says he 
wants a job in personnel “ because 
I like people.” 


The personnel man 
turns the scale 


One should not overlook the 
need for a personnel officer’s own 
acceptability rating to be high. A 
sought-after man will slip through 
the fingers of the insensitive hand- 
ler. But the presence of a happily 
settled member from last year's 
catch is a powerful aid to recruit 
ment. He is the obvious person to 
show newcomers round when 
operations shift to the firm’s home 
territory. 

There is more than a hint that 
the complicated selection proce- 
dures fashionable just after the 
war—the 1.Q. and adaptability 
tests—are losing favour, and that 
the plain businessman is recover- 
ing confidence in his own intuitive 
judgment of applicants, Group 
interviews where the successful 
candidate must strike a nice 


balance between one-upmanship 
and yielding ground are still weil 
thought of. 

But it’s a moot point whether the 
rejects feel they've had a square 
deal (as advocates of the method 
contend) or whether they've found 
the experience humiliating. No one 
in this country cares much for per- 
sonality testing where a candidate 
is liable to be slung out for suspec- 
ted homicidal tendencies. One 
personnel officer has spoken against 
the week-end house party, the 
wining and dining of applicants, 
and ‘swanning’ round the works 
on tours personally conducted by 
directors. This gives a man ideas 
about his star quality. 


The boss must 
be exemplary 


More important for the new- 
comer’s self-respect is belief in his 
star quality. But since 
esteem is the better for being 
mutual, the wise personnel officer 
in a large organization so arranges 
matters that the departmental 
manager feels he has a stake in the 
selection. Gathering to one’s 
bosom the fellow foisted on one 
from headquarters is not something 
everbody can do gracefully. 

Choosing your boss, on the other 
hand, can be a heady experience, 
says a Boots’ executive, a buyer. 
“As soon as I stepped into the 
room I knew ‘ This is the kind of 
person I want to work with! He’s 
so vital’.” Bosses who take time 
out to coach you; who are con- 
stantly throwing out ideas for you 
to chew over and who are in daily 
contact with you, are the kind to 
have. Those who only see you 
once a week are akin to parents 
who are never at home. Uncouth 
manners, mild essays in sharp 
practice and casualness among 
seniors are seen with unforgiving 
eyes. They let the boss image 
down. 

Those whose function it is to 
settle new members into their 
industrial families seem to fall into 


boss's 


Continued on page 149 
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Henman Spreads 
the Load 


Transport Development, already the most powerful 


privately owned road haulage concern in the country 


prepares for another phase of expansion. 


Meanwhile, chairman Philip Henman demonstrates 


the difficult art of delegating responsibility over a wide 


front while remaining undoubted master of his 


company’s destiny 


HIS is the age of the quietly 

self-effacing tycoon No 
longer do men who have 
commercial empire 
through ability and hard 
work say, with fierce pride, “I 
built this business with my own 
hands.” Today these men dismiss 
their achievements with a few dif- 
fident remarks about teamwork 
and “just being the chairman of 
a committee.” 

A man in the contemporary 
fashion is Philip Henman, chairman 
of the Transport Development 
Group, the largest road haulage 
organization in the country after 


out a 
sheer 


carved 
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by Tony Burgess 


BRS. Under his leadership, Trans 
port Development has grown from 
a private lighterage company 
operating a handful of barges in 
the Port of London to a large pub- 
lic concern controlling a nation- 
wide complex of over 40 trading 
subsidiaries. Between them, these 
companies operate 1,000 road 
haulage vehicles, and in addition 
there is the lighterage side of the 
business which now operates 350 
tugs and barges, and the warehous- 
ing side which controls 100 ware- 
houses, 19 cold stores, and 39 
wharves. 


The recent unopposed bid for 


Beck and Pollitzer, itself a major 
name in warehousing and road 
haulage, sets the seal on Transport 
Development as_ Britain’s most 
powerful privately owned operator 
in the field. 

Henman’s entry into the lighter- 
age business was fortuitous. Origi- 
nally destined to be a _ Lloyd's 
broker, he began his business 
career during the First World War. 
After a period of military service 
he returned to find that his old 
job was no longer available. A 
position with an _  import-export 
merchant followed, but he was 
sacked during the post-war slump. 
Another job in a merchant's office 
produced a contact through whom 
he was offered the managership of 
the General Lighterage Company 
in 1922. A place on the board 
followed in 1929, and this was the 
beginning of 
Development Group. 


real Transport 

The business was growing, and 
after a reorganization of the 
capital, Mr. Henman was in 
virtual control. Initial expansion 
was confined to the lighterage 
business. Not until 1933 was the 
next step in the development of a 
complete factory-to-ship service 
taken. This was the acquisition of 
a wharf and small warehouse at 
Brentford. A second wharfage 
concern was soon added. 

In 1936 was added the final rib 
of what is still today the basic func- 
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‘* Give men responsibility and they grow in stature ~ 


tional structure of the group. In 
that year a road haulage firm 


taken the 


was 


into 


organization, and 


complementary services such as 


packing and 


clearance 
the 


customs 


were made available at 


Same 


time Thus it was now possible 


for the group to quote an over-all 


rate for transport of goods from 


factory to ship, or vice versa. 


Fundamentally the business of 
the group has changed little in the 
subsequent 25 years of 


the 


its history, 


although range of services 


offered has become more elaborate, 


and the scale of operations has 


been vastly increased 


After functional expansion came 
geographical expansion. The acti 
vities of 


had 


Transport Development 


been confined to the London 
area until 1943, when the acquisi 
tion of a haulage concern in Bir 
mingham extended 
the Midlands 

But the most significant date in 
the chronicles of the group was 
1950—the year in which the com 
pany went public 
capital 


exploit 


operations to 


By this decision 
resources sufficient to 
group’s full potential 
tapped In the I1 years 
since, capital employed in the busi 


ness has grown from £600,000 to 


the 
were 


over £6 millions. This was before 
the Beck and Pollitzer but 
this acquisition alone will increase 
the group’s size by a further 50-60 
per cent. 


deal, 


It has been in the period since 
1950 that most of the spectacular 
geographical expansion has taken 
place. A countryside network of 
local and long distance road trans 
port has emerged, and the group 
operates through one or more of 
the 


its subsidiaries in all major 


ports of the country. In the annual 
accounts, group income is now ana 
lysed according 


under five 


to geographical 


origin regional heads 
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London and environs, North-west 
and Midlands, North-east, South- 
west and Wales, Scotland. All 
regions are making healthy contri- 
butions to the grand total. 

Mr. Henman the 
present and immediate future policy 
of the group as one of inbuilding 
He the existing system 
merely as a framework on which 
to build. There are still many gaps, 
both functional and geographical, 
which need to be filled before his 
conception of a completely com 
prehensive road and port service 


describes 


regards 


is achieved. 


Intensive specialization 


Diversification for its own sake 
is avoided, and efforts are concen- 
trated on the extension of the 
group’s existing interests. The for- 
tunes of the group rest very solidly 
on the fact that they do what they 
know, and try to do it better than 
anybody else. 

An example of the inbuilding of 
which Henman speaks the 
group’s large-scale entry into the 
cold storage business last year. 
Four major plants were acquired, 
at Liverpool, Sheffield, London and 
Chatham. Previously, cold storage 
was only incidental to the normal 
warehousing activities of the group, 
but it is now to be offered as a 
separate major service. Although 
cold storage as a whole had a bad 
year in 1960, in this field, as in all 
others, the group takes the long 
view. 

Further 


was 


examples of 


QUOTE 


intensive 


development within a_ specialized 
field of operation are the group’s 
contract hire service which provide 
customers with fleets of commer- 
cial vehicles entirely under their 
own control, and the door-to-door 
trailer service between this country 
and Western Europe. 

Expansion abroad is under active 
consideration, but no definite plans 
yet. To Mr. Henman’s 
way of thinking, a country would 
have to possess two essential quali 
ties to make it ripe for the kind 
of service which his company has 
to offer. These qualities are a pro- 
gressive outlook, and basic politi- 
cal stability. Australia was men- 
tioned as an example. 

Another possible future develop- 
ment of the group would be an 
entry into air freight. But again 
this is no more than a serious con- 
sideration. For certain classes ef 
goods, air transport seems to Mr. 
Henman to be the answer to the 
problem of our strike-bedevilled 
ports. 

The major stumbling block to all 
lines of expansion within the group 
is not now lack of capital—a first- 
class profit record since going pub- 
lic has seen to that—but rather the 
difficulty of finding trained execu- 
tive personnel for the group’s many 
and varied activities. 

Transport 


exist as 


Development has 
grown to its present size mainly 
by the process of acquiring control 
over existing companies. It is cer- 
tain that future expansion will also 
be achieved by similar means. 

But Philip Henman is no take- 
over tycoon in the popular sense 


“The fortunes of the group result from the 


F ct that we do what we know and 


try to do it better than anybody else. 


Diversification for its own szke is avoided” 
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of the word. There have been no 
battles in the group’s history of 
growth—either with the protesting 
shareholders and directors of a 
* victim’ company, or with a rival 
organization for the control of a 
third party. Take-overs there have 
been, but all have gone through 
with the consent and co-operation 
of the new entrant to the group. 

The group’s attitude to expan- 
sion by take-over is summed up 
in a recent public statement by its 
chairman: “We are glad to be 
approached by the boards of com- 
panies which might usefully fit into 
the group structure and to discuss 
with them suitable terms to offer 
their shareholders.” 


Identity retained 


A company joining Transport 
Development Group does not 
become merely an anonymous trad- 
ing unit in a centralized organiza- 
tion, however. Individual identity 
is maintained on the sound prin- 
ciple that if the concern was healthy 
enough in the first place to merit 
acquisition by the group, it will 
automatically possess a stock of 
local good will. This can only be 
retained if the concern continues to 
trade under its old name, and with 
the same personnel. It is a basic 
tenet of the group organization that 
individual subsidiaries are managed 
by their own chief executives— 
usually the men who ran the busi- 
ness before the take-over. 

The parent company of the group 
is more than a holding concern, 
but nevertheless only a minimum 
of control is exercised from the 
centre. A happy compromise is 
achieved between the benefits of 
local men dealing with local prob- 
lems, and those of large company 
finance. All capital expenditure 
requires headquarters’ approval, or, 
put the other way round, a subsi- 
diary knows that it may call on 
the capital resources of the whole 
group if it has a project which 
justifies it. 

The accounting system is also 

continued on page 153 
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No Writing 1f This 
Accounts 
| System 


' 


N any 
processed 


system where data are 
mechanically or 
the problem 
arises of converting from characters 
that man can understand (printing, 
writing) to characters that machines 
can process (punched holes, pulses 
on tape, and so on) 

Many data processing systems call 
for the use of trained operators to 
translate data into machine-sensible 
form for feeding into the system. 


electronically, 
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Examples are the key-punch oper- 
ators used in conventional punched- 
card accounting systems, and the 
paper-tape punch operators who 
prepare a programme tape for a 
computer. 

It is easy to see that substantial 
economies in time and labour accrue 
if data intended for mechanical 
processing is translated into machine- 
sensible form at the point of origin. 
And it is even better if this can be 


done without using additional or 
specially-trained staff. Among the 
reasons for the economies is the fact 
that data in machine-sensible form 
can be transmitted readily by cable 
or even by radio. 

Recognizing these generalizations, 
the May Fair Hotel, London, has 
recently installed equipment, devel- 
oped by the Special Projects Depart- 
ment of International Computers 
and Tabulators which enables the 
hotel staff in restaurants and other 
appropriate departments to transmit 
details of charges incurred by 
resident guests to a central account- 
ing point. 

At the central point, additional 
information is automatically added 
to the transmitted information by the 
equipment, and a 40-column punched 
card is automatically produced for 
each charge incurred. To make up 
a guest’s bill, the cards produced by 
the equipment are mechanically 
sorted by reference to the guest’s 
room number and printed-out on a 
punched-card tabulator, so that a 
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by John B. Rudkin F.C.A. 


Clerical work by non-clerical staff is often slow 
and unsatisfactory. But this system gets accurate, 
up-to-the minute accounting 


detailed and completely up-to-date 
bill can be presented to a departing 
guest. 

By sorting the cards produced by 
reference to any element of the data 
they contain other than the room 
number, further useful statistics can 
be produced. For example, sorting 
the cards by reference to the location 
from which they were transmitted, 
would enable the gross revenue of the 
departments to be tabulated, whilst 
sorting the cards by reference to the 
date would enable analysis to be 
made of the trends in each depart- 
ment, and so on. 

It is immediately obvious that 
there are many points in industry at 
which the same or similar equipment 
would be valuable. 

In some aspects hotel accounting 
is unique, for there are few if any 
other industries in which the 
customer can incur charges upon his 
account at any time of day or night, 
yet may leave at a moment’s notice 
and must be presented with a com- 
plete up-to-the-minute account. 
Clearly this equipment solves the 
difficulty, for a punched card with 
full details exists at the central 
accounting point within seconds of a 
charge being incurred, and sorting 
the outstanding cards will produce a 
set of cards for tabulation and hence 
a bill for the departing guest within 
a few minutes. 

It is probably true that no other 
industry has similar requirements in 
customer-billing, but the desirable 
features of many other data pro- 
cessing problems have remarkable 
similarities. 

For example, take the case of 
production or stores control on the 
workshop floor. An essential fea- 
ture of any production control 
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system is to have up-to-date infor- 
mation as to the results achieved so 
far, for comparison with budgeted 
or planned performance in all its 
aspects — financial, productivity, 
stores consumption, profitability, 
delivery commitments, costing, 
machine and labour utilization, and 
so on. 

A simple means whereby depart- 
mental or process foremen or piece- 
work viewers, or other personnel as 
appropriate to the circumstances, can 
readily transmit details of, say, the 
time at which a batch or unit*is 
satisfactorily completed together with 
its identification number (such infor- 
mation being instantaneously trans- 
lated to punched card form with 
additional information) would be 
invaluable. 

Cards produced by an installation 
like this could be used daily or at 
regular intervals to tabulate informa- 
tion, for example, the work-in- 
progress by departments, or to 
establish the point which any partic- 
ular batch or unit of manufacture 
had reached. 

Equally, the cards could be used 
for the continual maintenance of 
stock records of products in all 
stages of manufacture. Where stan- 
dard costing is employed, much of 
the necessary information can be 
obtained from the cards. Where 
departmental bonus systems are in 
operation, the same cards would give 
all the information required for 
automatic calculation of the bonuses 
due, and in some cases even individ- 
ual piece-work calculations might be 
possible—the only limiting factor 
here being the number of digits 
which can be transmitted for punch- 
ing into any one card at the central 
accounting point. 


All these ideas are generalizations 
and the extent to which the equip- 
ment can be applied industrially 
must depend upon individual cir- 
cumstances. However, the sugges- 
tions are intended to demonstrate the 
essential features of the equipment 
now installed in the May Fair Hotel 

namely the transmission of data 
at the time and point of origin, 
without the use of specially-trained 
operators, to a central accounting 
point, at which additional informa- 
tion is added and the whole is 
instantaneously punched into a card 
for subsequent processing. 

International Computers and 
Tabulators have supplied the May 
Fair Hotel’s restaurants and various 
other departments with *‘ keysets,” 
connected by cable to a universal 
automatic key punch in the central 
accounting room. The keysets 
enable the hotel staff to transmit the 
Left: Dine by candlelight, pay 
by push-button, in the 
Beachcomber, the hotel's 
Polynesian restaurant. Below: 
A card punched centrally by a 
waiter in the restaurant is — 
checked 





appropriate information. As they 
may be in view of the hotel’s guests 
the keysets have been supplied in 
fibreglass cases coloured to tone with 
the decor of each restaurant or other 
department. 

Each keyset has 12 buttons, num- 
bered 0-11, a ‘ punch’ button and a 
‘re-set’ button. To use the keyset, 
a staff member depresses the num- 
bered buttons representing a guest’s 
room number, followed by the 
buttons representing the amount of 
the charge incurred (hence buttons 
for ‘10° and * 11,’\to accommodate 
pence). At this stage, the informa- 
tion put into the keyset by the user 
is merely stored in the keyset, 
nothing having been transmitted to 
the punch in the accounting room. 
The information put into the keyset 
is displayed in illuminated figures on 
a panel above and behind the key- 
board. 

By looking at the illuminated 
figures, the information entered can 


be checked. If a mistake has been 
made, depressing the * re-set ° button 
will clear the information out of the 
keyset information store and oper- 
ation can begin again. Once the 
information has been _ correctly 
entered, depressing the ‘ punch’ 
button causes the information to be 
transmitted by cable to the U.A.K.P. 
at the central accounting point. The 
U.A.K.P. then punches one complete 
40-column card, containing not only 
the room number and charge trans- 
mitted from the keyset but also 
containing the date, the reference 
number of the keyset used and its 
location. 

Forty-column cards are used to 
correspond with an existing punched- 
card installation in the May Fair 
Hotel, but the makers can supply 
remote-controlled punches to pro- 
duce 21.column or 80-column (round 
or slotted hole) cards with equal 
facility. 

Theoretically, there is no limit to 





FOR YOUR 


FILM SHOW 


Handling Loose Materials With their 
vast experience in handling soap and 
detergents in powder form, Unilever are 
a ‘ natural * producer of a film like this. 
It is in two parts; the first, running for 
10 min., deals with mechanical tech- 
niques; the second, lasting 27 min., 
deals with pneumatic techniques. Using 
live action, slow motion, and models, 
the film was originally intended for 
internal training. Now it is available 
to other firms through the Unilever 
Film Library. 


Taking Stock (colour) Shows the con- 
tribution made by John Laing to the 
housing drive, Coventry Cathedral and 
55 miles of MI in this country, and 
constructional projects in many others. 
Length 31 min. Free from Public 
Relations Department, 4 Regent Street, 
London, S.W.1. 


Well I'm Blowed Shows the advantages 
of using glass containers and takes the 
audience through various stages of 
manufacture. Visits are also made to 


the department of glass technology at 
Sheffield University and the Glass 
Industry Research Association. From 
the Glass Manufacturers’ Federation, 
19 Portland Place, London, W.1. 


New Minds for a New World 
Christopher Chataway talks to eminent 
scientists and personnel managers to 
show the opportunities which are 
existing in industry for young people. 
Length: +35 min. From LC.I. Film 
Library, Imperial Chemical House, 
Millbank, London, S.W.1. 


Le Capitaine H (colour) A few hours 
in the journey of a British Petroleum 
barge from Le Havre to Paris, telescoped 
by the film camera into 20 min. From 
Public Relations Department, Shell- 
Mex House, Strand, London, W.C.2. 


What is Electronic Data Processing? and 
How a Computer Works These film- 
strips are available from the Institute of 
Office Management, 56 Victoria Street, 
London, S.W.1 





the number of keysets which can be 
connected to one central punch. If 
a number of keysets attempt to 
transmit information simultaneously, 
then the central punch will accept 
information from each in a pre- 
determined sequence. The maxi- 
mum rate of punching is one card 
every six seconds, so that in practice 
a limit may be placed upon the num- 
ber of keysets to be used with one 
punch, by the rate at which demands 
upon them are likely to be made 
during peak periods. This probably 
means that hotel installations, which 
obviously are liable to have major 
peaks in the usage of keysets (for 
example towards the end of lunch 
periods) may be more limited in 
the number of keysets which can be 
used with one central punch than 
industrial installations where the 
demands would probably be more 
evenly distributed throughout the 
working day. 

The * punch” button on each key- 
set is translucent, and normally a 
green light shows underneath it to 
indicate that the device is ready for 
use. After the button has been 
pressed, while the keyset is trans- 
mitting information to the central 
punch or waiting its turn to transmit 
(in accordance with the pre-deter- 
mined sequence) a red light shows 
underneath the button, indicating 
that the keyset is locked in use and 
preventing further attempts to use 
it until transmission is complete. 

International Computer and 
Tabulators are developing for the 
May Fair a complementary device 
(not confined to hotel use) which will 
automatically record on a punched 
card full details of direct-dialled 
telephone calls, calculating and 
adding a surcharge to the basic call 
charge. The device can share the 
same central punch as the remote- 
control system already described 
With the growth of telephone trunk- 
dialling systems, this new device will 
be of increasing application. 

The May Fair Hotel installation 
has attracted a great deal of interest 
among hoteliers on the continent of 
Europe as well as in Great Britain, 
but the possible industrial applica- 
tions have yet to be exploited. 
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House Journal 
That Pays 


Every prestige activity costs Rater hat con 


asked: “ Of what concrete 
value is the industrial pres- 
mone but a loss ma azine tige journal? Can it be said materi- 
y, 9 y g * ally to improve the commercial well- 
being of its sponsor company or is 
: . > it simply a publicity luxury for those 
of the right kind can also bring with money to spare?” 
Like many people who have heard 
- : the great men of industry and com- 
in business. Here are some merce discussing the virtues of public 
relations, I used to think that they 
. were referring solely to the frequency 
clues to the effectiveness of one Se ee oe noe 
the Press. 
Thinking that perhaps my own 
by Roy Reemer comparatively modest photographic 
processing business might benefit 
from similar treatment, I went in 
search of a public relations expert. 
Our meeting was one of the most 
deflating experiences of my life. 
Within the space of one hour any 
faint delusions that I might have 
possessed concerning the consistent 





WHAT 


PRESTIGE 


cos Ts 


Size: 28 pages, including covers, which are Royal Art Board, varnished, 


and in two colours on one side. 


Interior 24 pages are imitation art 


paper, 12 printed in two colours. 


Costs: 


printing £306; block making, drawings, tints and general 


production £100: editorial costs £300; postage, including envelopes, 
addressing, etc., £115. Total £821, less income from six pages of 
advertising £160 = £66! per issue. 


Circulation: 


direct mailed to 5,000 


industrial, commercial and 


advertising photographers and to advertising managers and agents 


having use for photographic services. 


List compiled from existing 


customers, enquiries, past advertising and from personal knowledge 


and investigation. 


is reviewed before every publication. 


This list is governed by a card index file which 


Changes of personnel in 


industrial photo units, changes of address, etc., are noted auto- 
matically and the degree of response from each addressee is coded. 
Thus every three months the list is pared and new contacts replace 


those discarded. 


Advertising: restricted to photographic houses of top quality. 


newsworthiness of my company or 
my own personality had been utterly 
dissipated. I began to feel that 
nothing I could say or that my com- 
pany could do could possibly be of 
the remotest interest to anyone other 
than myself and my immediate circle 
of friends and business acquaint- 
ances. 

Then, ,ust as I was about to 
calculate the size of the fee I would 
be charged for being told how dull 
was my life, my tormentor asked: 
“Have you ever considered pro- 
ducing a house magazine, a prestige 
journal that could be sent to your 
current and potential customers and 
to people whose interest and good 
will is important to your company ? ” 

The idea seemed sound and, 
armed with outline costings and a 
few indications as to shape and 
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content of such a journal, I went 
away to consider the possibilities and 
to obtain a second opinion. 

That was 18 months ago and the 
sixth issue of our quarterly house 
magazine, Photographic Review, has 
just been published. 
28 pages, six of which are given over 
to advertising and its editorial 
content is 
feature material of interest to pro- 
fessional photographers and to those 
others, such as advertising agents, 
whose work has to do with the 
graphic arts. Our circulation is 
rather more than 5,000 and the time 
is not far distant when we shall have 
to increase it and also to consider 
stepping up production to make the 
magazine a bi-monthly. 

We studiously avoid * hard-sell ’ 
advertising of our own company and 


It consists of 


composed entirely of 


concentrate the whole of our efforts 
upon producing an _ interesting, 
visually attractive journal that will 
be sought after and read. Revenue 
from advertising is ploughed back 
into improved production and the 
greater use of colour. A_ prepaid 
reply card is inserted in each copy in 
order to facilitate advertising res- 
ponses and to confirm and widen our 
own circulation list. 

By this means we have been able 
to ensure to a large extent that our 
seed falls only on fertile ground and, 
by the volume of advertising res- 
ponses, we have been able to gauge 
the degree of penetration achieved 
by successive issues of the Review. 
In fact the number of replies received 
by our advertisers has been remark- 
ably high, indicating not only that 
the magazine is being well read but 
that it is being read by the right kind 
of people. 

These factors are, of course, the 
basic mechanics of publishing and, 
in the context of the prestige house 
magazine, are almost incidental to 
the main issue which is to promote 
and maintain interest in the organ- 
ization on whose behalf the journal 
is printed. To what extent has this 
obiective been achieved ? 

First, it is a fact that in the 12 
months since the publication of our 
first issue, the company’s turnover 
has increased by some 25 per cent. 
Just how much of this growth is due 
directly to the form of public rela- 
tions we have adopted, it is im- 
possible to say and it would be 
foolish to speculate. 


Better than ‘hard sell’ 


But I am convinced that our 
present figures would not have been 
achieved in the absence of the house 
magazine and I am equally sure that 
they would not have been achieved 
by any other form of advertising or 
public relations operation that could 
have been mounted at similar cost. 
Equally, if we were to cease publica- 
tion today it is extremely doubtful 
whether our current business trend 
could be maintained for more than 
another 12 months. 

Secondly, the rigidly high stand- 
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ards of quality in half-tone and text 
printing that we have maintained in 
successive issues, has conveyed an 
impression of the type of work to be 
expected from us far more con- 
vincingly than * hard-sell ’ copy could 
have done. This message has been 
imparted to many hundreds of 
people whose good will and respect 
is of inestimable value to us. This 
fact is brought home to us repeatedly, 
as we learn of total strangers who are 
familiar with our work. 

Thirdly, outside opinion has pene- 
trated the walls of our works and 
infected the staff. Their loyalty has 
always been beyond question and is, 
indeed, one of the major factors in 
our development over the last eight 
years. But the breath of public 
opinion has served to endorse their 


pride in their own achievement. This, 
again, is a form of capital that cannot 
be bought with plain pound notes. 
Having stated the case thus 
enthusiastically, I feel it is necessary 
to impose certain qualifications; for 
every business situation differs in 
some degree and those factors which 
have contributed to the success of 
our house journal may not be so 
markedly present in another field. 
First, a photographic 
process house serving only the pro- 
fessional photographer and the num- 
ber of trade and technical periodicals 
available to this class of professional 
is unusually small. This means that 
a house journal that is readable and 
possesses eye appeal is likely to be 
read with greater eagerness than one 
circulating in a field that is already 
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well populated with attractive liter- 
ature. It also means that our 
company’s advertising media list is 
smaller than if we were in, say, 
engineering or chemicals. 

Second, our potential customers 
are well defined, so that we are not 
faced with any great distribution 
problem in order to cover fully our 
sphere of influence. 

Finally, in the terminology of big 
business we are a company of 
modest size, whose turnover can be 
measured in the compass of five 
figures, so that spectacular percen- 
tage increases are more easily attain- 
able than they are in undertakings 
of greater size. Nonetheless, when- 
ever the question of house magazine 
is debated we are bound to report, 
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1 the Pictures see page twenty two 


WELL PRODUCED, carefully circulated—but is it read? 
To find out, a prepaid reply card is inserted in each 
issue for readers to seek more informa‘ion about 


Thus circulation can be restricted to 
‘live’ readers 


advertised services. 
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A special report on the Hanover 


the Continent’s biggest shop window 


for office equipment 


Last month 500 office equipment 
exhibitors ‘set up shop’ in 
Hanover and, to liberal helpings 
of Strauss and _frankfurters, 
Germany launched its 14th 
industrial trade fair Dwarfing 
London’s Olympia and the billow 
ing concrete marquée of Paris, the 
‘ Buroindustrie’ hall office 
equipment manufacturers plenty of 
scope in which to show their paces. 

But in spite of the large number 
and wide range of exhibits, there 
was little to be seen which could be 
considered revolutionary. On the 
other hand, there many 
modifications of existing models. 

Business machines seemed parti 
cularly prone to this, especially as 
regards casings and colour ranges. 
The trend here is obviously towards 
more angular and cleaner lines. 
Machines which previously boasted 
contours 


gave 


were 


have now 
emerged with razor edges. When I 
German copying 
about this 
change in design he reverently con- 
fided that “the Americans prefer 
it.” The Torpedo Dynacord, Tor 
pedo Electric, and Triumph Electric 
20, are typewriters which have had 
this kind of will be 
two the 
British public will have the oppor- 


curvaceous 


questioned a 
machine manufacturer 


face-lift It 


another months before 


tunity to appraise them. 
The Olympia stand also showed 
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traces of this new design approach 
and appeared to make great use of 
two-tone arrangements with the 
base colour remaining constant 
while the top part of the casing is 
offered in a range of colours. Other 
typewriter manufacturers had little 
to offer that could be considered 
entirely new. 

As at the Paris exhibition last 
year there seemed to be a glut of 
small spirit duplicators and photo- 
copiers. A comprehensive range of 
this equipment was shown by 
Duplomat Apparate KG, some of 
which is designed for the British 
market within the next two or three 
months. One small photocopier 
which will soon be available in this 
country is the Lumoprint model 
LCA. This smart unit is the auto- 
matic version of an existing model. 





by Charles MacDonald 





Although a number of stands dis- 
played equipment for printing on a 
larger scale there was nothing very 
outstanding. Dominant in this field 
was Ozalid with its metallic blue 
machines giving birth to great piles 
of paperwork. Also making an 
obvious hit was the Rank XeroX 
equipment in its 
new compact form. 

There was very little emphasis on 


master-making 


the edge 


micro-film techniques at the exhi- 
bition, yet what there was, shown 
by Photo Copie GMBH and Duko- 
phot, appeared to be of the usual 
high standards set by German 
photographic engineering. 


Many of the office furniture exhi- 
bitors emphasized the need for 
integrating filing systems with 
quality executive furniture. On one 
stand even the cocktail cabinet had 
a complete composite filing unit 
hidden behind its sophisticated 
veneer—possibly for recipes. Like 
the smaller business machines the 
furniture on display had a distinctly 
‘square’ look about it and was 
built quite low. Furniture by 
Thornet, Lubke and Hados sub- 
scribed to this attractive trend 
Lubke provided a chair which 
should appeal to ‘top-heavy’ 
firms—an executive chair which 
can be stacked in groups of 12 

Last year the French furniture 
designers concentrated on plastics 
and metals. But the German manu- 
facturers have combined wood, 
cloth materials and tubular steel for 
their products. The result is not 
quite so ‘contemporary’ as that 
achieved by the French, yet it has 
a warmer and more inviting effect. 

The Velow-Interorg Group from 
Holland offered a comprehensive 
range of furniture and filing equip- 
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ment yet their main object, as office 
planners, was to display a number 
of space-saving techniques. 

Although there were no com 
pletely new filing systems shown it 
was obvious that the quality of the 
products in this field was very high, 
especially visible index equipment 
by Hugo Wagner and rotary 
systems by the DD organization 
and Waller 

People like to hear the sound of 
their own voices and, providing 
ample opportunity was the bustling 
Minifon stand which appeared to 
make an impact with the Minifon 
Special, a pocket-sized tape 
recorder. Just around the corner 
the DG4 Ringmaster was enjoying 
equal popularity—boosted by a 
central dictating unit on show for 
the first time. Another newcomer 
was the RG 500 manufactured by 
Stenocord, a remarkable battery 
operated portable dictating machine 
which will not be available until the 
end of this year 


No clues from 
the computers 


The same organization has also 
introduced for the first time a small 
battery-operated telephone ampli 
fier known as the TV20 which is 
both efficient and attractively 
styled 

The exhibition § offered little 
evidence as to developments in the 
computer world and, to many 
people the earlier mysteries are 
beginning to wane The 1.B.M 
products received their first German 
showing while Bull had _ only 
a punched card processing unit to 
offer that was of recent design 
1.C.T. and Facit computers were 
represented but not shown 
National Elliott displayed a wide 
range of computer ancillary equip 


continued on page 153 


LIGHTWEIGHT EXECUTIVE DESK—This ‘ skeletonized’ unit in 
steel and mahogany is by Thornet. It is purely functional yet very 
attractive 


COMPACT DICTATING 
MACHINE—Like many other 
products on the Olympia stand it 
symbolizes the ‘ square’ look 


TWIN CHAIRS AND TABLE UNITS 
Emphasizing the modern trend in design, these 
‘ sled’ type chairs are exceptionally comfortable 
in spite of their almost stark lines 





COMPOSITE FILING AND DESK UNIT—For 
the filing clerk of the modern era this formidable 
unit by Velox-Interorg is a space and time saver 
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HREE reasons are given for 
the success of Massey-Fer- 
accomplishing a 
take-overs 


gZuson in 
series of large-scale 
of serious unrest 
among the employees. The firms 
Perkins, Peter 
borough, and the Standard Tractor 
Coventry, 


without any sign 


involved were | 
which 
spring 
Since they 


Company, were 


taken over in the and 


autumn of 1959 were 
incorporated in a world-wide net 
work, with headquarters in Canada, 
the conditions were such as might 
easily have made for a sense of 
anxiety and insecurity. 

Such potentialities were nipped in 
the bud before they had time to 
First, the 


man responsible for personnel and 


poison the atmosphere. 


industrial relations, Jack Scamp, is 
British and is a director of the com 
pany in the United Kingdom. The 
advantages of this at a time of tran 
Stemming from 
the board, he has full authority to 
negotiate with the trade unions. 
Everybody knows that he is the 
authentic voice of the firm; not a 
mouthpiece. He is thoroughly 
acquainted with the background 
facts of the company’s position. 


sition are crucial. 
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Vending machines replaced 
the tea-break 


| 
> A 


Take-over 


When takeovers are in the offing 


workers and staff worry about 


their future. 


This could lead to 


serious unrest. But this company 


knew how to give them con- 


fidence before anxiety developed 


William Cockin of the Amalgama 
ted Engineering Union, who has 
taken an influential part in negotia- 
tions both before the take-overs and 
since, tells me that this made an 
immense difference. “ We know we 
are dealing with a professional,” he 
said, “ and that he is a responsible 
man.’ 

Second, careful preparation was 
weeks beforehand 
to anticipate overcome the 
relations problems 
In his Coventry office, 


made many 
and 
industrial 
involved. 
Mr. Scamp showed me the manual 
of operations prepared by Vivian 
Frayling, industrial relations mana 
ger, which analysed the process of 
take-over stage by stage and 
detailed the action to be taken. 
This eliminated delays in com- 
munication that would have given 
opportunities for dangerous 
rumours to spread. A decision to 
remain outside the Employers’ 
Federation made it possible to 
meet the trade unions directly at all 
levels. While the take-over of the 
Tractor Company was still under 
discussion, Mr. Scamp and Mr. 
Frayling met trade union represen- 
tatives informally to submit draft 


formule for about 
conditions of employment. As soon 
as the offer to the shareholders was 
formal 


arrangements 


agreements 


announced a meeting was 
held and the 
firmed. 

The announcement came on the 
of the annual 


Not surprisingly, there was 


con 


eve holiday close 
down. 
an atmosphere of 


People were wondering whether a 


excitement 


spate of sackings would be the next 
step ; whether, since the company’s 
headquarters Canada, 
North American methods would be 


were in 


introduced; whether they would 
have North 
whether they would have to put up 
with violent changes in conditions 
Mr. Scamp and Mr. Frayling went 
immediately to the works and put 
the position to the employees’ 
representatives fully and openly. 
This was the third secret of success 

frankness. There was no attempt 
to gloss over the difficulties or to 
pretend that everything would con- 
tinue as in the past. “ They would 
not have believed me if I had,” Mr. 
Scamp said, “ and I wanted them to 
go for their few days’ holiday with 
a fair statement to think about.” 
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With Tact 


by Clifford O. Rhodes 


By a_ useful coincidence the 
Coventry works has a link with 
the parent company in Toronto. 
The Chairman, Colonel Eric 
Phillips, was born in_ Britain 
and fought with the War- 
wickshire Yeomanry in the First 
World War. He therefore under- 
stands the local thinking. 

The President (the counterpart of 
a British managing director), Albert 
A. Thornbrough, is American, hail- 
ing from Kansas. To him it seemed 
a question of his duty that the 
highest executive in the firm should 
see through an operation of such 
importance as_ this take-over. 
Accordingly he came over to take 
charge personally; but this was a 
temporary measure. He planned to 
stay for eighteen months before 
resuming his world-wide responsi- 
bilities in Toronto. When he left, 
Gilbert A. Hunt, a man as British 
as anybody could be, was brought 
from High Duty Alloys to be man- 
aging director. Mr. Scamp was 
able to give a full reassurance that 
day-to-day administration was to 
be British through and through. 

As to conditions, it was inevit- 
able that certain changes would 
occur. The factories taken over 
would have to fit in with a firm 
ramifying into every continent. 
With an annual turnover of 490 
million dollars, Massey-Ferguson 
owns 24 factories in seven countries 
and sells in 142. That a 
factory introduced into such a net- 
work as this should undergo 
changes was unavoidable. 
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Mr. Scamp made no attempt to 
disguise the truth. The points he 
emphasized were that blanket 
guarantees were valueless; there 
would be changes. But such 
changes as were considered neces- 
sary by either Management or the 
Trade Unions would be handled 
through properly agreed _pro- 
cedures; generally speaking, con- 
ditions would be improved in time. 
This attitude of complete frankness 
was deeply appreciated. The fact 
that the management had been con- 
siderate enough to avoid spoiling 
the holiday with worries about the 
future also made a good impression. 


Big expansion 
So the big transition was carried 
through and no bones were broken 


in the process. In the end, whereas 
in February, 1959, Massey-Fer- 
guson had employed 5,000 people 
in the United Kingdom, by Septem- 
ber, 1959, including F. Perkins 
Limited, it was employing 17,000. 
F. Perkins Limited is the largest 
manufacturer of high speed diesels 
in the world and owing to the 
special relationship with its clients, 
it was considered a matter of integ- 
rity to let this business retain its 
separate identity. Several Perkins 
products are specialized for particu- 
lar customers and this work has a 
confidential aspect. As a subsidiary, 
it carries on its former activities. 
When the psychological problem 
was settled planning for the future 
became practicable. First national 
councils were formed, embracing 


the whole of the Massey-Ferguson 
and Perkins interests in the United 
Kingdom. The national councils 
cover manual workers, clerical staff, 
draughtsmen and scientific workers. 
On the manual workers’ national 
council there was some initial 
difficulty as to the form of trade 
union representation but this was 
eventually resolved. 

Procedures for dealing with mat- 
ters of common concern between 
the company and the unions and 
for the avoidance of disputes were 
negotiated and agreed in 1959-60. 
The general policy was gradually to 
standardize conditions throughout 
the firm’s plants. But standardiza- 
tion was not necessarily in line with 
the best. There had to be a measure 
of give and take. Wages were not 
standardized. It was recognized 
that there should be variations to 
harmonize with the areas in which 
the plants are situated. Matters 
affecting employees at more than 
one plant, general wage adjustments 
and major conditions of employ- 
ment are negotiated at national 
level. Other matters are dealt with 
at local level, with provision that 
‘failure to agree” may be reported 
to national level. 

Factory hours, previously varying 
from 44 to 40, were standardized at 
40 a week and this led to trouble 
over that most cherished of 
privileges—the tea-break. As hours 
were to be reduced it was thought 
reasonable to replace the breaks by 
a refreshment service which enabled 
production to continue. There was 
some opposition at first, but this 
was gradually overcome. Automatic 
vending machines had been in- 
stalled at strategic points and the 
men could have their cup of tea 
and a sandwich whenever they had 
a moment to spare. Very soon, 
groups of men working together 
developed spontaneous arrange- 
ments allowing one after another 
to slip away and refresh himself 
without disrupting the production 
schedules. So the management had 
the work, the men had a 40-hour 
week and their tea and sound 
British tradition was upheld. 2ND 
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RETAILERS: Buy Your 
Way to Prosperity 


Unskilful buying and poor stock control are potent causes of 


failure among shopkeepers. But wisdom in buying must 


be matched by imagination in display 


by Leonard M. Harris 
and Ulric M. Spencer’ 


O RETAIL business can be 
better than its buyers. They 
must select the merchan- 


dize by which the business stands or 
falls. Their function is vital and must 
be firmly understood before the 
doors of the store are opened for the 
first time. 

A buyer’s prime duty is to defend 
the capital of his store. As the 
supplier, whether manufacturer or 
wholesaler, desires to turn his stock 
into cash at the earliest possible 
moment by selling to the retailer, so 
the retailer has a similar aim. Just 
as the supplier always wishes to sell 
the maximum, so should the buyer 
buy the minimum. 

A fundamental truth, which can- 
not be stressed too strongly, is that 
profit is made by quick stock-turn. 
It is not achieved by giving free 
storage to merchandize for two or 
three months. Bankruptcies are 
caused by one or both of two reasons 
in the retail trade: either too much 
stock is being carried or else it is the 
wrong stock. They never arise from 


* This article consists of extracts from 
Profit, and Personality in Retailing by 
Leonard M. Harris and Ulric Spencer (Busi 
ness Publications Ltd. and Batsford), 35s 
from bookshops or 36s. 6d. post paid from 
Business Book Centre, Mercury House, 109 
119 Waterloo Road, London, S.E.! 
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having too fast-turning stock. The 
skill and value of a buyer can be 
assessed by the extent to which he is 
able to obtain maximum profit by 
using less than his allotted amount 
of capital. Any marginal sales, and 
hence gross margin, that may be lost 
through not attempting to stock 
everything all the time, are more than 
compensated for by the reduction of 
stock losses. 

The year is normally divided into 
two seasons. This division will vary 
according to individual taste, but for 
the purposes of illustration it will be 
assumed that the first season runs 
from February Ist to July 3lst, and 
the second from August Ist to 
January 31st. The decision on what 
the buyer will be allowed to spend 
on stock for the period beginning 
August Ist will be made four months 
before the period begins. On April 
Ist, the first fact to be established is 
the precise value of stock held on 
that date. (The advantage of con- 
sidering a ten-month rather than a 
six-month period is that it is easier 
to observe trends in the pattern of 
trading, before the beginning of the 
new season.) An empirical decision 
then has to be made on the value of 
stock at cost which is wanted at the 
end of the ten-month period, i.e. on 
January 31st. Finally, it is necessary 
to form an estimate of the value of 
the business that is likely to be done 
in the intervening period between the 
two dates. This is not really as 
difficult as it sounds, for there are 
a number of guiding facts to help in 
this calculation. 


Limit the range 


A wise buyer will always be 
keenly aware of his commitments 
and these have to be taken into 
account when buying stock. When 
trade is booming there is a tendency, 
indeed a temptation, to try to meet 
all requirements, to go on buying 
and increasing stocks. This is where 
many retailers’ troubles lie, as can 
often be seen from published com- 
pany results; from them can often 
be inferred that stock losses have 
been a major contributory cause. 
Once purchases are allowed to 
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become unrelated to sales, not only 
do stocks and creditors mount and a 
heavy strain is placed on the store's 
financial resources, but, in addition, 
management tends to take panic 
action. Buying becomes banned 
until the general stock level becomes 
lower and this in itself can have a 
most devastating effect in reducing 
business still further. 

No system of stock control can be 
operated without keeping adequate 
records. Stock should generally be 
traceable from details of date of 
receipt, description, cost price, 
original selling price, date sold and 
actual selling price. Analysis of 
this information gives the buyer 
indications of the best selling lines, 
their manufacturers, the popular 
price levels and a list of marked-down 
items. These facts are invaluable 
when considering what to re-order 
later in the season or in following 
seasons, as buying ‘on hunch” is 
subject to too much error. A record 
of weekly sales should be kept, 
analysed into price and type of 
article, as this will also prove useful 
when planning advertisements or 
window displays. It has been 
proved repeatedly that wherever a 
stock record system has been intro- 
duced there has been a rapid expan- 
sion in the volume of trade. 

Any article is entitled at the most 
to remain in stock through two 
seasons of its own kind. Thereafter 
it must be cleared literally * regard- 
less of cost.’ For instance, some- 
thing bought for sale in the period 
February Ist—July 31st, which 
remains unsold one year, can be put 
on sale again, though probably at a 
lower price, between the same dates 
in the following year. If still unsold 
at the end of that time, it must be 
disposed of at whatever price it will 
fetch. This is a rule which buyers 
sometimes find difficult to accept. 
Thus a furniture buyer will say, 
“ Here is a table of good design, in 
perfect condition, unscratched. Why 
should it be sold at a reduced price 
simply because it has remained here 
for 18 months?” The reply to this 
is that if the table is perfect in every 
way but has remained in the store 
for 18 months, during which time 


many customers wanting to buy a 
table have consistently passed it by, 
then there must be something wrong 
with it which the buyer and his staff, 
as experts, cannot see. It is far 
better to convert the table into 
money, so that a faster moving item 
of stock can be bought in its place. 
Such is the principle of jobbing or 
marking down. 


New ways of display 

The old method of having coun- 
ters, which separate the staff and 
merchandize from the customer, is 
beginning to disappear in many 
departments. In their place stores 
are making greater use of fixtures 
which enable customers to walk all 
round them. The sales staff join the 
customer in making the selection and 
this gives the selling situation a 
different flavour. This tendency 
implies that stores are increasingly 
using exhibition types of display for 
their wares. 

Furthermore, the woman who 
likes to wander round the store and 
look at goods is becoming sub- 
consciously tired of the counter. She 
does not want to go up to the counter 
and wait to be served. She wants to 
be able to see, and perhaps to handle 
the merchandize. This applies to 
small items as well as large. In this 
way, by dispensing with counters, 
the department store is again able to 
provide service which the multiple 
has not developed to the same extent. 
An open appearance inside the store 
facilitates the flow of people. Con- 
gestion makes the store less attractive 
to visit and discourages purchases. 

From the store’s point of view, the 
whole problem of allocation of 
space must be related to profitability. 
It must be possible at the end of 
each year to calculate, for each 
department and type of merchandize 
within departments, the profit (or 
turnover) per square foot. Naturally 
different goods will show differing 
rates of profit, both absolutely and 
per square foot, but comparison with 
other stores, which may be done by 
voluntary exchange of figures or 
through trade associations, will 
indicate a store’s relative efficiency. 

END 
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Everyone Watches 


In this office, where invoices used to go out 


weeks late, everything is now done on 


time. 


New machines helped, of course, but much 


is due to a programme which lets all 


know what they should be doing at any 


given time 


by Denis Ivers 


ALSALL CONDUITS, 

in addition to the pro- 

duct their name implies, 

make over 20,000 catalogued e!ec- 

Permutations of 

and so on, create 

thousands of indivi- 

items and assemblies which, 

together with the products of many 

other manufacturers, are marketed 

through 44 wholesale depots 
throughout the British Isles. 


fittings. 
rating, 


trical 
finish, 
hundreds of 
dual 


The decentralized distribution of 
so diverse a range of goods to many 
thousands of customers constitutes 
a complex accounting problem. 

Business has expanded steadily 
in recent years and by 1958 sales 
invoicing, the issue of statements 
of account and the production of 
had fallen into 
to an extent which was 
becoming irritating to customers 
and embarrassing to management. 
The failure of attempts to stimu- 
late the system indicated that only 
an entirely new procedure would: 
Invoice customers within 10 days 


sales statistics 


arrears 


BO 


instead of three weeks or more 
after the goods were dispatched. 
Send monthly statements to custo- 
mers by the middle instead of 
the end of the following month. 
Produce quickly a 
range of statistics for 
guidance of management 


wider 
the 


more 


Clerks on top 
of their jobs 

The fundamental cause of the 
trouble was simply that the volume 
of work had grown far beyond that 
for which the original system was 
designed. In particular, it was 
impossible to plan the flow of 
work, with the inevitable result that 
it moved in a series of ebbs and 
flows with the same sections never 
up to date and others alternately 
slack and hard pressed, Thus staff 
were unable to take a pride in 
being on top of their iobs and 
morale was accordingly low. In 
these circumstances, of course, 
management could never assess the 
progress of the work. 


One of the most important 
features of the new procedure is 
the issue of a programme each 
month which shows clerks in every 
section exactly what they 
be doing on each day of the month 
The results have been highly satis- 
factory, and obvious pride is taken 
by all the staff in keeping on top 
of their jobs. 


should 


Another important aspect of the 
procedure is the dyeline 
photocopying to eliminate invoice 
typing which previously occupied 
20 typists. 

Punched card equipment 
installed to deal with statistical 
analysis and other accounting acti- 
vities have benefited from its use. 


use of 


was 


Existing keyboard accounting 
machines have been retained for 
statement production, but much 
more efficient use is made of them 
by feeding them with details pre- 
pared from punched cards and by 
producing customers’ statements on 
the photocopier. 

A computer was considered, but, 
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This Programme 


Because of the speed with which cards can be 
punched and sorted they are ideal for producing sales Statistics 


despite the high volumes, 


could not be economic because of 


one 


the diversity of goods sold and the 
complexity of the pricing structure. 
However, the procedure has been 
take advantage of 
future developments in this field. 


designed to 


12 steps to 
success 

The new system operates as fol 
lows: 


| Preparation of advice note. The 

necessity of preparing an advice 
note at the dispatch point because 
of the distribution methods, was a 
key factor in determining the lines 


on which the system should be 
designed. A triplicate set is used, 
made up as follows: 

The top, as ‘master’ copy, laid 
out as an invoice and printed on 
translucent paper for subsequent 
photocopying. 

The advice note identical with 
the master except for that part of 
the latter intended for prices and 
values which on the advice note is 


JUNE, 1961 


filled with a list of the company’s 
branches. Printed on pink paper 

The dispatch point copy, on 
green and entirely unprinted save 
for the serial number. 

Sets serially numbered on 
all copies, with a prefix indicating 
the dispatch point. Spare un-num 
bered copies of the advice note 
are inserted in the sets for the few 
customers requiring packing notes, 
and so on. 


are 


Black ball-point pens or pencils 
are normally used, but in the larger 
branches sets may be typed from 
edited customers’ orders. In either 
black carbons 
are used to enhance the reprodu 
cibility of the master, and are inci 
dentally cheaper than the usual 
single-sided carbon paper 


case, double-sided 


Masters arrive at head office. 

Branches send them not later 
than the day following dispatch of 
goods. All are stamped with date 
of receipt. 


Pricing and coding for sales 
analysis. Following the prin- 


ciple of operational simplicity, pric 
ing clerks are now divided into 
three groups, each specializing in 
one-third only of the range of 
goods sold, and the code numbers 
representing the headings under 
which analysed for 
management statistics are recorded 
in the price lists so that codes are 
automatically ascertained on look- 
ing up prices. 


sales are 


Masters pass through all three 
groups of clerks, who enter the 
prices and codes of the items in 
which they specialize, and at inter- 
vals during the day completely 
priced and coded masters are 
placed in the appropriate dispatch 
point compartment of a collecting 
rack 


The control sheet. Each morn 

ing, the rack is cleared and a 
control sheet, dated three working 
days prior to the date of clearance 
(i.e. normally the date of dispatch 
of goods) is attached to each dis- 
patch point batch. The timing of 
all subsequent operations is 
governed by the control sheet date, 
which also later becomes the 
invoice date. 

Control sheets are not attached 
when the masters are received from 
the dispatch points because they 
would hinder the flow of masters 
through the pricing stage. 


5 Discounting. A list of custo- 

mers is maintained in alphabeti- 
cal order under dispatch points on 
a strip index. The strips also show 
the account numbers and the dis- 
counts allowable in relation to the 
sales analysis codes, enabling dis- 
counts to be entered on the masters 
by reference to the codes previ- 
ously entered by the pricing clerks. 

The pricing, coding and discount- 
ing entries are made in ordinary 
pencil, with yellow carbon paper 
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beneath the master to ensure repro- 
ducibility 

Calculations. Each invoice item 

is extended to a net value by 
Exten- 
sions are checked, and each master 
The additions are not 
checked as they are proved at a 
later punched card operation, but 
the invoice totals in each batch are 
added together and the batch total 
on the control sheet. 
Extending, checking, and adding 
respectively are performed by dif- 
ferent operators, as experiments 
showed that a greater over-all out- 
put achieved in this way. 
the isolation of the 
simpler adding operation provides 
training ground for 


adding machine operators. 


added 


recorded 


was 
Moreover, 


a useful 
juniors 

A daily summary of dispatch 
point totals provides a valuable 
early indication of the total of the 
month's sales. 

The adding machine operators’ 
entries are written 
ducible purple. 

Card punching. A ‘ leader’ card 

and a detail card for each item 
are punched for each master. The 
dispatch point, invoice number, 
accounting and dispatch months, 
and account number are punched 


in non-repro- 


THE BEST 
FOR THE JOB 


PHOTOCOPYING is one of the most significant 


parts of the new system. 


into the leader card and automat- 
cally repeated in the following 
detail cards, while into the latter are 
punched the analysis code num- 
bers and values. 


Invoice tabulating. The cards 

for a batch of masters are 
placed in the magazine of a tabu- 
lator, and the first master fed in. 
The leader card causes the invoice 
and account numbers to print on 
the master for proof purposes and 
operates a dating device which 
prints the control sheet date. The 
various item values in the detail 
cards are then successively printed 

When the automatic totalling 
attachment on the tabulator senses 
that the next card feeding in is for 
a different invoice number, the 
tabulator automatically prints on 
the master the invoice total which 
it has accumulated and activates 
the summary card punch which 
automatically produces an invoice 
total card. 

The tabulator then stops, to be 
re-started by means of a foot con- 
trol as soon as the operator has 
completed positioning of the next 
master. 

The tabulator also accumulates 
and prints a batch total on the con 
trol sheet, which must be seen to 


it means that advice notes, 


prepared at the depot selling the goods, form the 
basis of the accounting system. Previously they were 


re-typed at head office, requiring 20 typists. 


Machine 


used is the Ozalid “ One-Step.” 
PUNCHED CARD equipment is used because of the 
speed with which management statistics can be pro- 


duced and tabulations made. 


This now leaves the existing KEYBOARD ACCOUN- 
TING MACHINES free for the work for which they 
are best suited—production of customers’ statements. 
All too often, machines which prove excellent at one 
clerical task, are burdened with other work for which 
they are not necessarily suited. Here this pitfall 


has been avoided. 


agree with the control total pro- 
duced at the calculating stage. In 
the event of disagreement, the 
comptometer and tabulator totals 
on each invoice are compared to 
locate the error. 

Tabulating completed, each 
batch of masters is passed to the 
photocopier. The leader and detail 
cards are filed, pencilling, sorting, 
and tabulating for sales statistics, 
whilst the invoice total cards, hav- 
ing been  proof-tabulated and 
balanced, are filed pending use for 
the production of ledger posting 
details. 

9 Customers’ copies of invoices 

Each batch of masters is sorted 
into groups corresponding to the 
number of copies required. Then 
each group is sorted to account 
number sequence to bring all 
invoices for each customer 
together, thus permitting smooth 
operation of the mailing routine 
and economy in postage. 

Photocopying completed, masters 
are filed in numerical sequence in 
dispatch points grouping. There 
being no suitable file on the mar- 
ket, simple folders and spring clips 
are used, a very quick method faci 
litating rapid removal and replace- 
ment of individual masters. 

Each file holds 250 masters, and 
when the last of the series reaches 
the file, missing numbers, if any, 
are listed on the front cover and 
after a week, if. still 
* chased.’ 

Files are not accessible to office 
staff in general, photocopies being 
issued for the purpose of settling 
customers’ queries. Settlement of 
queries is thus never delayed by 
inability to locate the office copy 
of the invoice, and customers’ 
requests for additional copies can 
be satisfied by return of post 
10 Production of posting details. 

Four times a month, the total 
cards produced during the invoice 
tabulating operation are sorted and 
tabulated in ledger and account 
number sequence. The tabulations 
show ledger totals and a grand 
total which is balanced with a 
summary of the earlier proof-tabu 


missing, 
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ae: “Oops! 
| never knew 


Colt Made 
Powe, 


» Ven; 
/ lat, 
rS 


“0 


They do! For Colt have a ventilator, natural | advise you. Powered or natural, or a combina- 
or powered, to meet every kind of problem tion of both—the Colt engineer will tell 
—including a range of high powered venti- you which system is best and most econ- 
lators such as the Upward Discharge unit omical for you. Send for a free manual to 
shown here. Let the Colt Ventilation Service Dept. 37. 


The power behind natural 
ventilation and naturally behind 
powered ventilation too! ©) 


COLT VENTILATION LTD SURBITON ‘ SURREY * Telephone: ELMbridge 0161 
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( Wp Mesto hk Yi... 


CAPT. SCOTT'S DIARY ; 
The last entry written in his journal by Captain 


R. F. Scott, on his South Polar Expedition of 


1910-12. The journal was found by the search- 
party in 1912. Reproduced by permission of 
the owner, Peter M. Scott, Esq., C.B.E., 
D.S.C., from the original MS. on deposit on 
permanent loan in the British Museum 


. . . during his South Polar Expedition in 
1910 became known to the world by this 
last entry in his Journal which was 
recovered by a search party in 1912 and is 
now in the British Museum, still in sound 


condition after half a century of exposure. 


In contrast, many papers in wide use today 
deteriorate rapidly. Long life and character 
can be assured by the use of Rag Content, 
Tub-sized, Air-dried papers conforming to 
standards approved by the British 
Stationery Council. 


Your Printer or Stationer can offer a wide 
selection of these Fine Papers. 





Issued by the 


BRITISH STATIONERY COUNCIL - BALFOUR HOUSE - 119 FINSBURY PAVEMENT «+ LONDON E.C.2. 
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Punched card tabulators print totals on the invoices 


and batch totals 
to the accountine machines 
total cards 


tor 


the 
posting 


lations of invoice 


The media sales 


credit notes and card received are 


ilso produced by 


punched cards 
| | Posting to sales ledgers, The 


details shown on the tabula 
tions are posted on the keyboard 
accounting machines to the custo 
the proof 
totals produced by these machines 


mers’ account cards, 


being balanced with the ledger 


totals shown on the tabulations. A 

separate ledger is maintained for 

each depot 

| ‘) Statement production. 
7a 


customers’ 


The 
accounts being 
printed in the form of a statement 
of account on semi-trans!ucent 
paper, statement production is sim 
ply a matter of photocopying the 
done as 
the 
turn 


ledger accounts This is 
the 


month so 


fourth invoice posting of 


each ledger is in 
completed. 
Statistics. In 


standard 


the 
within 


addition to 
Statistics of 


and 


areas 
codes within areas. a 
the information is 


permutations of the 


codes, 
great deal of 
produced by 
punched cards 
Since the changeover to this new 
procedure was basically completed 


in August, 1960, statements of 


JUNE, 1961 


But statement production is left 


been dis 
not 


than on the eighth, ninth, and tenth 


account have invariably 


patched to customers later 


working days of the month, and on 


several occasions a day earlier 


Invoices are dispatched to custo 
mers six working days after the 
goods except in special cases 


The 


much 


punched cards provide a 


wider range of statistics 
more quickly, so that all the pri 
mary objects of changing the pro 
cedure have been achieved 

The cost of the new equipment 
is far more than covered by sub- 
stantial savings in stationery and 
operating 


continuing 


other costs, despite a 
the 


now 


increase in volume 


of work There are no cleri 


cal functions which depend on 


clerks with many years’ experience 


A study in psychology 

However. these results were not 
solely by the new 
Strict control is 
issuing pro 
grammes for each month, showing 


achieved 
machines 
achieved by detailed 
should 
Date 
the 
masters, and the dated batch con 


each section exactly what 
be achieved by a given date 
of receipt is stamped on 


trol sheets enable all staff to iden 


tify the work to be done on any 
given day. 

Work is frequently one day ahead 
of the programme. This is because 
programmes assume that a given 
operation is completed on all 
batches for a particular control 
sheet date before any of them pass 
to the next operation. In_ fact, 
batches flow continuously and are 
not allowed to queue, but since it 
preferable to 
which can be 
is deliberately 


is psychologically 
issue programmes 
beaten, this factor 
ignored in the programmes. 

Much thought was given to the 
choice of new equipment. For the 
work, LC.T. 40 
selected 


card 
equipment 
consisting of seven automatic key 


punched 
column was 
punches, an auto-verifier, a sorter 
and two tabulators with summary 


card punches 


Forty-column cards are less than 
half the 80-column, and 
the equipment is also less expen 
sive. Furthermore, the punching 
and particularly the verify-punch 


cost of 


ing techniques associated with 40 
column equipment, based on the 
Powers-Samas principles, 
were considered more suitable 
For photocopying, an Ozalid 
One-Step chosen 
because it performs both exposure 
and development functions in one 
operation by a completely dry pro 
which is simple and 
with Ozarapid 


former 


machine was 


cess clean 


Together reflex 
equipment 
useful for such work as the pro 
duction of publicity 
matter. Moreover, the punched 
card tabulating paper being suffi- 
ciently translucent, there is no need 
for carbon sets on the tabulator 
The existing Burroughs 
matic accounting machines and the 
adding machines have proved ideal 
for the functions they now serve 
Each of the four basically different 
kinds of machinery is used in such 
a way as to facilitate the most effi 
the that 
credit for the success of the pro- 
cedure cannot fairly be allocated 
more to one type of equipment 
than another END 


has also proved most 


illustrated 


Sensi 


cient use of others so 
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Our modern world would grind to a halt without the 
thin wall bearing, which tames the destructive powers 
of friction and allows metals to revolve at high speeds 
without burning out. So precise and demanding are its 
tasks that its manufacture is the highly specialised 
work of Vandervell Products Ltd., whose famous 
bearings—supplied as original equipment to manufac- 
turers in 15 countries—are constantly on duty on the 
land, on the sea and in the air. 

Obviously the shrewd men who control such a 
thriving concern have a flair for making long-term 
decisions that are both wise and profitable. Vandervell 
choose coal because all their experience has proved 
that coal, the home-produced fuel, gives them all the 
steam for power they need at the lowest possible cost. 
They know that coal—mechanically stoked—is 
smokeless; they know that our coalfields contain all 
the coal that industry can use for centuries to come. 


When it is your duty to make a decision about fuel, 
remember Vandervell. They choose coal. The same 
choice could well help your business to run more 
smoothly. 


Here are some key facts and figures about the 
consumption of coal by Vandervell Products Ltd: 


Method of firing: ... ... ... ... 0. 0+ -0+ see eee see see ++Chain grate stokers : 
Steam pressure: 2 dav esuceu esp ese ane ws 100 p.s.i. 
Steam temperature: ........... wiprenh eneupe eens 334°F. 
Max. continuous rating: .............. os vee «ee «s+ 10,000 Ibs/hr. 
Annual fuel consumption: .............. 3,200 tons coal 


SOLID FUEL—more heat at — 
less cost—and it’s British : 


PROGRESSIVE INDUSTRY IS GOING FORWARD ON { 0 Al 


ISSUED BY THE NATIONAL COAL BOARD 
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ARKETING— 


the Biggest Waste of all 


by Ann Whiting, Univac Division, Remington Rand 


Especially to the smaller firm, marketing seems | 


to be mumbo-jumbo. 


Yet it embraces every- 


thing from advertising to salesmen’s calls. Now 


there is no excuse for ignorance. 


marketing lore is available to all. 


A flood of 


Here is the 


first part of a BUSINESS study 


LMOST £900 million per 
year is the cost of mar- 
keting in this country. 

Experts say this cost is rising by 
10 per cent a year. For each of 
the 15 million family units, this 
means £60 per year or 23s. per 
week. 

And where does it go to, this 
£900 million? An Advertiser's 
Weekly survey, published March 
17, 1961, states that £345.5m. go to 
advertising—Press, radio, TV out- 
door film, window displays 
Another £63.5m. are spent in 
catalogues, leaflets, exhibition, free 
samples and gift schemes. 

And this is just the beginning. 
Added to these figures are £6 m. 


JUNE, 1961 


research, £108.9m. in 
management and 
and £364.3m. in 
salesmen. Thus a grand total of 
£893.2 m. Note that the cost of 
packaging is not included. 

Staggering as this may sound, 
here is the real rub. The weight of 
informed opinion believes that 
rather less than 50 per cent of this 
gargantuan expenditure is_ effect- 
tive. 


in market 
costs of 
administration, 


sales 


Signposts for the 
small business 

No small wonder that some of 
our Ministers are alarmed. Indeed, 
many people feel that this is one 


of the largest single 
facing the country today. 

What can be done about our 
apparent shortcomings? Well, there 
encouraging signs Various 
educational bodies all over the 
country are trying to impress on 
businessmen the supreme import- 
ance of marketing. For instance, 
the opening session of the London 
School of Marketing last month 
did more than signpost the road 
to solution—it gave some down-to- 
earth answers. Some are particu- 
larly applicable to the great mass 
of average-size business. 

Their approach seems unique in 
that the two-day course * Marketing 
in the 60's’ is not intended to cater 
for the so-called * marketing man.’ 

Taking the problem right home 
where it belongs, it is designed for 
management, of whatever sized 
company. It is intended to give 
decision-takers and budget-spenders 
a broad appreciation of marketing, 
what it involves, what modern 
techniques exist and how they may 
be applied. 

To the uninitiated, Adam John- 
stone’s Opening remarks made one 
pause. Had one strayed in error 
into a Betty Crocker Cookery 
School? Soon ‘ product mix’ and 
‘market mix’ became old friends 
and one realized that the whole 
concept of marketing was very 


problems 


are 
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ORIGINAL SALES AREAS 


Cocemonsneenen 





tre too many salesmen servicing the less productive areas? 


WEW SALES AREAS 





This company, for 


instance, found that they were not paying enough attention to the Birmingham area 


much more comprehensive than 
ever imagined 

In two days, the challenge 
embodied in the barrage of ideas 
and the breadth of subject cover 
by 15 


was completely 


age presented specialist 


lecturers exhaust 


ing 


Profit ability ts 
the product 
Marketing, rightly conceived, is 


an imtegrated management func 
all 


lines 


executive 
and 
The 


tion, cutting across 


ind departmental 
involving the whole company 
not an island, 
himself, but only 


a co-ordinator of the 


marketing man is 
complete in 
functions as 
whole effort 


Thus, A. H 
the London College of Distributive 


Davis, lecturer at 
sketched the broad theory 
which the specific prob 
lems and areas of activity could be 


Trades 


against 


interpreted 

Marketing, he says, begins and 
with the consumer It 
product produc- 
tion, distribution and accountancy. 
It includes functions like sales, 
advertising and publicity. It 


ends 


involves design, 


in- 
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and 
and 


service, 
endless checking 
It uses many tools and its 


cludes after-sales 
requires 
review 
end product is profitability 

The tools management will use 
will depend on needs and budget 
They infinite 


Variety, 


are available in 


from expensive studies in 
consumer, industrial or motivation 
useful 


research, to the masses of 


information available to smal! 


business at little or no cost 
No 


without 


tool, however, can be used 


some simple directions ; 
indeed, one must be aware that it 
is available in the first place. 
Consumer research is an example 
of a tool to be used wisely It 
should never be undertaken unless 
be 


can be 


real 
the 
properly defined 
be acted upon by management and 
its success depends on their skill 
As Dr. Nelson stated, run 
between £2 10s. and £4 per effec 
interview. Against this, costly 
mistakes can often be prevented 
and modern sampling techniques, 
running to 2 per cent accuracy, 
reduce the total cost. 

To mention some other market- 


there is a problem to 


solved and problem 


The results must 


costs 


tive 


ing tools available to management 
seems like teaching grandmother 
Dut as one person put it,“ I know 
she sucks eggs: I just don't know 


which ones.” 


Help the agency 
to help you 
Everyone 
about advertising agencies, but how 
that 
company 


thinks they know 


many are aware their useful 


ness to a depends in 
large part On management's ability 
to state its requirements precisely 
agency services and 
intelligently? It is 
painful to the advertising man to 
realize that 70 per cent of all new 
products fail to achieve sales fore 
Properly 
probably help. 

Figures on wastage in sales pro 
motional material are sobering. In 
the United States, 61 per cent of 
all counter cards. 70 per cent of 
floor stands, 71 
dow displays are never used. In 
this country the figures are prob- 
ably 10-15 per cent less. The best 
material in the world is no good 
if it is never used or evaluated, 
salesmen are ignorant of its use, 


and to use 


information 


cast used, he can 


per cent of win- 
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retailers of its value. Worse yet, 
often the designer is not adequately 
briefed on the object of the 
exercise. 

Brian Henry, director of adver- 
tisements, Associated-Rediffusion, 
stresses the value to marketing of 
the information services provided 
by the advertising companies. Last 
year, over £1 million was spent by 
the programme companies in direct 
mail alone. Quantities of sales 
promotional material are available. 
A particular TV service to market- 
ing, the closed-circuit company 
sales conference, linking individuals 
in various places, sounds most 
efficient. But one would miss the 
beer sessions where most of the 
problems are solved anyway. 

All the marketing aids discussed 
so far are usually supplied to the 
company from outside groups. All 
the London School of Marketing's 
experts stress the misuse or under- 
use of available facilities by 
management. This contributes to 
the ‘less than 50 per cent effective ° 
verdict 


Vital facts for 


only shillings 
Of particular interest to averag: 
sized business 


indeed to any com 
pany engaged in the difficult task 
of sales the 
various sources of statistical infor 
mation Principal among 
are the Monthly Digest of Statistics 
baby brother, 
the Ministry of Labour 
the Board of 
the 1951 census 
later editions; the report on 
1958 


forecasting are 


these 
and its Economic 
Trends ; 
Gazette ; 
Journal 
and 
the Census of 

All and 
useful to a small firm which wishes 
to mount a do-it-yourself effort in 
the marketing area. Interpretation 
and _ selection are obviously 
required. One person may be 
appointed to correlate all statistical 
information and feed management 
with its specific requirements. The 
book, Business Charts, by T. G. 
Rose, is also worth noting. 

Since 55 per cent of the working 
population is employed by fewer 
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surveys ; 


Production, 
these, 


Trade 


many more, are | 





than 15,000 firms, while 45 per 
cent are employed by about 
200,000 firms, the importance of 
the small business in the national 
marketing effort cannot be over- 
emphasized. 

Any company of whatever size 
appraise its sales effort, 
worry about territories, work loads, 
quotas. G. J. Hussey, senior lec- 
turer, Hatfield Technical College. 
spoke of the practical use of the 
Geographia map series and des- 
Backed 
by booklets listing various types of 


must 


cribed forthcoming series. 





YOUR MARKETING PROBLEMS 


For more about sources of information 

and marketing problems in general, 

write to BUSINESS, Mercury House, 
109-119 Waterloo Road, S.E.!. 





sales outlets by areas, these cost 
between £6 and £10, well within 
the reach of any company. 

One interesting from the 
British Market Research Bureau, 
the so-called * Jurors’ Index, states 
that the number of persons liable 
to jury duty in any given area its 
a direct indication of the buying 
power of the area. 

Probably the outstanding 
examples of information 


fact 


most 
sources 
available to companies of any size, 


at little or no cost, are the various 


DETAILED _ 


county council technical library 
and information services. (In this 
connection, the article, The Use of 
Information Departments for Sel 
ling, by Eric N. Simons, in 
Engineering for March 17, 1961, 
should be noted.) 

G. H. Wright, chief librarian, 
Hatfield Technical College, claims 
their experience shows that only a 
fraction of the new ideas being 
generated almost daily ever perco- 
late through to the people who 
most need them. Their answer to 
this problem is an_ information 
service on a subscription basis. 

Each week, 
index cards on any subject they 
have previously selected. The cards 
contain annotated references to 
published articles, reports, 
pamphlets or new books on the 
subject. 


subscribers receive 


The cards form a ready 
made company index to available 
literature and material may be 
borrowed or a_ photocopy pur- 
chased. 

The value of this type of service 
was immediately apparent to the 
London School of Marketing. This 
was the key to general dissemina 
tion of current marketing 
information on a very broad front, 
a service available to anyone in the 
country, instead of 


just to com 


continued on page 153 
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Profit margin is frequently as slender as that shaded triangle at the 
top, so unproductive marketing efforts must be sought out and pruned 
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The trend in lighting today is towards high illumination. High 


illumination is an excellent thing in itself, but until now it has inevitably been 


accompanied by excessive glare with consequent discomfort to the eyes. This 
discomfort glare, caused not only by the light source itself, but also by the fittings, 
results in the increased light becoming instead of an aid to efficiency, the very 
reverse, an actual distraction. 

Look at the picture. The office is more than adequately lighted, \ 
the light fittings themselves are not emitting any appreciable glare. The 
source is, in fact, unobtrusive. You have never seen lighting like this before! 

This is G.E.C. comfort in lighting—a new technique in which the 
G.E.C. has gone a long way towards removing discomfort glare by using high 
illumination in conjunction with low brightness fittings of high luminous output 
sometimes called “‘dark’’ fittings because by correct design and use of suitab! 
materials, they actually appear to be dark. 
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high level illumination without discomfort glare 
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recommendations . 
of the new CODE 
assued on April rith 
by the Illuminating 
Engineering Society 
in every type of 


installation. 

















THE GENERAL ELECTRIC CO. LTo 
&S.C. 


MAGNET HOSE. KINGSWAY. LONDON w.c.2 


LIGHTING DIVISION 








The Austin A99 is not for back-seat THE PRIZE 
. ° By unanimous consent the finest 
drivers. It’s for men who like the feel car Austin have ever created. : 


. With all th xt . except the 
of the wheel. They’re drive-ahead and ¢hauneur. builtin and sratis 


ambitious: like a car to be the same. They’ve a sure appreciation of Overdrive. disc brakes and dual- 


toning are normal equipment. 


> sane : se ¢ ; ; ; The A99 accelerates like a sports 
strong visual points: a penchant for the flowing unhurried line, a The A® accelerates like a sports 

> ice 7a} s ; oT?) ay > ; . ‘Ee. oy Ww at its most grandiloquent. Price ‘ 
prejudice against frippe ries. They want big performance. They want Se are. rene 
surging power. They've a taste for interior opulence, but not much _Lordly extra: automatic trans- 
mission is a mere {71 includ- 


use for a chauffeur. They’ ve found there’s a new sensation in driving ing tan. We vapent £78 (that’s « 

> . . : : » oe , good deal less than you'd pay 
the high-powered motor car with the nimble soul of a sports car. They For, cian eee nakes whe 
won't rest happy until they’ve 








Age just about the most care- 


. fi car in history. 
experienced it. To these men the GET INTO AN pe tile parame : 


A99 is something more than a car 


it’s another big way to live life AUSTIN AND 


to the hilt. 


\ By Appowntment to Backed by 
Her Majesty The Queen | = 8MC 12-month 
Motor Car Manufacturers | worranty 


The Austin Motor | and BMC 


ORDINARY! i_—_ 


AUSTIN SEVEN - A40 - ASS - A99 - METROPOLITAN 1500 - AUSTIN HEALEY 3009 - AUSTIN HEALEY SPRITE - THE AUSTIN MOTOR COMPANY LIMITED - LONGBRIDGE - BIRMINGHAM 
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EXECUTIVE CAR REPORT 





OW that the Chancellor of the 
Exchequer has placed a premium 
on business cars costing less than 
£2,000, the Rover 3 Litre, at £1,783, 
including tax, must be very nearly 
the best value for money that a com- 
pany can hope to find when it goes 
shopping for an executive car 
For styling, luxury, and perfor- 
mance, this vehicle bears honourable 
comparison with many selling at well 
over the £2,000 mark The 
appearance of the car is dignified, 
but completely unostentatious. The 
interior pays every attention to bodily 
comfort, but avoids any suggestion 
of opulence. The performance will 
surprise and delight the man who 
still gets enjoyment from an occa- 
sional spell of hard driving 
Road holding is exceptional for this 
type of car, and the brakes—discs at 
the front—are more than a match 
for the car's genuine 100 mph 
Particularly impressive was the 3 
Litre’s ability to stop in an abso- 
lutely straight line under hard brak- 
ing on wet roads. Petrol consump- 


Half-ton Up 
—With Ease 


& Litre Budget-beater 


> 


tion, driven hard, was about 22 


m.p.g. 

One of the things which I liked 
most about this car was the instru- 
ment and switch cluster, which is one 
of the most compact, readable, and 
easy to use that I have ever come 
across But why, oh why, when 
switches since their invention have 
always worked vertically do these 
have to work horizontally? 

On two other points I was like- 
wise unable to follow the workings 
of the manufacturers’ minds. Why, 
if overdrive is to be fitted (included 
in the above price), does it only 
operate in top gear? The gap 
between third and top is quite large, 
and overdrive third would be a most 
useful ratio 

Also, why tuck the headlight flasher 


HEN I collected the Austin 10/12 

cwt. van it was already carrying 
its full operating load in the form of 
iron weights. Nevertheless, its per- 
formance in heavy London traffic was 
no embarrassment, and clear of town 
on the way home I was able to main- 
tain a steady 50 m.p.h Braking 
under fully loaded conditions was 
exceptionally good 


Handling characteristics when 
empty are improved by the fact that 
the engine is mounted further back 
in the body than is normal with this 
type of van. The usual ‘tail light’ 
feeling of an empty commercial 
vehicle is thus largely avoided 

Interior capacity is 160 cu.ft, 
excluding the area beside the driver 
if no passenger seat is fitted. Floor 
height is kept commendably low, 
which makes for easy loading and 
less driver fatigue. Entry and exit 
from the driving compartment is also 


facilitated. 


In other 
comfort has 


driver 
much 


however, 
received so 


ways, 
not 


control—in itself an invaluable driv- 
ing aid—behind the trafficator arm? 
The frequent result of flashing the 
headlights in a hurry to warn, say, 
a jay-walking pedestrian, was also 
to indicate a turn which one did not 
intend to make 

The car which I tested was fitted 
with power steering—optional at an 
extra £76 10s. The result was light, 
precise wheel movement, but a com- 
plete absence of ‘feel.’ 

If this short report appears to con- 
tain more criticism than praise it is 
only because the over-all quality of 
the 3 Litre Rover makes its minor 
faults all the more noticeable. There 
is no doubt that this is a superb car, 
both for business and pleasure, and 
that it represents astonishingly good 
value for money. T.B 


attention. Personally, I found this 
a very tiring vehicle to drive for 
more than a few miles at a time. 
Controls, particularly clutch and 
brake pedals were excessively stiff, 
and the gear lever is so placed that 
to change from top to third I had 
to lean well forward in my seat, After 
a 20-mile drive in fairly heavy traffic, 
my back muscles were protesting in 
no uncertain manner. 

Likewise, placing the instrument 
cluster in the centre of the dash may 
be a compromise necessitated by the 
need to produce both left- and right- 
hand-drive models, but it is certainly 
no help to the driver 

On the credit side, from the driver’s 
angle, however, is the superb forward 
visibility of the 10/12, and the really 
good synchromesh gearbox, which in 
smoothness of operation would do 
credit to a family car, 

Petrol consumption is reasonable, at 
some 26 m.p.g. on mixed about-town 
and between-town driving. 


T.B 
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Price: £470 in primer finish 





Traffic’s no trouble in 
this car! The wonderful 
HYDRA-MATIC 
VAUXHALL 

does all the worrying 

for you... Changes up, 
changes down, at exactly 
the right moments — 


automatically, silently, 


imperceptibly... 


Slow crawl, quick spurt— 
youre always in the right 
gear for it... Smooth, safe, 
simple! Relax and enjoy 


driving as never before! 


Hydra-matic is not a grafted-on ‘extra’; 

it has been designed to match Vauxhall’s new 
2.6 litre six-cylinder engine ... The braking 
power of the engine is always available; 

no freewheeling .. . Reduced transmission 

stress means less wear, longer life for the car... 
And whenever you wish, you can still 

“do your own driving” ...No other British 

car offers such advanced automatic 

transmission under £3,000, And yet — 


HYDRA-MATIC VELOX: 
£775 plus £324.0.10 PT = £1,099.0.10 
HYDRA-MATIC CRESTA: 


£835 plus £349.0.10 PT = £1,184.0.10 


Your Vauxhall dealer will be glad 
to arrange a demonstration, 


Vauxhall Motors Limited Luton Bedfordshire 
HYDRA-MATIC is a Registered Trade Mark 


BL SINESS 








BUSINESSMAN’S LAWYER 


Keep calm in the witness box 


HE day is almost bound to come when 

you find yourself in the witness box. 

Whatever the capacity in which you 
appear, you must know the basic rules of success- 
ful witness-boxing. A witness must not only 
tell the truth but make it manifestly apparent that 
he is doing so. After all, it’s no use being 
accurate and precise, is it, if nobody believes 
your story? 

Your ordeal begins by the taking of an oath. 
Assuming that you have religious beliefs, you 
will be able to swear on the Holy Book of your 
choice. A Jewish witness would be well advised 
to bring a hat with him and make sure that his 
head is covered... . 


If you either have no religious beliefs or your 
religion forbids the taking of oaths, you will be 
allowed to affirm. This simply amounts to a 
declaration that you will tell the truth to the 
Court—a declaration that is intended to be 
binding upon your conscience. 

“And now, Mr. Jones,” your Counsel will 
say, “ will you kindly address your remarks to 
the learned Judge and do please remember to 
keep your voice up.” Better advice you could 


not be given. Do not talk to Counsel. One of 


them is already convinced that you are right and 
the other that you are wrong. It is the Judge 
or Magistrate or Magistrates or Jury, as the case 
may be—who will need the convincing. So 
speak to them. This applies whether you are 
being examined by your own Counsel or cross- 
examined by Counsel on the other side. And 
in the latter case, it will save you from being put 
off by a favourite trick of some barristers— 
attempting to unnerve witnesses by asking them 
questions while looking in a completely different 
direction. Talk to the Judge and you won't 
notice it. 

‘What is your full name?” your Counsel 
goes on. “And where do you live?” So starts 
the “‘ examination in chief.’ Your barrister will 
do his best to prompt you and to help you along, 
but he cannot ask you “ leading questions.” A 
leading question is simply one which suggests 
the answer. For example, take an ordinary car 
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accident. You are describing how it occurred. 
Your Counsel cannot say to you, “ The van 
crossed against a red light, didn’t it?” That is 
leading you to say yes. What he will ask is, 
““What happened ?” 


When your “ examination in chief ”’ is finished, 
opposing Counsel will weigh in with his quest- 
ions. And he can ask as many leading ones as 
he wishes. He will try to needle you, to irritate 
you, to provoke you. Be not provoked, irritated, 
needled. Remember that he is only doing his 
job and he is»not being nasty because he has any 
personal feeling against you. Equally, if he 
treats you to a charming smile and asks you his 
questions in a respectful or a kindly tone of 
voice, don’t be fooled. He is not doing it 
because he likes or respects you, but because he 
thinks that will be the best way to trap you. 


So listen to Counsel’s questions . . . if you 
don’t understand them, ask that they be repeated 
. and then reply, calmly and carefully. Do 
not lose your temper. That is what the other 
side wants you to do. And do not be afraid 
that Counsel will take an unfair advantage of 
you—if he tries to do that, your own Counsel 
will leap to his feet, objecting vigorously. But 
by then, if Counsel really has been unfair, 
chances are that the Judge will already have 
choked him off. 

When you are asked a question, answer it— 
do not reply by asking another one. You are 
not there to ask questions. Of course, there are 
exceptions to every rule. I remember with 
affection a Dutch gentleman who was claiming 
commission as agent for a chocolate firm. He 
told Judge Block, of the Mayors and City of 
London Court, of the excellence of the firm and 
its prospects—but continued with a sad tale of 
woe, ending with his leaving the employment. 
* But if the job was such a good one,” queried 
Counsel on the other side, “* why did you leave ?” 
The witness turned round to the Judge, spreading 
his arms out wide. “ My Lord,” he cried 
appealingly, “If you were treated like that, 
would you stay on as a Judge ?"’ His question 
was never answered—but he won his case. 





HOLD YOUR CONFERENCE IN COMFORT AT 


Hotel Russell, Russell Square, London, W.C.1. 
Offers you all the comforts you expect from such a 
famous establishment. Spacious public rooms for 
Trade Exhibitions and Conferences are at your dis- 
posal. Ideally situated within a few minutes of the 
West End, Hotel Russell has suites with private 
bathrooms, theatre booking office, ladies’ and 
gentlemen’s hairdressing, adequate parking space 
and adjoining tube station. TER 6470. 


Hotel Majestic, Harrogate. Revelling in the 
beauty of the Yorkshire dales and enjoying all the 
amenities of a Spa, Hotel Majestic extends youa warm 
invitation to share in the excellence of its facilities— 
a specially built Conference Hall, accommodating 
600 persons, with full amplification equipment; 
orchestra, ballroom, tennis and billiards—and to 
experience its faultless service and superb cuisine. 
Harrogate 2261. 

Crown Hotel, Scarborough. Attractively situated 
high above the town—commanding views of the 
Harbour and Castle Hill. Ideal for Conference 
delegates, the Crown provides luxurious lounges, 
first-class cuisine and personal service. Scarborough 
1200. 


Fer full information please write 
to the Conference Managers 


A FREDERICK HOTEL 


NOTED FOR COMFORT Hotel Russell 











Specially constructed in hard 
wearing P.V.C. flexible sheeting 
and supplied with practically any 
type of loose-leaf fitting. These 
binders can be obtained at an 
amazingly low price and in a wide 
choice of colours and finishes. 
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PLASTICS SECTION CAROLINE STREET HULL 


BUSINESS 





ate OMEOR ue) iey-4@ reports on a new eating cult 


Stavros 
Chrysostomou, 
steak chef at 
Peter Evans’ 
Eatine House 


Claim 


Your 


Steak! 


HE war lasted six years, but 
- meat remained rationed 
for fifteen. Right up to 
1954, in fact. This, according to 
most restaurateurs, accounts for 
the fact that the most popular main 
course in any eating place—be it 
road-side café or smart Mayfair 
restaurant—is still a steak. 

Cashing in on the Englishman’s 
rediscovered liking for good, red 
meat, properly cooked 
attractively served, are the pro- 
prietors of the increasing number 
of specialized steak houses. Still 
a feature of the London 
retaurant this type of 
establishment is now beginning to 
spread to the provinces. 

Apart from a hangover of under- 
nourishment the 
austerity, however, an important 
the steak house's 
growing popularity is the mystique 
connected with the ordering and 


and 


mainly 
scene, 


from days of 


ingredient of 
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cooking of steak which makes 
every visit to a steak restaurant 
something of an occasion. 
Ordering your meal is not just 
a matter of selecting an item from 
a menu. In all the establishments 
mentioned below you are encour- 
aged to choose your own steak, 
either by going to a special counter 
and having the chef carve it from 
the joint according to your instruc- 
tions as to size, or by having the 
waiter bring a selection of 
steaks to your table. Your instruc- 
tions about the way in which you 
would like it cooked are then 
carefully noted and faithfully 


raw 


carried out 
Steak house proprietors and staff 
like their 


interest in 


take an 
they 
acquaintanc? 


customers to 
the 


some 


meat are 
ordering, so 
with steak lore is an asset 

All grilling steak comes from the 


hindmost part of the back and 


from the rump of the heifer. By 
weight, only some 4 per cent of 
the carcase is classified as prime 
steak, and there are six different 
cuts: fillet or undercut, entrecote 
(from the middle part of the loin), 
porterhouse (double entrecote), sir- 
loin, T-bone (sirloin on the bone) 
and rump. 

Fillet is still the most popular 
cut with most customers, but in my 
opinion it is vastly overrated and 
somewhat _ tasteless. Far more 
flavour is to be found in rump, or, 
if you have a gargantuan appetite, 
a T-bone. Most owners of steak 
houses agree with this judgment 
and are trying to educate their 
clients away from fillet. The 
French, among whom the fillet is 
also inordinately popular, at least 
serve it with very heavy 
highly seasoned garnishings. 

Given the fact that steak is just 
about the most expensive cut of 
meat from the 
house prices are remarkably 
reasonable. This is probably due 
to the fact that most establishments 
do their buying direct from the 
breeders, and that only a limited 


and 


carcase, steak 
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LOOK AT THE TRAFFIC 
“SEE 70 SAFE SEATING 


MASCO YY, BELTS 


Accident figures must make you think... not only of your- 
self, but of those whose safety is your concern. Every car 
user needs the protection that Masco G Belts give—and 
it's easy to instal Masco G Belts now that one universal 
anchorage fits every make of car. Choose one of these 
Belts now. 


MASCO DIAGONAL BELT Gives the greatest protection of any 
diagonal belt. Restrains the body from forward or upward 
thrust at moments of impact. Provides comfortable safety 
for drivers and passengers 


MASCO COMPLETE HARNESS Full shoulder and lap straps for 
overall protection. No other belt type gives the same 
safety coverage 


MASCO LAP STRAP An idea! belt for rear seats 


All Masco G Belts incorporate the Masco Quick Release 
Buckle, which allows instant, one handed, adjustment to 
give the wearer complete freedom of movement — but com- 
plete safety in emergencies 

If you drive a car, or if you control the cars that others 
drive, you owe it to yourself and to them to see to 
safe seating 


BRAOVILLE LIMITED 
Bradex House, Boston Road, London, W.7 


BUSINESS 





range of food is served. Staff overheads are there 
fore lower than in most conventional restaurants 
Average prices in most London steak houses vary 
between £1 and 30s. a head, including wine. Steak 
houses also serve chops, incidentally. 

An attribute of a steak house meal which should 
recommend it to  businessmen—particularly at 
lunch-time—is that a steak and salad, with, say, 
cheese to follow, is a remarkably satisfying repast, 
but it does not leave the diner with that overfed 
feeling which so often reduces an executive's capacity 
to tackle an afternoon's work. 

The Angus Steak House, Dean Street, London, 
W.1. A little more sophisticated than the average 
steak house, and much patronized by businessmen 
and film-world personalities. Average price for a 
meal around 30s. per head, including wine. 
Establishments under the same management in 
Leicester Square, Blandford Street, Fulham Road, 
and one to be opened shortly just behind Bucking 
ham Palace. 

The Black Angus, Great Newport Street, W.C.2 
Around the corner from Leicester Square tube 
Station and very convenient for theatre dinners. 
Also one of the ‘smarter’ of the purely steak 
restaurants. If you are entertaining a lady, she will 
probably appreciate the separate ‘ice-cream menu’ 
which is brought round after the main course. For 
you there is a wide selection of cheeses, or good 
apple pie. 

The London Steak House, Baker Street, W.1. A 
J. Lyons’ venture, but a far cry from the baroque 
mass-production of the Corner Houses. Light, 
unpretentious décor and simple furnishings, but 
steaks and chops of the highest order. 
of pleasing wine for 10s., or, other steak houses 
please copy, good draught beer with your meal. 
Service is exceptionally willing and friendly. A new 
departure in the steak house business, Lyons are soon 
to open a sister establishment in the suburbs, at 
Wimbledon. 

Peter Evans’ Eating House, Kingly Street, W.! 
Guaranteed Scotch steak only, which the proprietor 
buys personally, ‘on the hoof.’ A slightly longer 
menu than most other steak houses, in that there 
is a very short fish section, and a somewhat wider 


A carafe 


range of chops and cutlets. But prices are still! 


very reasonable and a full meal with wine need not 
cost more than 25s. The menu is commendable for 
its clarity and basic English. Another house under 
the same management at the corner of Kensington 
Church Street, and one to be opened shortly in the 
Brompton Road. Also the Gay Gordon, in Glasgow, 
but this is rather further removed from the simple 
chop house theme, and provides music and dancing. 
The London houses live up well to their motto of 
‘steak simple, scampi special.” END 
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|rvpist, with experience of dictagh 


yim 500, Mr. Vv 


Short of typists ? 


Then take a long look at 


Auto-typist 


Don't be handicapped by the shortage of typing 
staff and ever-increasing wages. Auto-typist produces 
3 to 4 times as many perfectly typed letters as a 
skilled typist and can pay for itself in less than 
6 months. 

But let us send the full facts and tell you how many 
companies, large and small, from all branches of 
industry, have already solved their typing and 
dictating problems with Auto-typist. 


Auto-typist Division (Dept. E) 
BRITISH EQUIPMENT CO. LTD. 


lxworth House, Ixworth Place, London, $.W.3. Kensington 349) (7 lines) 
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INTERESTED 
IN REDUCING 


MAINTENANCE 


COSTS ? 





The liquid plastic dressing that gives 


PROTECTION UNLIMITED 


CO-SEAL completely seals floors, walls 
and roofs of plants, factories, offices, rest 
rooms and garages. Ihe result—less time 
and money spent on building maintenance; 
more labour and money for productive 
operations. Here is why CO-SEAL can 
give PROTECTION UNLIMITED:— 


STEWART WALES, SOMERVILLE LTD. 


PLASTICS TECHNOLOGISTS 
CALDERBANK HOUSE - 99 BROWNSIDE RD. 
Sw] CAMBUSLANG, LANARKSHIRE 
Telephone: CAMBUSLANG, 1767 


®@ Abrasion resistance four times 
greater than competitive pro- 
ducts (proven by tests carried 
out by independent research 
authority). 

@Applies like paint using 
brush, roller or spray—no 
skill required 

@Eliminates dust from con- 
crete—dampness from walls 


and roofs 


@ Inhibits mould growth on 
asbestos—restricts bacterial 
and algae growth 


®@ Resists ravages of acids, al- 
lis, grease, oils, heat, frost, 
hot and cold water. 
® Reduces condensation by in- 
sulating porous surfaces e.g. 
asbestos roofs 


® Non-p 01s onous—complies 
with Food Hygiene Act— 
safe for food storage and em- 
ployee health 


® Non-slip matt finish—touch- 
dry in 30 minutes, trafhc- 
dry in 4 hours 


®Decorates as it protects— 
available in Terra Cotta, 
Privet Green, White, Clear 
Gloss and numerous pastel 


shades. 





STOP RUST! USE 


GALWAY 


LIQUID METAL ALLOY 
The greatest advance in ferrous metal 
protection since galvanizing—at one 
third of the cost. Incombustible 

durable, attractive, easy to apply. 


rust from the door — use 
GALVALLOY 


Write now to Dept. B for full 
descriptive literature. 
C}) GALVALLOY {_) CO-SEAL 
[) BOTH PRODUCTS 


NAME 





ADDRESS 
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Pacemakers 


THE PEOPLE WHO MEAN BUSINESS 


Miss Lane 
joins the 
Beecham 


board 


Capping a successful career in personnel manage 
ment, Phillipa Lane (50), has been appointed to the 
Beecham Group board. She began her career in 
industry 30 years ago when she joined the personnel 
department of a radio manufacturer Later she 
joined Macleans where she created the personnel 
department that was to become the nucleus of the 
personnel division serving the whole of the Beecham 
Group. In 1954 she was appointed Group personnel 
controller. 

Supported by an executive staff of 34, Phillipa Lane 
now has responsibility at board level for personnel 
15,000 employees in 18 
territories throughout the world 


relations affecting over 


H.G. Lazell, Beecham chairman, says: “* Profound 
changes in the structure of the group and the scope 
of its Operations over the past few years could not 
have been accomplished smoothly and successfully 
without top attention being paid to personnel 
relations. The group’s progress has depended to a 
very important extent upon the ability of compara 
tively young people to accept the new and heavy 
responsibilities that go hand-in-hand with the 
process of rapid growth. 

“ This has been the responsibility of Miss Lane as 
personnel controller. Now with the prospect of a 
quickening tempo of progress we believe that, in 
common with other important instruments of 
management, personnel relations should be the 
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responsibility of a group director.” 
Selection and training of potential executives will 
be given top priority. 


* * 


When Cyril E. Harrison was recently announced 
as the new pfesident of the Federation of British 
Industries he became the first Lancashire cotton man 
to be elected into the office since 1929. His own 
company, English Sewing Cotton, which employs 
12,000 and controls a number of subsidiaries scattered 
throughout the world including the U.S.A., has 
survived and expanded in an industry which is 
generally considered to be declining. His recipe for 
success in industry is “ discipline and hard work.” 

Harrison knows what hard work is. He left school 
at 16 and started in the mills learning to weave. “In 


A tough 


man with 


a tough 


recipe 


those days we worked longer hours but the pace was 
Today I believe that there is too much 
concentration on rights and not enough on duties.” 
Leaving the mills at 19 he went into merchandizing 
and selling, building up his own business. But the 
English Sewing Cotton company saw his ability and 
made it worth his while to join them. In this firm 
he rose to be managing director— taking over’ the 
firm that took him over. 

He believes in giving young men executive duties 


not so fast 
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LONDON-RiO 


IN LESS THAN 


13 hours flying time! 


DIRECT SERVICES WITH 


DCS =: 


Connecting flights from Rio bring 


ALL SOUTH AMERICA 


Consult your Travel Agent, or 
FANAIR 20 BRASIL 


FOR SOUTH AMERICA 
29 NEW BOND ST., LONDON, W.! Telephone: MAY fair 7252 (10 lines) 





try 
contract 
hire 


You can equip your selling staff, without capital 
outlay, with brand new cars of your choice or 
with current models from £3 10s. per week—all 
maintained together with fleet administration and 
road fund licence. 


As full tax allowances can be claimed, Contract 
Hire is the most convenient and economical 
method of pee a Sales Force, large or small, 
into the field, and BEAR are the acknowledged 
experts in this highly specialised service. 


Send for details and quotations 


BEAR 


BRITISH-EUROPEAN AUTO RENTALS 


24 Widmore Road, Bromiey, Kent Tel: Ravensbourne 6633 











Pacemakers 


as early as possible. “Our young men may make 
mistakes, of course, but they have that dynamic 
approach which is lacking in British industry today” 


Running a bus company in China at the tender 
age of 18 can hardly be considered an orthodox 
introduction to scientific management, but it’s a start. 
And from such an incongruous beginning John 
Marsh has now been appointed director of the 
British Institute of Management He has been 
director of the Industrial Welfare Society since 1950, 
gaining earlier experience in the motor industry and 
personnel management. 

Since 1950 Marsh has established himself at home 
and abroad as an authority on management and on 


wr 
BALM 

gains a 

new 


director 


social problems. During the past eight years he has 
given an average of 150 lectures a year in universities, 
technical colleges and management institutes. As a 
result of his work abroad, in particular in India, 
Pakistan, and Africa, he suggested to the Duke of 
Edinburgh that there should be a Commonwealth 
Study Conference on the problems of industrial com- 
munities. The conference, which took place at 
Oxford in 1956, was a notable success. 

Marsh has found time to write four books con- 
cerned with social problems both in and out of 
industry. On reflection his success is not at all 
surprising, anyone who can operate such a precarious 
venture as a Chinese bus service at an early age must 


surely be earmarked for the top of the ladder 
END 
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Merchant and Investment 
Bankers 
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We have a century-and-a-half of experience behind us in the City of London, 
and amongst our clients are some of the largest and most progressive companies in 
the country. Besides providing acceptance credit and other specialised banking 


facilities, we can also offer our services in the following fields: 


Company Finance 
Loan and Share Capital Issues, mergers, acquisitions, capital reorganisations, 
the conversion of private into public companies—these are some of the operations 
we undertake. In all such matters an important factor for success can be the 
skill and standing of the ‘‘House’’ behind you. 


International Banking « 

Successive generations of our partners and principals have built up close 
personal friendships with bankers and industrialists in many countries abroad. 
In New York we have unique advantages through our affiliation with the 
J. Henry Schroder Banking Corporation, and we have too our own offices in 


Europe and in Rio de Janeiro and Buenos Aires. 


Investment Management 
We are well placed to assess developing trends in industry and commerce. 
We also keep in daily contact with the main 
Stock Exchanges and with leading institutional investors 
Our organisation is thus a clearing house of information and opinion on 
which we can draw to aid us in the management of our many investment portfolios, 
which include Investment Trusts, Pension and Endowment Funds. 


These can be managed either under a specific arrangement or at our discretion, 
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J. HENRY SCHRODER & CO. LTD. 


145 Leadenhall Street, London E.C.3 


lelephone AVEnue 4600 





and 


HELBERT, WAGG & CO. LTD. 


41 Threadneedle Street, London E.C.2 


lelephone: LONdon Wall 1722 


A complete financial, banking and investment service 
both at home and abroad. 





























This is the test of a 


book that’s made to LAST 


This looks a pretty stiff test. It 
is! Few analysis books are sub- 
jected to this strain but most 
have to stand up to treatment 
just as harsh in the long run. 

Challenge Analysis Books 
have a special sewn-through 
reinforcement (illustrated on 
the right), which anchors cover 
to contents, however hard the 
handling. 

Yet despite this time-tested 
feature, and their superfine 
Azure Laid paper (specially 





Challenge Analysis Books 


stand up to the toughest wear 


treated to resist erasure), Chal- 
lenge Analysis Books will not 
cost you any more. There's a 
wide range of rulings, too, all 
completely accurate. 

Ask your stationer to show 
you the Challenge range. If you 
experience any difficulty in ob- 
taining supplies, write (giving 
the name and address of your 
usual supplier) to John Dickin- 
son & Co. Ltd., Book & Office 
Equipment Department, Apsley 
Mills, Heme] Hempstead, Herts. 











Analysis Books 


Another quality product of the company which makes the famous Baslidon Bond writing paper 








FURNITURE 








XK. 11 de luxe 


Individual adjustment for true posture 
and the comfort that is essential for 


efficiency. 
Du-al have an extensive range of 
matching office seating and factory and 
canteen furniture. 
Du-al have the answer to 
all your-seating problems. 
DARE-INGLIS PRODUCTS LIMITED 
D.188 Du-al House + Byron Road + Harrow + Middlesex 


Telephone : HARrow 5/4/* 


5.28 
XK .14 


r 














Telegrams : DU-AL, HARROW 
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are you pushed for space? 
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You are? Then TRIUMPH Lateral Filing is your answer! One six-row unit 
has the capacity of two and a quarter standard four-drawer cabinets! 

The TRIUMPH Lateral Filing system also dispenses with the arduous, energy- 
wasting effort of pulling open and pushing shut cabinet drawers. Other added 
advantages are the dual vinyl-covered rails which allow silent, smooth working 
as files glide away, clear easy viewing of name tags and the exclusive safety 
flap that prevents displacement. There is a wide choice of cabinets to suit 
your particular requirements. 

Contact us now for further details! 


PETER WILLIAMS (Fitinc systems) LTD. 


18/2! Charterhouse Square, London, E.C.| Tel: CLErkenwell 0355 


Type TO! Tubular Shelter with integral type SA Pedal cycie stands at Ministry of Commerce 
Factory, Dromore, County Down 


ODON! present an entirely new range of Tubular Framed Stee! Shelters in both traditional 
and contemporary outlines, designed either for use with the well-known ODONI All-Stee! bicycle 
stands which may be integrally or loosely fitted, or as an open shelter with uninterrupted 

floor spece 

Shelters may be single sided (6° |" wide) or double sided (9 10°’ or 12' 6" wide) with gable or 
butterfly roofs, and are manufactured in a wide variety of profiles. 

Special! Shelters with curved or cantilevered roofs are also available. End and rear panels are 
supplied in contemporary design or with full weather screens to match or contrast 

with roof sheeting 


Leaflets and full details from Sole Manufacturers and Patentees 


ALFRED A. ODONI! &CO.LTD., SALISBURY HOUSE, 
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LATERAL 
FILING 


Regd. Trade Mark 


TUBULAR 
STEEL SHELTERS 


An entirely NEW range of 
Tubular Framed Stee! Shelters 
for 
BICYCLES, MOTOR CYCLES and 
MOTOR VEHICLES 


LONDON WALL, E.C.2 


TELEPHONE: NATIONAL 8525-6 CABLES: ODON!, LONDON. 
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FROM DICTATION TO DISTRIBUTION 
in minutes!.... 


GESTETNER DUPLICATORS GET THINGS DONE 


The Gestetner is the easiest duplicator to operate. 
Use it for memos, reports, price lists, minutes, 
agenda. Use it, backed by the Gestefax stencil service, for 
plans, diagrams, internal forms, direct mail letters, 
house magazines. For rush jobs at high speed, for prestige jobs 
at low cost, there’s no machine to beat the Gestetner. 


GESTETNER DUPLICATORS 
(B.S.0.) LIMITED 


Lad 


GESTETNER SETS THE STANDARD IN DUPLICATING 
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into place. 


ABIX Cycle Stands are constructed of 
steel through stove lied green. 
Roof sheeting is normally of galvanised 
corrugated sheets. if required, sheeting 
can be lied in Alumi or Asb 


Over 3 different types. 
Write for illustrated Brochure B/! to: 


ABIX (METAL INDUSTRIES) LTD 


Stee! Equipment for Office and Factory 








vpP 


Pool Road, West Molesey, Surre 


for TWO-WAY = SnEh nn aise 
EFFICIENCY | are you a RUBBER BANDSMAN? 


j 


the 
Rotadex V-File 


Opens sideways like a book—endways likea Rotadex | % 


Takes all standard Rotadex 8” x 5” rulings. 
RUBBER BANDS of suitable size 
and strength can cut costs consid- 
erably and speed up production. 
In almost every industry rubber 
bands can be used to great advantage. 
We will gladly suggest ways in which 
‘frubber bands can save 
” your time and money. 
* Simply write or "phone 
for samples, details and ideas to 


ROTARY RECORDING COOMBS OF SURBITON 


ROTADEX SYSTEMS LTD. — 7 WINDSOR HOUSE | Sole manufacturers‘of ‘STANDARD'BRAND Rubber Bands 


H. A. COOMBS LIMITED, Standard Works, Red Lion 
656 CHESTER ROAD, ERDINGTON, BIRMINGHAM, 23 | Road, Surbiton, Surrey. Telephone: ELMbridge 5201. 
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by 
BIPANDEX 


EXPANDEX LIMITED « SURPASS HOUSE - 26 HARRISON STREET* LONDON: W°C'/ 
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executive range of desks and a & : bh 

general office range of desks. There ; ¢ ey : © r ; 
is also a range of unit desking which 

can be built in any form to suit the Dictation is one of the basic features 
of office routine. Dictating to another 
finishes are olive green, light grey person is wasteful of time and money. 
and dove grey Agavox mechanised dictation offers 
enormous scope for economy through 
out an organisation. Mechanised 
dictation means either Agavox dictating 
machines or the centralised Teledictation 
System. 

Agavox is compact, robust and uses a 
tough magnetic plastic disc. (Disc life 
is at least 20,000 recordings). It 

costs practically nothing to run, is 
ridiculously simple to operate. 
Teledictation is dictation by telephone 
to a remote-controlled Agavox. You 
can have a separately wired network of 
telephone dictation points or utilise an 
existing private automatic exchange 
Simple to use, very flexible, very 
economic— gives everyone dictating 
facilities 

Transcription is equally effortless- 
excellent reproduction, easy controls. 
Audio-typists like Agavox. 

The ideal office needs Agavox 
mechanised dictation for convenience 
and economy. Write, phone or call for 
further details, demonstration or trial. 


customer’s requirements. Standard 





























Individual Centralised Perfect 
& COMPANY LTD. Agavox Teledictation 


Reproduction 


113 MACLELLAN STREET 


¢| AS GOW : i dictating machine company 


Telephone : IBRox 2265 146 New Cavendish St., London WI 
Tel ; Langham 4173-6 


Brenches: 
Birmingham Leeds Liverpool Manchester Edinburgh Glasgow 
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Plan for Expansion! 


ELEEELE 


; 


TELL 


In every business there comes a time 
when paperwork —and the way it is 
handled —can make or mar expansion 
lans. 
One AZOFLEX Model 150 Automatic 
photoprinting machine, operated by 
one girl, can produce 10,000 dyeline 
copies of business documents in every 
working day. You can use this machine 
to catch up with your Company’s need 
for more invoices, purchase order sets, 
and forms for general business systems. 


The AZOFLEX Collator has_ been 
produced specifically to operate with the 
AZOFLEX 150. When documents of 
up to 20 pages are printed, the Collator 
arranges the predetermined number of 
copies correctly in sequence—at speeds 
up to 1500 prints an hour. 

AZOFLEX machines need no ducting, 
are fume and glare-free in operation. 
Inexperienced staff quickly grasp the 
simple details of AZOFLEX machine 
operation. 





Your company might benefit. . . 
Many business and industrial concerns find 


Enquiries will be treated with the utmost dis- 


that it pays to hire certain AZOFLEX 
Zz © CX machines — rather than buy them outright. 





cretion, and will not commit you In any way. 





Dyeline-printing Papers and Machines 


ILFORD LIMITED - INDUSTRIAL SALES DEPARTMENT AZ24E - 
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ILFORD - ESSEX 
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Blooming nice 


The Managing Director is cultivating new 
habits. At last he has discovered how other 
M.D’s manage to get back to home and their 
favourite roses so early in the evening. He 
has to thank his Secretary who showed him 
a Pitney-Bowes advertisement. Always seeking 
improvement, he soon found that a Pitney- 
Bowes Postage Meter machine would comple- 
tely eliminate the use of stamps, cash handling, 
and the post book (what a nuisance that used to 
be), and get the mail finished a darn sight 
quicker too. 

Warming to the task of pruning overheads he 
also discovered the Pitney-Bowes letter openers, 


folding machines, cheque signers, counting 
and coding machines, in fact the whole range of 
labour saving equipment made by this Company. 
Now the garden looks a picture, and his business 
shows greater profit—fair reward for a little 
investigation into the new models made by 
Pitney-Bowes. Mr. J. Bull will send you a free 
brochure if you write in to 


Pitney-Bowes LTD. 


ee 
WH INCORPORATING UNIVERSAL POSTAL FRANKERS LTD 


175-176 TOTTENHAM COURT ROAD LONDON W! TELEPHONE: LANGHAM 0331 
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SPACE TO 





The original ‘cat’ had nine tails and 
“Space to swing a Cat” is an old naval 
expression dating from Nelson's time. 


LEABAN K LATERAL FILING 


Leabank lateral filing helps to solve the 
storage problem which is almost as 
acute in the modern office as it was in 
Nelson's ships. 


LEABANK LATERAL FILING 


Halves floor space needed for filing 
Twice the filing capacity in each cabinet 
Entire contents visible at a glance 
Available with blind, metal shutter 

or as an open unit 


Leabank Office Equipment Ltd., 
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The lateral filing unit 
without doors or draw- 
ers allows free passage 
where the filing cabin- 
ets block the gangway 


Ask your secretary 


50 Clifton House, Euston Road, London N.W.1. 


Member of the Owen Organisation 
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The shaded portion 
shows the area occu- 
pied by a /aleral filing 
unit, compared with 
two filing cabinets. 


to write today for 


Meila/ three-sided litle 
strips filled with cello- 
phane protector and 
insert. Top linkage 
easily removable, 


literature. 


Telephone: EUSton 1474/6 
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27 boxes of YD Cut Bank in stock— 
and it took about three seconds to count 
them. You can stock-check YD 
Cut Bank so quickly because it's in a 
box. You can handle YD Cut Bank 
so easily—because it's in a box. Every 
sheet of YD Cut Bank stays clean 
and usable—because ditto ditto. 
Choose YD Cut Bank—the fine 
copy typing paper in six colours and 
two sizes. It's in a B-O-X. 


CUT BANK 


in the business-like box 


YATES DUXBURY & SONS LIMITED, HEAP BRIDGE PAPER MILLS, BURY, LANCS 


Compact Efficiency : 


Hada RAILEX 


LATERAL FILING 


Use Railex and you get more than lateral filing—you get a system 
which over 50 years’ experience has helped to perfect. 

Railex saves you valuable time, because the entire contents of the 
cabinet are visible at a glance, and Railex saves money because its 
lateral construction saves floor space. 

If you’re thinking of lateral filing —think of Railex—There’s a 


Railex system for every purpose. 


Write for Illustrated and Descriptive brochure to: 


FRANK WILSON & CO. 


OVER 50 YEARS IN FILING 


HEAD OFFICE: Cross Street, Southport, Lancs. Tel : 57192 
GLASGOW: 141 St. Vincent Street, Glasgow, C.2. Tel: Cen. 1703 
LONDON OFFICE AND SHOWROOMS: 

City Wall House, 84/90 Chiswell Street, London, E.C.1. 
Tel : Monarch 8907 
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‘Why pick * 
on me?’ 


Me, work a printing machine? I can't even put a mincer 
back together. ‘' Don’t you worry about that,” they said 
“This is a Gastelith.’’ And they were right, you know 

it only took a few hours to get the hang of it 

I print some fabulous things, too— colours, photos; 

I never thought it could be so easy. It’s goodbye to 


the old typewriter now; I’m happy with my Gestelith 


A note for the technically minded 

The superiority of the Gestelith is based on G ESTELITH 

simplicity of control. For example, to switch OFFS ET 
from full output to idling requires the move- DUPLICATORS 

ment of one lever .. . the Gestelith automatic . 

controls do the rest. No worries about build-up 

ofink on plate or blanket,although the machine is 

still running.Switch back when you're good and GESTETNER DUPLICATORS (B.S.0.) LIMITED 
ready and take a perfect impression first time. GESTELITH DIVISION 


’ so 210 EUSTON ROAD, LONDON N.W.1. EUSton 3238 
It's uncanny—but it’s true. 
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Miss BARCO says...4 


ooo" | 


FOR EVERY MAKE & TYPE OF OFFICE MACHINE . 











“Just between you and me, of course, when it comes to typewriter 
ribbons BARCO provide the real article. If you'll come a little 

closer I'll tell you about the wonderful variety they manufacture 
from pure silk, nylon, to standard cotton. Ahh! you say your machine 
is a foreign make? Haven't you heard that BARCO ribbons are 
provided for EVERY make of machine?’’ 

Our Miss BARCO would be delighted to advise you on any problem you 
may have. (To do with ribbons, that is) 


WwW. J. RICHARDSON & SONS LIMITED 
BUSH LANE HOUSE, LONDON E.C.4. TELEPHONE: MANSION HOUSE 0826 
and in Manchester, Liverpool, Leeds, Birmingham and Belfast 


WE HAVE BEEN SPECIALISTS IN THE MANUFACTURE OF INKED RIBBONS & CARBONS SINCE !889 


industry reflected in the lens 


benefits in public relations, publicity, selling, 
staff recruitment and training. 


Each in their turn the different facets of 
industry need to be brought into focus to 
clarify the true picture for staff or public. The 
work of Turners’ highly skilled operators has 
already brought profit to industrialists 
throughout the country. 


You are invited to write, ‘phone or call for details. 


Film Productions 


Camera House, Pink Lane, Newcastle upon Tyne, |. 
Telephone: Newcastle 2-539! 
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THINGS 


ARE BETTER 


PUT ON 
EVERTAUT 


This new Catalogue gives you fact- 
packed information on Evertaut 
Shelving and Works Equipment... 
a range that meets your every re- 
quirement, saves space, time and 
money. Write today for a copy to 
keep in your files. 


POST COUPON FOR CATALOGUE 


To: EVERTAUT LTD., WALSALL ROAD 
PERRY BARR, BIRMINGHAM, 22b 


Please send me the new Evertaut Steel Shelving and Works Equipment Catalogue. 
Name__ 


Address 
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4 member 


NORFOLK STREET, 


network of melting shops, rolling 
mills, forging and machine shops, ser- 
vice and administrative departments. 
For efficiency good communications 
are essential. They know this at the 
Rotherham works of Steel, Peech and 
Tozer, a branch of the United Steel 
Companies 

United Steel, and many other com- 
panies both large and small benefit 
from practising Teleconomy. Why not 
follow their example and let Com- 


f the Automatic Telephone « 


LONDON, W.<¢ 


TELEPHONE : 


‘TELECONOMY k 


A modern steel works comprises a vast 


munication Systems explain how 
planned communications can help 
your organisation toincrease efficiency 
and reduce overheads? 


Subscriber Trunk Dialling 

As the G.P.O. plan for subscriber trunk 
dialling is extended so the need for Tele- 
conomy is increased. Under the new system, 
local as well as trunk calls are paid for ona 
time basis and inefficiency becomes even 
more costly. Make sure that in your busi- 
ness, staff can be speedily reached. Start 
practising Teleconomy now! 


| *THE SAVING OF MONEY BY THI AVING OF TIME 


TEMPLE BAR 4506 





tr For more details of any products use the form on page 160 


New Equipment 


Space saving 
with a choice 


The new Ambassador range of 
office furniture has been designed to 
give the greatest possible variety of 
space-saving arratigements for both 
the individual or multiple desking. 
The furniture is made up from stan 
dard basic components which are 
working tops of varying sizes, 
pedestals, storage units and leg 
frames. The main desk and tables 
29in. high with side typing 
surfaces at 27in 

The tops are lin. thick in natural 
sapele mahogany wood veneers or, 
alternatively, in hardwearing mela 
mine treated sapele or formica 
surfaces. There are two types of 
desk pedestal, with three drawers 
or with two drawers. A_ deep 
drawer on metal ball-bearing run- 
ners, suitable for suspension filing 
and in place of standard 
drawers, is available as an extra to 
either style of pedestal. All top 
drawers are fitted with a lock while 
pull-out pin 


are 


two 


reference slides, with 


The basic components 


of the 
These pedestals are 24in 
exterior Side _ pedestal 
‘ E&’ contains five shallow drawers 
and is enclosed by a door fitted with 
a lock, pedestal ‘7L’ contains one 
open shelf and a lower space 
enclosed by a door. 

Other furniture in the Ambassa 
dor range includes two storage 
units and a bookcase. The book- 
case can be fitted on to the top of 
any one of the storage units, so 
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tray insert, are fitted to all 
pedestals 
deep 


making a bookcase /cupboard unit 


The leg frames used throughout this 


extremely attractive and adaptable 
range of furniture are lin. square 
section steel tube 
matt black 


stove-enameincn 
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One for 
the road 


Here is a new miniature transis 
torized tape recorder which is small 


OFNGE 


enough to fit into a coat pocket or 
brief-case and is capable of working 
in any position, yet has the versati 
lity in operation of many of the 
larger machines. 

This lightweight, called 
Clarion 88, weighs only 3lb.—even 
when loaded with batteries—and 
measures just 7ijin. by 4tin. by 
I gin Push-button controls 
conveniently grouped at one end 
for positive finger-tip operation and 
the governed speed of 1{ i.p.s. gives 
a playing time of 1} hours. The 
machine will run for approximately 
30 hours on its three U.11 and 
three U.12 batteries. A mains con 
verter allows the machine to be run 
off the mains supply when required 

Tapes made on the Clarion 88 
can be played back on any other 
machine having a tape speed of 
1{ i.p.s. by using an adaptor which 
is supplied with each machine. This 
adaptor is mecessary since the 
spools for the ‘88° are specially 
made so that they will not slip off 
their spindles even when the 


the 


are 


machine is held upside down. A 
safety interlock is fitted to prevent 
accidental erasing 

The unit is available with a range 


Fits the pocket or brief-case 


of accessories, lightweight earphone 
and stop/start foot pedal for 
secretarial use, and a _ telephone 
adaptor which makes it possible to 
record both sides of a telephone 
conversation. 

For completely mobile recordings 
a remote control switch and a tiny 
lapel microphone are available as 
optional extras 
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Keeping a check 
on data 
Known as the 4// Check Digit 


Verifier an electronic device sim 
plifies the preparation of computer 
input data. Used with any kind of 
tape- or card-producing equipment 
it automatically checks account 
numbers or reference numbers 
before they are punched, so elimi 
nating the trouble and expense of a 
separate verifying operation 

The unit is particularly useful 
where tape is produced by an auto- 
matic punch coupled to an ordinary 
adding / listing machine This 
equipment has the advantage of 
providing a ‘hard copy’ record of 
the data for immediate reference. 

The 4// is virtually a miniature 
computer, built into a small sealed 
box which can be placed on or 
beneath the adding machine stand 
In operation every number is veri- 
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Most versatile copier of all! 
Bandavelop ‘Book Twin’ copies 
practically any original on paper, 
irrespective of colour, from 
single page letters to extracts 
from thick books. 
Perfect, non-fade, black on white, 
legally-acceptable copies, in 
seconds, in your own office! 
(Prices from £57-10-0) 


Before you buy a 
PHOTOCOPIER 
ask to seea 


Bandavelop 


FOR FURTHER INFORMATION POST THIS COUPON TODAY: 








Please send me details of the following Business Automation Equipment 


Modern Duplicating Methods 


ON-THE-SPOT 
SERVICE 


from 8 & A branches 
in principal towns 


Business 
AUTOMATION 


—<at its best! 


cL 


Systems Machines Name 
Visual Controt Charts 

Photocopying Equipment | Position 
Calculators | 

Standard and Portable Typewriters Firm... 
Adding Machines 

Book -rkeeping Machines | Address. 
Ma:|-Room Equipment 

Addressing Machines 

Banda Supplies 


BLOCK & ANDERSON 


Head Office: Banda House, Cambridge Grove, Hammersmith, London, W.6, 


Telephone: RiVerside 4121 (20 lines) 
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fied automatically before it is 
actually punched into the tape. If 
an item fails the punching operation 
is suspended and a warning light 
comes on. The unit employs the 
‘check digit’ system of verification 
which is often written into compu- 
ter programmes. This means that 
every account number or reference 
number includes a final check digit 
representing the result of certain 
predetermined calculations on all 
preceding digits. 

The 4/7] can be used with any 
kind of keyboard equipment—cash 
register, adding machine, bookkeep- 
ing machine or accounting machine. 
It works equally well with punched 
paper tape or punched cards. 


Enquiry Ref. No. 06/3 


A new look 
in filing 

Bringing a new look to the tradi- 
tional styling of the lever arch file 
is the Merit, a file which is strong 
and colourful. Basically the same 
shape as the traditional file, the 
Merit has a number of interesting 
new features. 

It is made in a welded P.V.C 
case which is washable and permits 
a wide colour range. The case is 
extremely hard wearing and does 
not require the protective metal 
edges which are liable to mark 
desks or scratch bookcases and 
shelves. The face of the file is 
fitted with a clear plastic index 
pocket into which title slips can be 





Smart and harcwearing 
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inserted and kept clean. These title 
slips are printed in the same colours 
as the files to assist colour coding 

a feature which ensures that the 
file is kept in the correct position. 

The conventional-type nickle- 
plate 8cm. mechanisms are used and 
each has an A-Z index 
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Drum lighting 
for efficiency 


A new range of drum lighting 
fittings is now available for ceiling 
or wall attachment which can 
be fixed individually or in groups 
of up to nine lights. They are 
from Sin. to 18in. dia. and for use 
with 40 to 200 watt lamps 

The units are equipped with a 
diffusing louvre made in opal urea 
formaldehyde which has a high 
light transmission, will not dis- 


Attractive ceiling fitting 


colour or attract dust and will 
withstand high temperatures. The 
concentric design gives good down- 
ward illumination with a cut-off 
of 45 deg. to screen the lamp from 
the normal viewing angles. 

The drums are finished in a stan- 
dard range of stove-enamelled 
colours, while the other metalwork 
and mountings are in satin silver. 
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Decollating carbons 
with speed 


Where continuous one-time car- 
bon sets are used it is generally 
necessary to remove the one-time 
carbon after the forms have been 
processed by the printer. In order 
to make the operation of carbon 
removal simpler and speedier this 
high-speed decollator has recently 
been developed. 
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Requires minimum space 


Suitable for forms up to 12in. 
deep and operating at a speed of up 
to 300ft. per minute with a variable 
speed contro! the unit is extremely 
simple to operate. Forms in con- 
tinuous length are drawn up by 
abrasive rollers and. the carbon 
paper is fed through a split roller 
which can be easily detached for 
clean carbon disposal. One carbon 
is removed during each run of the 
decollator and multi-part sets are 
decollated by subsequent opera- 
tions. A four-part set would be 
broken down into two-part sets 
and each two-part set then broken 
down into a single length of 
continuous forms. 

Ideally suited where floor space is 
at a premium this decollator 
occupies an area of only Isq. yd. 
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Getting 
it taped 

Two new desk and counter dis- 
pensers have been produced for use 
with the Jiffytape range of cellulose, 
viny! and write-on tapes. Both are 
suitable for tapes up to lin. width, 
but the larger model, No. 59, is 
designed to dispense tapes on 3in. 
centre cores in 72yd. rolls. The 
smaller model, No. 60, is intended 
for use with tapes on lin. centre 
cores in 36yd. rolls. 

The dispensers are attractively 
finished in two-tone grey and 
maroon plastic. They are weighted 
for firmness and mounted on a 
durable rubber mat to prevent slid- 
ing and to protect desk surfaces. 

Both dispensers are fitted with a 
steel cutting blade which enables 
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cellulose and vinyl tapes to be cut 
to the required lengths for all seal- 
ing and packaging operations. If 
used with write-on tapes they pro- 
vide an effective and speedy 
marking method. 


Enquiry Ref. No. O6/7 


Stencils go to the 
top of the form 


Aimed at reducing the cost of 
addressing multiple shipments or 
mailings by eliminating labels the 
Weber Tab-on is a technique where 
the address is touch stencilled on to 
the envelopes, cartons or wrappers. 

Business forms are supplied with 
the Tab-on stencil in place and the 
action of addressing the documents 
by typewriter, tabulator, or tele- 
printer cuts the stencil. A layer of 
carbon paper beneath the stencil 
transfers the address to the forms. 

When the items are ready for 
despatch or mailing the stencil is 
detached from the documents and 
slipped into a small hand printer. 
Using a simple hand movement 


the carbons are touch-stencilled 
with the address—a faster action 
than gluing on labels. Each stencil 
is capable of making several 
thousand impressions and _ the 
characters are quick drying and will 
not smudge or fade, neither are they 
affected by moisture. 

Where it is inconvenient to raise 
the address stencil at the same time 
as the documents an alternative 
type of stencil can be supplied. 


Stencils clearly and permanently 


These are in a continuous length 
attached to a backing sheet which 
is marginally punched for feeding 
through tabulators, etc., they can 


also be friction fed on typewriters. 
After the initial writing operation 
they are used in the same way as 
Tab-on stencils. 

Enquiry Ref. No. O6/8 


On call 


from Sweden 

Smart Swedish design and quality 
sound reproduction are the main 
features of a new range of inter- 
com equipment which is battery 
operated and simple to install. The 
master units are powered by 9-volt 
dry batteries and the range between 
stations is approximately 2,000yds. 

using a cable link 

The smallest system of the range 
consists of the standard 7-5S—one 
master and one sub-station—-which 
can be extended by a further three 
sub-stations as required. For 
a slightly wider network the T-6 
provides full intercommunication 
for up to six master stations, with 
all stations in direct communica- 
tion. The third system, the T-/0, 
controls up to nine sub-stations 

A wide range of ancillary equip- 





Consultants 





themselves skilled in sales work 


SALES DIRECTORS 
FINANCE DIRECTORS 
PRODUCTION DIRECTORS 


all tend to think, from time to time, that theirs is the most important department of the firm 


It goes without saying that they should be members of a team, but probably at the moment 


THE SALES DIRECTOR 
his 
some claim to primacy. 


and executives have 


A sales executive good enough for the best companies, large or small, is difficult to find but our 


just as we can the other members of the team 
SENIOR STAFF CONSULTANTS LIMITED, 


7 Cork Street, London, W.1. 
(Telephone REGent 2731) 


can find him, economically and expeditiously, 
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MODERN TELEPHONES 


for every inter-communication need... 


Modernphones have the complete answer to every 
intercommunication need - from a simple two- 
point telephone system, to a Private Automatic 


Exchange system. 


Whatever your inter- 


communication problem, why not make it ours? 
Just ask your secretary to drop us a line — there’s 


no obligation, of course. 


Private Automatic Exchange systems 
from 20 to 10,000 lines. 


Loudspeaking Master Stations with direct key call- 
ing for up to 20 extensions and dialling for all others. 
Dial instruments each fully inter-communicating 
with the others. 


Push-button systems for up to 20 lines. 


Loudspeaking Master Stations for executives, with 
direct key calling to extensions. 

Push-button instruments fully inter-communicating 
with each other. 


...and for Staff Location and Time Control 


MODERN TELEPHONES (Great Britain) Ltd., Dept. B1, 
90-91 Tottenham Court Road, London W.1. Telephone: Museum 9192 


MODE RNPHONE 


JUNE, 1961 





Putting your House Style in order? ) 


This Spicers book deals with the first steps to- 

wards creating a House Style of your own—good S PIC |. RS 
design applied to everything, from business 

stationery to delivery vans and factory signs— - 
that can help to give a consistent quality repre- 

sentation of a company to its customers. Plus Fabric 
The book shows, too, with actual printed exam- 


ples, how much is gained in quality, how much PAPER AND 


saved in cost when a single range of good papers 


Spicers Plus Fabric—is chosen for every ENVELOPES 


Stationery item. 


of this most helpful Spicers book—on 


Wri vour business letterheading, please, to 
ue fi or @ copy Spicers Limited, 19 New Bridge Street, 
London, EC4. 


BRANCHES THROUGHOUT BRITAIN - ASSOCIATED AND SUBSIDIARY COMPANIES ALL OVER THE WORLD 
vawln 78 
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Contemporary design 


ment is available with the systems, 
including loud-hailers with two-way 
talk facilities and noise-reducing 
microphones. The fully adjustable 
amplifiers incorporated in_ the 
equipment provide the extremely 
high output which enables the 
system to be used for paging pur 
poses under noisy conditions 
Enquiry Ref. No. O69 


Paperwork 
eliminated 

Well-designed and safe to operate 
this Fordigraph heavy-duty paper 
shredding machine reduces papers 
of any size or thickness to unread 
able strips only vein. or 1 32in 
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wide which is converted into easily 
disposable paper wool 
The cutting knives, which cannot 


be readily reached by the operator, 


are of hardened steel, self sharpen 
ing and are not affected by pins, 
staples or paper clips. But if jam- 


Tidy and easy to operate 


OFFICE continued 





ming should occur through over 
loading, the motor automatically 
cuts out and a switch reverses the 
cutting knives. The machine is 
operated by a single lever and has 
a shredding capacity of 600Ib. of 
paper per hour, the strips falling 
directly into a detachable poly 
thene bag. 

The machine is very compact, 
measuring 16in. wide by 1Sin. deep 
and 10in. high, and it weighs 
approximately 83 Ib. 


Enquiry Ref. No.O6, 10 


Clear and 
easy marking 

The Speed-Neat self-inking mark 
ing pen provides an efficient means 
of free-hand marking on all kinds 
of packages, easily, quickly and 
distinctly. 

It will write like a fountain pen 
on wood, burlap, canvas, cardboard 
and metals, leaving a marking which 
is both clear and permanent. The 
pen has a strong metal casing and a 

‘sin. felt nib, which can easily be 
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The GLOBE WERNICKE range of 
desks and tables has been designed 
for the modern office. 

The standard finish on all desks is 
Sapele Mahogany. The typist desk 
top is faced with dark grey lino. 
DESIGNER: NIGEL V. WALTERS, F.S.1.A. 
Sen. Executive Desh, 84°x 30° £58.1.0 
dun. Executive Desk, 60" x 30° .£A3.5.8 
Typist Desk, 48° x 24" «0.0.00. M2T M48 
Conference Table, 78°x 36". 229413 
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Freehand marking 


replaced when necessary. The total 
length of the pen is about 9in. 

The marker is supplied as part of 
a set comprising one marker, 12 
spare felt nibs, and a gallon of 
indelible black marking ink. It 
should prove considerably useful to 
any postal department or stores 
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Air conditioning 
under control 


A unique multi-room air-condi 
tioning system, called Airad, 
provides fully automatic and per 
sonally regulated air conditioning 


The unit can be suitably adjusted 
for all conditions, giving a choice 
of either heating or cooling. 
Designed to be used in multiple it 
circulates purified air and extracts 
excess humidity. 

The installation and running cost 
are surprisingly low with this unit 
which is produced for built-in, 
through-the-wall, installation. In 
new buildings the cabinet is fitted 
when construction begins and the 
rest of the unit is fitted as the 
structure nears completion. In 
existing buildings the wall cabinet ts 





Regulated for all conditions 


placed after the necessary hole has 
been cut through the wall. 

For heating the Airad uses steam, 
gas or electricity for circulating hot 
air, while electricity is used for 
cooling and other’ air-conditioning 
functions. Attractively finished, 
the unit is ideal for office buildings. 
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Sitting 
pretty 

Designed for the maximum com- 
fort and to blend with most 
contemporary stylings is the new 
Alverstone range of office chairs, 
it comprises a revolving/tilt arm 
chair, a plain armchair and a side 
chair. Made of either mahogany 
they upholstered in 
vynide, moquette or hide 

A notable feature concerns the 
revolving /tilt chair which is fitted 
with a torsion bar action. With 
this spring-balance action the point 


or oak are 


of balance is high and close under 
the chair seat, requiring the mini 


WAYS TO RECORD with tne 
‘RELIANT’ MICROFILMER 





The ‘Recordak’ Reliant Microfilmer gives you a choice of 3 
recording methods and 3 reduction ratios. 


@ STANDARD . . Documents are recorded on the full width 


of the film. 


@ DUPLEX..... Front and back of each document are 
recorded side by side. 

@® DUO .....«+. + Documents are recorded down one half and then 
up the other half of the film. 


Duplicate films can be made by exposing two rolls of film 


simultaneously. 


The ‘Reliant’ Microfilmer also features a precision feeder, 
and for further operating ease, an eye-level stacking tray. 
For quick reference to microfilm the ‘Recordak’ 
Industrial Reader is available. Write for details to: 


=RECORDRK 


1-4 BEECH STREET. LONDON, €.C.1 


tl PETER STREET, MANCHESTER, 2 
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DIVISION OF KODAK LTD. 


TEL: 
TEL: 


METROPOLITAN 0316 
BLACKFRIARS 6384 


“*Recordak’ is a registered trade-mark 
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putting 
in 
lateral 
filing ? 


«++ you can put litera'ily thousands of files into 
one FLEXIFORM Master Unit 


Flexiform Office Equipment has been designed to 
meet requirements for filing and storage accommodation in 
the modern manner. Its keynotes are: Flexibility, Adaptability, 
Saving of Floor Space. Flexiform Office Equipment consists of : 
Steel Master Units of uniform dimensions, supplied 
with lockable roller blind, folding doors or 
open, designed to ace ommodate aw ide range of 
Components such as Filing Rails, Shelves with 
movable dividers, Card Index Drawers, Pigeonhole 
sections, Pull-out Desk Top, Stationery 
Dispensers and many others . Every Unit can be 
reconstructed to meet new requirements, 
Filing Systems : It is possible to have a 
choice of the following : Pocket type, Howk-on, 
Linked Lateral, Suspended, Flexishelf Lateral 
One master unit can provide up to 7 tiers of 
filing, equivalent to almost 3 four-drawer filing 


cabinets. These Systems can be used in combination 


or in conjunction with other components 
Flexiform takes the brake off O. & M it allow- 
instant adjustment to changing needs. Flexiform 
and Flexiform alone can provide the tailor mad 
office ; Equipment ready for change at a moment's notice; 
100°, space utilisation 


*taterally ' ideal for filing 


FLEXIFORM 
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REQUEST 
FORM 


To 

THE TAN-SAD CHAIR CO., 
(1931) LIMITED 

Lincoln House, 296-302, High 

Holborn, London, W.C.!. 


To ALL EXECUTIVES 


Another Unique Tan-Sad Offer! 


Please deliver to the address 
below, without obligation on 
our part, one Tan-Sad Execu- 
tive chair on one month’s free 
trial. 


Executives can enjoy entirely at our expense the rare comfort of 

another Tan-Sad Executive chair, for a trial period of one month. 

PLEASE SIGN 
AND ATTACH 
you have experienced the comfort and sense of physical TO YOUR 
BUSINESS 
HEADING 


This unrivalled offer is made with the conviction that once 


well-being that come from scientific Tan-Sad seating, you SIGNED 


will be loath to part with this executive chair. 


If you are not entirely satisfied at the end of the trial period, : 
8 


ae & = » | 
BUSINESS 


we shall take back the chair — but how you will miss it! 





mum movement for maximum tlt 
without the danger of 
balancing. The degree of torsion 
can be adjusted by turning a small 
handle at the side of the chair. 
The height of this chair can be 
simply adjusted and set at any 
height from 16+4in. to just over 20in 
Enquiry Ref. No. O6/13 


Partitioning for 
modern offices 


Providing maximum flexibility 
with good contemporary design is 
the new BW modular partitioning 
The framework of the partitioning 
is mahogany, the standard finish of 
the panels being plastic finished 
cloth, alternative finishes being 
formica, timber veneer or paint. 
Either single or double glazing may 
be used. 

The building panels are l{in. 
thick and may be obtained in a fire 
resistant grade. Veneered plywood 
solid core doors with plastic var 
nish complete the partition. 


over- 


{1l-Electric 
Model 96 


PROTECTOGRAPH CHEQUE SIGNERS 


HALSBY & COMPANY LTD., ROOM 45, 52 DEAN ST., LONDON, W.1. 
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The partitioning is casy to erect 
and take down, therefore making 
the matter of planning and re 
planning offices relatively simple. 
In addition, the partitioning has 
the merits of providing positive 
sound insulation, particularly when 
double glazing is used, and may be 
adapted to meet fire regulations for 
all types of buildings. Special 
consideration has been given to in 
corporating electric wiring systems 
within the partitioning. 

The partitioning is attractive in 
appearance and _ provides an 
imaginative new approach to the 
effective partitioning in modern 
buildings. 

No 


Enquiry Ref 06/14 


Typing 
in comfort 

The Cityline office chair is 
styled to suit offices of all types, 
contemporary or traditional. It 
features a unique three-way ‘ flexi- 
bak” rest, which gives complete 
freedom of movement to the typist, 


OFFICE continued 





and automatically returns to the 
central position after body pressure 
is released. 

An easily accessible tommy-bar 
controls the rake of the back and 
enables this to be set permanently 
in any position with the minimum 
of pressure and complete security 
against slip; the back may be 
adjusted while the chair is in use. 

Other important features of the 
Cityline include full height adyjust- 
ment I6in. to 2lin., all-metal 
quadrant footing giving maximum 
floor coverage within the over-all 
seat dimensions, rubber ring pro- 
tectors to guard against shoe 
scuffing, moulded latex foam 
cushion seat and back on ‘air- 
cushion ’ thermoplastic frames and 
thermoplastic fairings in attractive 
washable pastel shades to ensure 
constant smartness. 

The Cityline, which sets a new 
high standard in office seating com- 
fort, is available in a range of 
attractive shades. 

Enquiry Ref. No. 06/15 


D’YOU REALLY 
ENJOY 


SIGNING CHEQUES? 


Ot course not 
should he have to 


no busy executive does. 


Nor 
it’s a job for a modern 


machine that signs with ease, speed and 


absolute security 


just the job for the Protecto 
graph Cheque Signer 


With a Protectograph, 


not only can you save precious executive time, 
but cheques are signed faster with 100 per 


cent proof 


against 
indelibly printed in perfect facsimile. 


forgery. Signatures are 


Ever 


seen a Protectograph eat up the work? Just ask 
for a demonstration or for illustrated literature 


to prove to 
organization 


you 


their value to your own 


Hand-operated 
or all-electric 
models available 


GERRARD 4163 
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“What have you done about a 


b 


fire alarm system, John?’ 


“ Simple — [Pve given 


the job to Gents...” 





GENTS: ire alarms — don't give fire a chance! 


OF LEICESTER 


Experience counts ... Gents have had over sixty years in 

the fire alarm business and make equipment ranging from simple 
manually-operated systems complying with the Factory Act 

to comprehensive detector systems, approved by the Fire Offices’ 


Committee, that give the alarm automatically — day or night. 


GENT & COMPANY LIMITED « FARADAY WORKS - LEICESTER - London Office and Showroom: 47 Victoria Street, London S.W.1. 


ALSO AT BIRMINGHAM * &RISTOL EDINBURGH GLASGOW NEWCASTLE BELFAST 


136 BUSINESS 











vr For more details of any product use the form on page 160 
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Taking some of the waste 
out of brazing 


How to control heat wastage in 
brazing operations has never been 
satisfactorily solved. The hump- 
back conveyor goes some way to 
provide an answer 

Two furnaces are available for 
temperatures up to 1,000 deg. C. 


and 1,150 deg. C. respectively. They 
are suitable for bright heat 
treatment processes and brazing, 


particularly of special alloy steels 
The of the arched furnace 
reduces atmosphere consumption by 
50 per cent, while the use of high 
grade refractories, backed by a 
strong wall of heat insulation in 
the furnace chamber, keeps heat 
losses to a minimum. The variable 
speed conveyor permits a greater 
temperature range and a_ wider 
choice of protective atmospheres. 


use 


Furnace temperatures are con- 
trolled automatically 
Enquiry Ref. No. W6/1 


Materials handling 


in tight corners 

One way to increase productivity 
is by efficient materials handling. 
Among a wide range of machines 





No more broken backs 
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available for lifting, tipping and 
carrying are a series of pedestrian- 
controlled electric trucks which 
operate with ease in confined areas 
or on floors where heavier trucks 
would not be practicable 

All very manceuvrable and 
have a special safety lock on the 
handle. Low-lift pallet, fork-lift 
capable of stacking to a height of 
12ft., a tractor model for pulling 
heavy loads, and low-lift platform 
are among the models. 


No 


are 


Enquiry Ref W6/2 


Making the punch 
go further 


Damage to dies will be reduced 
by the use of an electronic con 
troller which continuously monitors 
power operations. It is 
designed to protect the dies, the 
punch and the entire power press 
from damage caused by non- 
ejection of metallic components. 
Ihe unit can be fitted to most types 
of power presses 

Ihe control unit is a_ high- 
frequency oscillator and is connec- 
ted to a detector head (a range of 
which are available) which is 
disturbed by nearby moving, 
metallic components. This causes 
the press control circuit to be 
disconnected and the press stops. 


No. W6/3 


press 


Enquiry Ref 


Lubrication without 


contamination 

Dry lubrication is sometimes 
important where parts are subjected 
to extreme temperature or pressure. 
A new coating is useful for solid 
lubrication both during running-in 
and where operating conditions are 
particularly severe. It can be 


1S, POTEET 


applied, by brushing or dipping, to 
metallic or non-metallic surfaces. 
A dry film coating is particularly 
valuable where risk of product 
contamination by conventional 
lubrication cannot be tolerated. It 


is colourless, non-toxic and free 
from taste or smell. 
Enquiry Ref. No. W6/4 
Shelving a problem 
in space 
Shops, stores and _ exhibitors 


should find this range of shelving, 
gondolas, impulse units and display 
dumps useful. The shelves are of 
three standard lengths up to 4ft. and 
of five different widths. They can 
be adjusted as required. Grilles and 
divisions can be fixed to provide 
special displays or bins. 

They are constructed of nickel 
chromium-plated steel. Erection is 
possible with non-skilled labour 

Enquiry Ref. No. W6/5 


Quick way to 
deal with cases 

A carton opener and _ staple 
remover are essential tools in any 
goods - receiving department. The 
opener will cut any kind of card- 
board or corrugated container 





Cartons opened in seconds 
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but their output is amazing ! 


Wasn't always like that, mind you. At one time the amount 
of paper work was growing so fast we couldn’t keep pace. But Primus 
Continuous Stationery solved the problem. 





— There is a 
I rimus man 
in your area 
who will be 
glad to show 
you, in your 


Our girls now turn out in 2 hours what took them 3 before, and 
they don’t make so many errors. According to the Primus man a 
typist spends more than half her time collating sets of forms, 
inserting carbons and putting them into her machine. “ Primus oe alien 
cuts that out,” he said, “ and enables them to spend all their time how Primus 


doing what you pay them to do—type.” Reckon he was right. Continuous Stationery can 
solve your problems. 











What specially tickled me, though, was that there was no capital 
expenditure—we’re still using all our original machines. 


PRIMUS « mxoouct or CARTER-DAVIS LID. 









continuous stationery 20 QUEEN ELIZABETH STREET, LONDON, S.E.1 
° Telephone HOP 5344 (5 lines) 


BRANCHES IN 
BELFAST BIRMINGHAM BRISTOL CRAWLEY : DUBLIN * EDINBURGH GLASGOW *: LEEDS * LEICESTER LIVERPOOL MANCHESTER NEWCASTLE 
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within seconds. Made of tubular 
steel with an easy-grip handle, it 
has a tempered cutting blade set 
between free-running steel wheels 
These automatically regulate the 
depth of the cut when the tool is 
drawn lightly along the seams of 
the carton. There is no servicing 
or maintenance, and renewable 
blades are easily fitted. 

The staple remover is a com 
panion tool of the above and is 


similar except that a steel hook 
takes the place of the blade 
Placed underneath and levered 
back, the strongest staples are 
removed 
Enquiry Ref. No. W6/6 

Magnets speed the 
sheet-work 

This sheet floater should help 


punch press operators who find the 
job of separating thin oily steel 
sheets difficult The unit has 
powerful magnets which create 
magnetic fields in each sheet, so 
that they are separated widely 
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Flick the sheets 


enough for the top sheet to be 
removed easily by hand. 
A wide variety of shapes and 


sizes can be handled up to a thick 


ness of about 12 gauge With 
large rectangular sheets floater 
units are concentrated at one 
corner 

Enquiry Ref. No. W6/7 


Stops water wastage 

Much of industry is using water 
as an integral part of the produc 
tion process. A greater check is 
now possible with the latest range 
of full-flow water meters. Four 
sizes can handle flows from 800 to 


a 





EVERY DEPARTMENT 
AT YOUR FINGER TIPS 


The Dialled Despatches pneumatic carrier tube system, tailor made to 


answer; your specific requirements, brings the whole firm to your finger 


ups 


to be transferred manually can now be sent to any part of a building in 


a matterZof seconds at the turn of a dial. For speed and efficiency 


install Dialled Despatches 


THE GREEN, GOSPORT, 
HAMPSHIRE Te/: GOSPORT 80221 /5 


Regd Office: LIVINGSTONE HOUSE, |! CARTERET ST., BROADWAY, LONDON, S.W./ 


Documents sample files, punched cards, etc 


, which usually have 





200,000 gallons an hour, and have 
simple two-bolt joints for 
installation in any pipeline 
The whole assembly can be easily 
removed for inspection and testing 
by removing only two bolts. It 
can be used with a wide variety of 
indicating and controlling devices 
Enquiry Ref. No. W6/8 


Casy 


Security for goods 
—and wages 

A dual-purpose van for carrying 
money and general goods should 
help meet the requirements of the 
business which needs security in 
transit without high cost It is 


fitted with an alarm system oper 
the 


ated from driver’s cabin or 












Tel : WHitehal!l 3633 
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ROTAPRINT RANGE NOW EVEN MORE VERSATILE ! 


See for yourself at our 
| new showroom 





it’s EASY 

TO GET TO ROTAPRINT 
The Rotaprint factory is two minutes 
walk from Queensbury Station on the 


Bakerloo Line. You can be there with- 
in half an hour of leaving London 





A spacious new showroom is now open at the 
Rotaprint factory in Queensbury. 

Anyone interested in Rotaprint economy 
and versatility is cordially invited to visit us 
to ‘ook at the extended range of machines, 
see their robust construction and fine finish, 
examine the variety and quality of the work 
they turn out. And you can combine your 

NEW! visit with a tour of the works at the same time. 
THE R3 

‘ eres Make a date now to pay us a visit—we 
The latest in the Rotaprint range. Chain delivery makes it inval- - ae . 
uable for handling a wide range of paper, card or poor bodied shall be delighted to see you. 
lightweight papers, the sheet is under complete control from All British-built Rotaprint machines are 
stack to delivery. Printing Area 17}" x i3°. Speed up to 6,00 
impressions per hour simple to operate, easy to maintain, and 

covered by an after sales service which has 
R 7O A compact and simply operated classes of work from simple single 


machine covering every duplicating colour stationery to superimposed been built up on the experience of 34 years 


requirement and a wide range of print colour half tone. This machine is . = . 

ed stationery, folders etc. Maximum also available as a systems model in the business. 

printing area 13° x 8)" enabling sets { documents to be 

produced. Printing area 13° x 94" 

R 20 Although simple in operation 

the R 20 embodies all the latest tech 

nical developments—fully automatic R 30/90 Uses practically any 

suction streamfeed and inking. Print weight or quality of stock from bank 

ing area 17° x 23)" papers to 6 sheet board, and is capable 
of the finest quality full colour work 

R40/80 A small machine with Slits, scores, numbers, perforates 

tremendous capacity. Will take all Printing area 17)" x 13° 


ROTAPRINT LTD - ROTAPRINT HOUSE - HONEYPOT LANE - LONDON N.W.9 - Tel: COLindale 8822 (12 lines) 


SHOWROOMS IN BIRMINGHAM, BRISTOL, GLASGOW, LEEDS, MANCHESTER 


R36 
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WORKSHOP Factory security central screens, one man can keep 


by TV watch and raise the alarm when a 
within the van. The driver's com break-in is attempted. — 
partment is shielded by a steel sheet Closed-circuit television is now Each installation is individually 
partition at the back and all win. even easier to use for factory designed according to problems of 
dows are protected by steel bars, S€curity. With concealed cameras size, shape and location of 
making entry impossible. watching the breaking-in points buildings. 

Inside the van are two metal 294 the picture monitored on Enquiry Ref. No. W6/11 
security locks fastened into a 
frame. Each one can carry 
£10,000 in pay packets. 
Enquiry Ref. No. W6/9 


Cleaning without 
damaging 

Sterilization has always been a 
big problem, because a good 
cleansing substance often damages 
containers used. A new non 
dusting and non-caking powder is 
of use to the food and drink 
industries 

Cleaning and sterilization are 
possible with one wash where 
contamination is light. In some 
instances the substances can be 
used as a combination cleaner. 
sterilizer and bleach. 


Enquiry Ref. No. W6/10 
Eye on all danger spots 
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Beanstalk trays, on the up and up, clear 
desks of clutter, smooth ruffled tempers 
and reduce mental wear and tear. Use 
them on the desk, beside the desk and 
on the wall. Add extra tiers-in seconds 














pet plpstrtterte er re hey 


To BEANSTALK SHELVING LTD~ CHICHESTER - SUSSEX , 
2-tier 21/7 3-tier 34/6 Please let us know where we can get them l 
4-tier 47/5 5-tier 60/4 Name 
Stand 16/6 ~ Wall Brackets 3/- pr. 


Firm .. 
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Plastic welding 
for everyone 


A plastic welding machine suit- 
able for handling many diverse 
operations has recently been intro- 
duced. Although designed to meet 
the demands for a smaller general 
purpose machine, it is quite capable 
of standing-in for the larger 
machines. 

It has a power rating of 1kW. 
and uses high-frequency current. 
The incorporation of stabilized 
metal rectifiers reduces valve wear. 
No warming-up period is necessary 
and work can proceed immediately 
it is switched on. It has an over-all 
height of 64in., table height and 
width of 33in., depth of 14in. 


Enquiry Ref. No. W6/12 


Farming on a 
table-top 

Many businessmen run farms, 
large or small, to ‘ get away from 
it all’ during leisure hours. They 
can now plan various changes to 
their land on a table-top without 


getting their feet wet or muddy. 

Contained in an occasional table 
is a large-scale plan, specially 
‘tailored’ to the farm or estate. 
Field mames—or numbers as 
required—are clearly marked on 
the plan together with acreage and 
Ordnance Survey reference num- 
bers. An enlarged plan of farm 
buildings is inset. 

Forming an integral part of the 
table-top, the plan is_ readily 
removed and when reversed, dis- 
plays a medium-scale map of the 
district surrounding the property. 
A concealed drawer provides space 
for farm data and contains a set 
of six smaller scaled copies of the 
farm plan for marking up cropping 
records and other projects. 

When not required for planning, 
the table can be used like any 
other. 

Enquiry Ref. No. W6/13 


Handling loads 
with safety 

Many objects which have to be 
manhandled are dangerous no 
matter how much care is used. A 
new lifter provides a safe and com- 
fortable method of handling 
various awkward objects and saves 


trapped fingers and cut hands. 
It handles flats, channels, angles, 
tubes, rounds and ‘H’ sections. A 
variation of the same _ design 
handles timber, sacks and other 
products. The lifter is of all steel 
construction and has an anti 
corrosion finish. It has a lifting 
capacity of 160 lb. and is capable 
of pulling 340 Ib 
No 


Enquiry Ref W6/14 


Seven jobs 
in one go 

One woodworking machine can 
perform seven operations with 
precision: planing, thicknessing, 


problem solved! 


The problem of where to put those hats and coats can be 
solved in a neat and tidy way if you install vALOR Stee) Clothes 


Lockers. 
are designed to last for years. 


Robust and smart, VALOR Steel Lockers 
Valor make them that way! 


¥ First class quality throughout—yet cos: only a fraction more 
than low grade lockers! ye Standard size 72” x 12” x 12". 


¥ Available in single, double or triple units. 
with hat shelf and two clothes hooks. 


Each locker fitted 
%& Six lever locks. 


STEEL CLOTHES LOCKERS 


Small spaces too! No end of uses for these Valor Small 
Steel Cupboards. Measure 36” x 18” x 12° 


THE VALOR COMPANY LIMITED 


v 


Write for iliustreted brochure to: Dept. PM/3 


Bromford - Erdington, Birmingham 24. 
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Systemize your paperwork with a 


lle” COPYING MACHINE 


£79 buys the Thermo-Fax “‘Courier’’ — £ for £ the most versatile office machine in the world! 

It’s ‘Black Heat’— invisible, low-frequency heat waves | up to brief size, written or typed, printed or drawn, in 
that gives a Thermo-Fax Copying Machine pheno $# seconds flat. More. In 4 seconds they produce an 
nenal speed and cleanliness. And ‘Black Heat’ enables itemised, addressed statement that needs no checking. 
t to go far beyond simple copying and do a host of Or 39 labels on perforated, gummed paper, because 
ther time- and labour-saving jobs. Thanks to ‘Black ‘Black Heat’ works without messy chemicals, fluids or 
Heat’, Thermo-Fax Copying Machines are perfectly | powders. No wonder go-ahead offices are taking over 


lean and perfectly dry. They copy almost any page 1,000,000 Thermo- Fax copies per day! 


Thermo- 


REGO TRADE MARK 


THE ONLY ‘BLACK HEAT’ 
COPYING MACHINES 


SO SS SS A A A AS A A A NE ce mt 
MINNESOTA MINING AND 

MANUFACTURING COMPANY LTD. 

3M House, Wigmore Street, London, W.1. 


Please send details of the Thermo-Fax 
all-electric, all-dry copying machines. 





produces reproduces 


a statement, 39 gummed an enquiry, a quotation, 


POSITION 


labels, a ‘Short note reply, a specification, a legal 
a receive note document 


COMPANY 


and hundreds more IN JUST 4 SECONDS ADDRESS 











ANOTHER 


r 
! 
| 
l 
1 
I 

A Thermo-Fax copying machine 1 name 
l 
i 
1 
1 
| 
B 


Thermo- Fax’ and ‘Courier’ are registered trade marks of the 
pROOUCT Minnesota Mining 4 Manufacturing Company LAd 
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here s new 
efficiency 


for your business 


Smoother... faster... these 
AEI ‘efficiency aids’ 
really streamline your business 


activities. You can rent 


them or buy them 


outright. Send now 


for the handy comprehensive 
booklet. 


right: 
Push-button Telephones 
Public Address Loudspeakers 


‘Intermatic’ Systems 


Callover Telephones 


The Herald-a-phone 


is the simplest and most 

immediate way of getting in 

touch with staff. Just lift 

the handset, press the 

button, and ask 

for the person 

- required. It will be 
CALLING MR.WRIGHT | broadcast through 
j all Herald-a-phones, 
" and the reply will 

come back to you 

—privately. 


Telecommunications Division 


Private Telephone Department 

3 Avon Trading Estate, Avonmore Road, 
West Kensington, London, W.14 
FULham 9471 





TAG) 103 3475 


WORKSHOP 


mortising, spindle moulding and 
with attachments—sawing, tenon- 
ing and blade grinding. 

It can handle heavy loads and 
enables all operations to be carried 
out without any change of com- 
ponents. Power is from a 2 hp. 
motor. Weight is 600Ib. 


Enquiry Ref. No. W6/15 


Simple hand pump 


More rapid emptying of liquids 
is possible with a non-corrosive 
hand pump made of plastic. Hand- 
operated, with a bore of I}in., it 
can discharge three gallons of 
water per minute with a stroke 
length of 12in. 


3 gallons in | minute 


It has an over-all length of 2lin. 
closed and 3lin. when open and is 
normally fitted with adaptors to 
take a 3in. hose. 


Enquiry Ref. No. W6/16 


Lorry-to-lorry 
in 15 minutes 


A self-contained loader unit 
promises to be of immense value 
to users of all kinds of heavy trans- 
port. By transferring goods quickly 
from one vehicle to another, 
loading time is reduced and lorries 
are away on the job. 

The unit is fixed to the lorry or 
bay by the use of two winged bolts. 
It has a lifting capacity of 4cwt., 
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THE ACHIEVEMENTS OF 
Yesterday are SURPASSED Today 


Modern production Each wearer is individu- 
methods in industry can ally measured, and Sketch- 


now be matched by up-to- 
the-minute amenities for 
personnel 


For most jobs in works Repairs are done when 
necessary, including button 
replacements, and the gar- 
replaced when 
A firm’s Badge 
Service is also available. 


and factory, Sketchley can 
supply on loan, without 
capital expenditure, 
coloured and white over- 


women.* 


ley deliver clean garments 
regularly, each week. 


ments are 
alls for both men and Worn out 


a 
A 





* Free brochure, giving full particulars, obtainable from :— 


PROJECTOR AVAILABLE 


OVERALL 
SERVICE 


SKETCHLEY OVERALL SERVICE, FOX GROVE, OLD BASFORD, NOTTINGHAM 


Telephone: 


Nottingham 75161 





AUTOMATIC 
SANITARY TOWEL MACHINES 


are essential equipment in every modern 
FACTORY, 


OFFICE 
BUILDING, 


DEPT. STORE, 


LAUNDRY, 
ETC. 


where women 
are employed 


The machine 
illustrated = dis- 
penses the well- 
known ‘KOTEX 
WONDERSOFT’ 
Soluble Towel, 
individually 
packed in cartons 
with two safety 
pins. Wecan give 
prompt delivery 
of both the mach- 
ine and towels. 
The mechanism 
allows for easy 
adjustment to a 
selling price of 
2d., 3d. or 4d. 


12 MONTHS’ 
GUARANTEE 


Full perticulars from 


THE SIMPLAMATIC MACHINE Co. Ltd. 


42 Old Bond Street, London, W.1 —Tel.: HYD 546! 
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Here is printed proof 
of timed patrols ! 


One of the many exclusive features incorporated 
in the Blick Watchman’s Clock System is the use of 
calibrated paper charts. Synchronised with the visual 

time drum, which is motivated by an eight-day, jewelled, 
escapement movement, they provide printed proof of timed 
patrols; when filed in the specially printed record book 
they constitute a permanent record. 


ONLY THE 


| 
| 
| 


nw! 


WATCHMAN’S 
CLOCK 
SYSTEM 


HAS BUILT-IN SECURITY 


BLICK TIME RECORDERS LIMITED 
96-00 Aldersgate Street, London, E.C.1. Telephone: Monarch 6256 





WORKSHOP 


Up and over 


and the loading of a 7-ton lorry 

takes approximately 15 minutes. 

Power is supplied by a 24 h.p. four 

Semi-open con- stroke engine. Other engines can 


tainer front pro- : be fitted if required 
vides instant . 


SPACESAVER accessibility and at- YG pA Enquiry Ref. No. W6/;17 

is designed to a-glance visibility y) 

save space, time 

and money. It 
is the most advanced British- 7 
built storage and materials- Mobile spray booth v 

A mobile spray booth Sft. wide, 
The rigid self-stacking ~ 
shelf units can be 4ft. over-all depth, with a height 
< built up to whatever 7 > . : 
sPACESAVER length and height of 9ft. 2in. to the fan is now 
eliminates all / ; required. Additional available Two versions are pro- 
units can be added 

unnecessary whenever needed duced: a standard bench type and 
handling. Every one that can be converted to the 
full size. 

The fan is driven by a 3 hp 
motor, and there are no pumps, 
TG filters or pipes The booth is 
made from sheet metal 


Enquiry Ref. No. W6/18 


handling system! 





bit of storage space is fully 
utilised. Installations are quick 
to erect or re-group 


+ 








SPACESAVER ) 


¥, installations hie 


5 always look 


neat, and their ee 
E a 
ost is soon recovered by the The SPACELIFTER 
nereased efficiency of your Truck and other acces- 
sories turn SPACESAVER 
Storage into a complete 
available space materials-handling system 














stores and the better use of 


BRADLEY & COMPANY LTD, write for 


Albion Works, Bilston, Staffs full details TODAY 


To Bradley & Company Ltd. 
SPACESAVER Equipment 
Albion Works, Bilston, Staffs. 
Please send me the FREE 
16 page SPACESAVER booklet 
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ADDRESS._._.__.. 


AEBRE BERT UVR WS ws Spray it anywhere 
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AECOORDACAIL 


Yes! 24 HOURS of it EVERY DAY. And you need have 
no conscience about it. For this is within the capacity of the RECORDACALI—the latest in the 
range of Telephone Answering Machines 

RENTAI Gnciudine When you must leave your ‘phone or do not wish to answer it the RECORDACALL will speak to 
maintenance) the caller long distance or otherwise All that has been said will be stored on tape for instant 
are from as playback at a convenience, The FOOT PAUSE CONTROL makes transcription of the message 

simplicity itse 


week So if you are investigating the use and application of Automatic Telephone Answering Machines 
25 - per we ‘ n your Organisation remember to contact us for advice on the problem 


There is NO INSTAI 


ATIC 6 dl (CK. CS. PAUL (Printing Machinery) LTD. 


KINGSBURY WORKS, KINGSBURY ROAD, LONDON, N.W.9 
Telephone : COLindale 0123-9 Recordacall : COLindale 99/1 


ie | 











the new way to PLAN 
YOUR OFFICES 


An office should be planned with three things in mind 

—the comfort of your staff, efficiency and appearance. 

FloLine furniture is ideally suitable for all these and it 
has many other outstanding advantages:— 


@ The durability of metal with the warmth 
of wood. Resistant to scratches and burns 
(Greatly approved by Insurance Com- 
panies.) 

Cannot rot, warp, shrink or split 


All tops are 4’ x 2’ so that your office can 
be planned on the modular principle and 
altered or added to as you wish 


All external surfaces covered with FOR- 
MICA laminates 


Drawers made from selected hardwoods 
and insides treated with dirt-resistant coat- 
ing 


Complete rigidity—bases fitted with plinths 
rather than legs 


A wide range of standard finishes available 


and special colour schemes produced at no 
extra cost 


The work and appearance of your offices will flow with FloLine 


Please write for fully illustrated details to : 


S. R. SAWYER LTD., 80-82b Uxbridge Road, Ealing, London, W.13_ Telephone: EAL 6995 


DaSR661B 
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invest in 


Impacted grease & dirt removed over large 
areas, with the battery-driven scarifier 


This is not the M.1 but a surprising amount of impacted grease and dirt 
accumulates on it. Not surprising, after all, Austin’s is a very, very busy place. 
Here’s a battery driven BVC “Hedgehog” working on “compact”. Freedom from 
trailing cables gives absolute freedom of movement. 

Then there's the “Otter’’—the only battery driven floor scrubber that scarifies or 
polishes. It’s ideal for vast expanses of heavy-traffic floors in factories, garages, 
canteens etc. The “Hedgehog” and “Otter” are but two of the BVC family of 
Floor Maintenance Equipment. The full range deals with every floor cleaning need 


LJ a = 
FLOOR MAINTENANCE EQUIPMENT 


THE BRITISH VACUUM CLEANER AND ENGINEERING CO. LTD., 
Dept. FME/B.2. Goblin Works, Leatherhead, Surrey. Ashtead 866 


One of the Goblin ( B.V Group of Companies 























“Yes,” I said. “ By using Speedry Stencil 
Kits. With Speedry outfits we can stencil 15 
times faster and they're instant-dry, water- 
proof, and in several ink colours. And while 
we're about it, what about some Speedry 
Magic Markers for the stores and Speedry 
Brushpens in the office? We could speed 
up everything with Speedry! 


Please write to us for literature and details 
of your local Industrial Products Distributor 


Speedry Products Limited, 

83 Copers Cope Road, 
Beckenham, Kent 

Telephone: BECkenham 5023/9 
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Some Welcome to the 
Business Jungle! 





Continued from page 70 


two categories. There’s the older man who's gon: 
on to personnel side because somebody’s discovered 
he’s got a flair for it. He gets strong emotional satis 
faction from the fatherly aspect of his rdle and is 
liable to need affectionate feedback from his charges 

The other type is the man in mid-30's, qualified 
He’s in personne! because 
he sees it as a clean, professional job. He is cool, 
detached and, he like to think, 
Both spend a great deal of time thinking, talking and 
writing memos about training the company’s future 
They worry about the appropriate ratio 
formal 
They speak in hushed tones about skills in human 


in industrial psychology. 


would scientific 


executives 


between instruction and ‘job satisfaction.” 


relations 


Spending a few weeks in the firm’s various 


departments trying to get the hang of other people’s 
(‘ How 
you weren't meant to do work ’.) 


jobs is guaranteed to kill enthusiasm sur 


prising Indeed 
restlessness and intellectual underemployment among 
management trainees reached such a pitch last year 
that it formed a main topic at last year’s national 
conference at the B.I.M 

Courses, day and residential, lectures on commer 
cial principles, discussion groups where members 
examine problems of social interaction, such as the 
process, 


provided the organizers 


decision-making are splendid distractions 
don't Dozing 
a talk on transport policy can happen to 
anyone if he’s heard the sales director on marketing 


the 


overdo it 
during 
problems and chief accountant on company 
finance in the course of the two previous hours. Has 
the man from 


organization division who takes the floor during the 


he any hope of being awake for 


afternoon with ‘Economics as a contribution to 


Management °? 


He’s met the boss 
but so what ? 


As for expecting him to hear through the muffled 
throbbing in his head the heart searchings of two 
middle-aged directors discussing ethics in business. 
or asking him to bring flagging mental powers to 
bear on propositions such as—‘*We are the 
custodians of our own virtue, if not always of our 
own conduct”; “ Business is not inherently evil 
only tougher going morally ” 
nine o'clock that evening? 

However, the course has most probably meant 
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isn’t he beyond it by 


VAN DYKE 


TOP QUALITY DRAWING PENCILS 


No. 600. Well-known all 

over the world and used ex- 
tensively by many professions. 

Made in 20 degrees, 10H to 8B 
including F. 

The quality of the lead provides 
clearly defined lines, meeting the 
requirements of Draughtsmen, 
Engineers and Architects. Artists 
also ask for VAN DYKE Pencils 
because they require a vast range 
of shadings and accurate gradations. 


PRICE 9d. EACH 


THE BUSINESS 
EXECUTIVE 


Diamond Star” 


MONGOL 


Made in U.S.A. 


® Highest writing mileage of any 
comparable lead pencil. 
Unbreakable point strength. 

black 


Writes jet with 


smoothness, 
Available 
degrees. 


silky 


in all five popular 


No. 482 HEXAGON. Brilliant 
yellow polish. Lead degrees : 
i—very soft; 2—medium ; F 
firm; 3--hard; 4--very hard. 
Packed one dozen in a box. 


PRICE 10d. EACH 











k us to send you 


Why not re wighout obligation 


samples ? 
of course. 





JOHN HEATH & CO. LTD 


& 





Steel Office Furniture 


For the discriminating 


Constructors Steel Office Furniture built 


by craftsmen, for the modern office. 


af 
a M 


GOOD PLANNERS ALWAYS CONSULT 


FOR FACTORY EQUIPMENT & OFFICE FURNITURE 


OFFICE DESKS CLOTHES LOCKERS FUNG CABINETS 


SU 


CONSTRUCTORS LIMITED, Dept. T. Tyburn Road, 
Erdington, Birmingham 24. Phone: ERDington 1616. 


London Office: 98 Park Lane, W.|!. Tel.: MAYfair 3074. 
Leeds Office: 25 Merrion Street. Tel.: Leeds 28017 
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Some Welcome to the 
Business Jungle! 





that he’s seen some of the top chaps and they've 
met him. So he feels vaguely satisfied by the 
outcome. That is, he may do, until he overhears 
the company psychologist remarking to a colleague 
that willingness to be lectured at indicates undue 
dependence—an ill-suited characteristic 

A chance to do a real job first, detailed study 
afterwards, when you know more what to look for, 
seems to be the cry. Taking additional qualifica 
tions? Fair enough, provided the company pays 
fees and gives you more responsibility (“Oh those 
void years till the 30's”). 

Learning by one’s mistakes is the most appreciated 
form of training and understandably the least 
popular with managements. “My predecessor was 
throwing away thousands of pounds a week. Our 
slips cost money,” said a budding Scottish Television 
executive on the time-selling side. So far he'd only 
had one credit note of £550 ‘ thrown in his face.’ He 
didn’t intend ever to have another 


Projects—innocuous 
but so dreary 


The project is another method favoured for 
initiative-building qualities (shades of East Cheam 
Comprehensive). This is most savoured by the 
performer when it is geared to a real life situation, 
such as flogging a new product on a pilot sales drive 
“We can’t damage the company because it’s not 
identified product-wise,” said one Horlicks’ trainee, 
delighted with his grasp of the jargon, “ but we can 
make or break the product.” They were also 
enjoying the chance to make or break themselves 

The research project is a less exhilarating version 
Information-getting is a lone-wolf pursuit, and who's 
going to read it amyway? At Marks & Spencer, 
projects involving suggested ‘improvements’ or 
changes around the place are avoided. Newcomers 
with acknowledged aspirations are enough of a trial 
to less well-placed employees. 

Whichever way you look at it, training arrange- 
ments are a burden on management and busy 
executives who have to act as teachers may not have 
the necessary inclinations or aptitudes. One firm 
is trying to get over this by means of a scheme in 
which trainees have a planned programme, but have 
to be responsible for their own timing and progress. 
This challenge-making tactic is called * self-paced 
training’ (a name which recalls * self-regulation,’ a 
progressive form of nursery toilet training). Indeed, 
the general tone of the instructions is permissive 
enough, but now and again is a hint that Nannie has 


BUSINESS 





eyes in the back of her head “. . . you can dawdle or 
accelerate as you wish Needless to say, if you 
dawdle too much! (warning) An opinion 
is being formed about you.” And on another subject. 
“You would be unwise to regard this as mis-spent 
time.” 

However, when the young man emerges from this 
energetic snakes-and-ladders bout; keeping tabs on 
himself with the regions and with head office; 
keeping a log of time spent acquiring this or that 
know-how; checked against the company bogy, and 
rechecked (in red ink this time) against the local 
supervisor's estimate of how much longer he needs 
at it, he is probably well on the way to executivedom 

Management, according to John Tyzack, one of 
today’s experts, like war, consists of long periods of 
routine divided by short bursts of activity and peril 
Any notion among young men that these schemes 
can be used as short cuts, in the highly emotional 
world of business, to money, status and power is 
doomed to disappointment. 

Nosing around, one has the impression that stock 
piling of talent to anticipate wastage is dying out. 
This makes for cosier inter-trainee relations. Com- 
mitted as they are to higher things, there is no 
safety for them in numbers and the chief cause for 
sideways looks among pals is sudden and unex- 
plained increases in intake. These are 
anxiously against expansion prospects 
“Will there be room in the middle, let alone the 
top?” “Of course I'll help old What’s-his-name 
along. But God help him if he beats me!” 

Disconcerted, too, were men recruited as they 
thought for a particular company, and who subse 
quently found that the parent organization might at 
any time whip them into some other field of 
endeavour. They were developing loyalties which 
them important. They resented the 
cabalistic goings-on upstairs where fates were sealed 
and group ties annihilated 


trainee 
measured 


seemed to 


Democracy—but not 


for him 

In the curious state of dependence which lies at 
the core of traineeship, human dignity is both 
precious and over-exposed. And although the chaps 
are cordially invited to express preferences in the 
democratic way we do things now, it’s understood 
that the individual's choice is usually the least of the 
factors affecting the decision. But after all, this kind 
of polite charade is not too hard to take. We learnt 
about this, too, in the nursery. 

“ Have some wine,” the March Hare said in an 

encouraging tone. Alice looked round the table, 

but there was nothing on it but tea. 

And tea is something you can be sure of finding 


in the office. END 
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Famous pencil sharpener 
gets the sack'| 


~ 


‘ 


ts" 


J 


—_—>= Be 
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" Stubby” Carver as millions will remember him 


‘*Stubby ’’’*Carver, the man who cut himself out a 
reputation as the world’s finest pencil sharpener, is 
out of a job. 

Yesterday, after 43 years as Personal Pencil 
Sharpener to the Chairman of Britain’s largest im- 
porters of came] saddles, he was told that his services 
were no longer required. 

The Chairman has bought himself an electric 
pencil sharpener. 

‘Zum noo-fangled gadjit’’ was Stubby’s descrip- 
tion of it 

But the Chairman told our reporter: ‘It’s 
fantastic, Sir. Entirely automatic, y’ know. Not even 
a switch to press. You simply dip your pencil in, hold 
it there just a couple of seconds, and you've got a 
perfect point 

“Tt’s an immaculate-looking instrument too 
(not like old Stubby!). Self-contained . . . no flex trail- 
ing about. Looks extremely smart on me desk.”’ 

And so Stubby begins his well-earned retirement. 

Meanwhile, businessmen all over the country 
wer> today sending their secretaries out to buy Kent 
Kordless Electric Pencil Sharpeners. 

It looks as though automation is 
here to stay! 


From all 
good 
stationers 


75|- 


ie A at 2 NE SA 


KENT KORDLESS ELECTRIC PENCIL SHARPENER 


Made by Kent Kordiless Ltd., 
Studley, Warwicks. 
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Henman Spreads the Load—consinued from page 73 


standardized, and all companies 
make regular statistical returns to 
head Not only does this 
enable the parent concern to direct 
over-all group policy, but it means 
that local companies can refer to 
HQ for day-to-day operating infor- 
mation that a small concern on its 
own would not have the time or 
resources to collect. 

Also, the accumulated experience 
of the group is always available to 
individual firms. Since the person- 
nel at head office have wide operat- 
ing experience in the field of the 
group’s specialized activities, this is 
more important than it is in the 
subsidiary-holding company 
relationship. In practice it has been 
found that the improved manage- 
ment techniques accruing from this 
experience can be applied to indi- 
vidual units without undue inter 
ference in their daily operations 
Most managements 
only ready to 


office. 


usual 


existing 
too 


are 


accept such 


advice, and are pleasantly surprised 
at the results it achieves. 

This pattern of responsibility 
delegated from head office to the 
local companies is a direct reflec- 
tion of Philip Henman’s views on 
the apportionment of personal res- 
ponsibility. Although he has 
undoubtedly been the _ guiding 
genius of Transport Development's 
fortunes, he has been ably served 
by a young and vigorous manage- 
ment team. He gets the best from 
his subordinates because he believes 
in giving them well defined spheres 
of responsibility and then letting 
them get on with the job without 
interference. respon 
sibility they 
grow 


“ Give men 
automatically 
in stature.” 

A measure of Philip Henman’s 
own stature is that he can give his 
subordinates their heads, and still 
remain the man to whom they look 


and 


to shape their company’s future. 
END 


Hanover Has the Edge continued from page 8&1 


ment but the only new unit was the 
Computronic which had 
brought specially 
America. Also commanding a lot 
of space and the 
Remington Rand Univac system 
Of the small calculators the 
Walther 640 was one of the more 
interesting. This machine is a 
printing calculator with automatic 
multiplication and division and 
includes a balancing storing register 
and a memory. It is fast and 
embodies a number of features 
which are unusual in a machine of 
such small size. Siemag 
Odhner machines were also 
represented but showed nothing 
exceptionally new other than 
re-styling of existing models. 
The immense size of this section 
of the fair, nearly 355,000 sq. ft., 
prevented any adventurous forays 
into other industries. But if their 


been 


over from 


attention was 


and 
well 


the 
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organization is as superbly handled 

and I’m sure it is—Hanover can 
justly claim to the 
world’s greatest trade fair 


the 
END 


home of 


Marketing 


continued from page 95 


panies with the area of a specific 
library. This will shortly be avail 
able from the school for an annual 
subscription of £30. 


Cheap sales policy 
IS SO expensive 

But if firms ignore easily acces- 
sible outside help, they are equally 
guilty of failing to use their own 
internal resources effectively. Most 
companies rely on an internal man 
or department to select, train and 
organize the sales force. 


But a recent analysis of 1,000 
salesmen’s time showed that only 
between 4 and 12 per cent of each 
man’s time is actually spent in 
selling. Estimates vary between 
£2,000 and £3,000 per year to keep 
a salesman on the road. Using 220 
working days a year and 12 calls 
per day as a basis, the actual cost 
per call can therefore be £1 2s. 9d. 

So more cave spent in selection, 
continuous ttaining to increase 
effective selling time, in directing 
the sales force, and developing 
good meeting and conference 
techniques, seem a sound 
ment. 

On internal costs, the full-time 
company accountant or the chap 
who comes in once a month, can be 
invaluable to any management 
engaged in querying the profit 
ability of the company’s operations 

Most of the figures are available 
on the company’s own premises if 
management wil! only use them. 
Joseph Brown, a director of Sales 
Audits, poses some solid questions 
Are 51 per cent of your customers 
accounting for 5 per cent of your 
sales, yet still getting the same level 
of service in sales calls, clerical 
time, direct promotional mailings? 
Your ‘ customer mix’ is wrong and 
unprofitable accounts should be 
weeded out. 

Similarly, if you market many 
lines, is a relatively low number 
accounting for a high proportion of 
your volume? If so, your ‘ product 
mix’ is wrong and you should 
reduce your variety of lines. 

Stock, defined as money in its 
most vulnerable form, must be 
economically controlled by a four- 
factor formula: rate of use/present 
holding/replacement __time/ safety 
margin. Breakeven graphs, the 
hard cold facts of business life, 
price-volume studies and marginal 
costing are additional accountancy 
tools in marketing. 

And so, even using only some of 
these aids, it would appear that 
profits need no longer be a hopeful 
residue and that some of the 
heartache can be taken out of that 
annual game of wait-and-see. &D 
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PLASTON 


(new patented copying 
medium) goes on 
giving good copies 


PLASTON OUTWEARS 
CARBON PAPER 
THREE TIMES OVER 


This revolutionary new-type copy 
transfer material gives much 
greater life and these additional 
advantages: 


SMUDGE-PROOF 
FADE-PROOF 
FORGERY-PROOF 
COPIES 


CLEANER HANDLING 
TREE-ING LARGELY 
ELIMINATED 


Cut your copying costs with PLASTON 
(for typing) GRAFYLON (for writing) 


HERE’S SCIENTIFIC PROOF OF PLASTON’S LONGER WEAR 


Tested against a high grade conventional carbon paper. 
PLASTON came out well on top for ‘light value’ — i.e. the 
grade of minimum blackness which must be achieved if 
the carbon paper is to be dark enough for the user. The 
‘light value’ figures were: 

Conventional carbon 3.8 cms. PLASTON 8.9 cms. 


PLASTON 9 | ie 
: | 
AND 


GRAFYLON iam 
FOR 
LONGER | 


OFREX GROUP INFORMATION SERVICE 
OFREX HOUSE, STEPHEN STREET, 
ONDON, W.1. TELEPHONE: MUSEUM 3686 


"lease send full details and samples of 
4STON (for typing) GRAF YLON 
w writing) 


EXECUTIVE S NAME 


LIFE #E 


Send in coupon for free samples 


Staple this to your letterhead 


OFREX LIMITED 
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THE “SYSTEM” 


Desk 


Secretary 


Keeps all your papers in 
orderly form — Reminds 


you when they need 
attention 


This ingenious yet inexpensive de- 
vice can save you time and trouble 
at every point of your day’s work. 
it takes care of all your papers and 
notes, keeps them neatly out of 
sight, yet handily classified and 
““findable” immediately 


Send today for illustrated leaflet to ; 


SHAWS OFFICE 
SERVICES LTD. 


109/119 Waterloo Road, London, S.E.1 





ROLLER 
WRINGER BUCKET 


) 


Powerful wringing action by means 
of foot pedal 

Much quicker than usual methods 
Mops last much longer— 

no twisting, no tearing 

Hands do not touch cleaning fluid 
No stooping, squeezing, less fatigue 
Long rollers take any size mop 


POWELL & Co., bem. sus, 


BURRY PORT, CARMS., 
SOUTH WALES. Burry Port 2844 
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CLASSIFIED ADVERTISEMENTS 





RATE—9/- a line (average 45 letters per line) 
Minimum three lines costing 27/-; each addi- 
tional line or part of a line %/-. Box No. 
counts as one line and is to be paid for; 
repiles are forwarded free of charge, five per 
cent discount for six insertions, | er cent 
for 12. Payment with order for single insertion 





Attention is drawn to the 
latest A.B.C. certified net 
sale which, for the July to 
December 1960 period, was 


16,648 


copies per month 


Its total monthly circulation 
is 17,858 











DUPLICATE BOOKS 


at wer 
to 

cate 

free. 

Lan 


FOR SALE 


ce Equipment for 
Timemaster C 


rdor 


ble for Nationa 
Machines seven 
some 
126. 


ome white 


2515, Ext. 


House 
~ +ir WwW 
Office. C 
Coventry. Tel. 


chine 
urtaulds 
9877 


Enquiries 
Limited. 
Ext, 


Pr nting 


» 49321. 


55220/49496/49549 
What offers? Box 
09/119 Waterloo 


cta Nos. 
new for sale. 
BUSINESS 
S.E.! 


London 


JUNE, 1961 


MISCELLANEOUS 


Leipzig Spring September 
Bi-Linguist, English-German 

Can accept other assignments. 

c/o “ BUSINESS 109/119 Water 
London, S.E.!. 

You don't need oa 


Fair. 


© Road 


tr to the Andes to get 
the finest Chinchillas for breeding. Contact 
today for ful! deta of this profitable 
hobby or business. Write to the British 
Chinchilla Breeders Co-operative Ltd., (Dept. 
8.) 23 Brazennose S Manchester 2. f 
full details. 
High blood pressure 
Rutin are we 
Tablets. é f 
or direct fror 


Berk 


Street 


the vaive proper 
Take it in Rutivite 
Cherr sts 


Woking 


m Health Store 


Rutin Products Ltd. 


WANTED 


quit nt camolete 
juipme c 


frame e 


: 
BUSINESS 
S.c 


Longor c 
Dictating 
keeping M 


wemilow 


achines. 


Parade 





ng 


over 


Burroughs 
Machines for 
to Data Pro 
Calor Gas (Distr 
20 St. Portland 
Tel; Langham 035!. 
Nor f these mact 
years old. A are 
maintenance agreemerts. 
ties can be arranged 
ters to The sistant 
above address 








SPEAKERS 


Abbey 6488 
he 


THE ABBEY SCHOOL FOR 


%6 Victoria Street 


pea kine nanshirc Meet 











DEV/VERED FREE J 


Brand new— Manufactured in our 
own works 


Shelves edjustable every inch 


& 

s 

Heavy gauge shelves will carry @ 
400 Ib each 

. 

° 


Btove enamelied dark green 


6 shelves per bay— Extra 
she! 


helves 6/- each 
Quantity discounts. @ 


Other sizes available. Also available 
io white at £5 per bay 


THE OWLY HEAVY 
GAUGE SHELVING AT THIS PRICE 





COMPTOMETER USERS 
We can repair and rebuild all 
irrespective of ege. Your model 
machines can be converted to the new "992" 
style key touch operated motor rebuilt 
machines (all models) fully guaranteed from 
stock. Hire from £! per week. Comprehen 
sive service contracts. Consult the compte 
meter specialists 

K. LOWTHER & CO. 

18 MIDDLE HILLGATE, STOCKPORT 
Tel.: STO 4670. 


models 
mee 








REBUILT 
ACCOUNTING MACHINES 

for prompt delivery. Al! equipment fully 
gueranteed for one year. Maintenance ser- 
vice available on expiry of guarantee. Free 
preperation of systems, training of operetors 
and installation services. 

H. H. DURHAM LTD. 
85 BLACKFRIARS ROAD, LONDON, S.E./ 

Tel.: WATerioo 608! -2 





ONE-TIME-CARBON SETS fe) 
NCR AND PLAIN ° 
In Unit or Continuous form fe} 


A specimen set or form posted @o 
to us for quoting will point to e 


° 


saving in your printing costs 


LIBERTY PRINTERS ° 


(A.R. & R.F. REDDIN) LTD. re) 
SUNNYHILL ROAD, STREATHAM 
LONDON, S.W.Ié STReatham 7067 O 





DEPT. B, HEYWOOD, LANCS. TEL. 69018 (6 LINES) 











BUSINESS ADVERTISERS IN THIS ISSUE 


For Classified Guide to Business and Industrial Equipment 


oo Ae Specialists in 


RECONDITIONING 


STEEL 


and 


WOOD 


Office 
Equipment 


and all types of 
Upholstering 


NT REN, 
ee 


cover iii 
4 4 











2 COAL WHARF ROAD 
SHEPHERD'S BUSH, W.12 
SHE 2833 & 408! 











* BOILER SUITS 


* BIB & BRACE 
OVERALLS 


* APRONS, etc., for 


MEN & WOMEN 
& COATS, JACKETS 
Write for PRICES and PATTERNS 


“VOLE. H. WHEELER % COMPANY LTD, 


107 London Road, Plaistow, London, E.13 
RIGMEL SHRUNK Phone: GRAngewood 407! (5 lines) 
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SENIOR FINANCE APPOINTMENTS 


Ford of Dagenham has vacancies at senior levels in cost accounting and general 
accounting departments and in departments providing an analytical, advisory and 
control service to management. These vacancies provide exceptional prospects which 
will not be limited to the finance activity and will be attractive to men up to the 
age of 40 who are experienced in the modern approach to finance work. 


GOSd 


In addition there are vacancies for younger, less experienced men of sufficiently 
high ability to progress to senior appointments in a relatively short time. 

Standards set will be uncompromising and it is unlikely that men without a good 
honours degree or professional qualification will be accepted. Selected candidates 
will be interviewed by the Controller and will be given the opportunity of learning 
more about the work and meeting some of the present staff. 

Replies quoting reference CCC should be addressed to:— 


H. G. PEARMAN, TRAINING AND RECRUITMENT DEPARTMENT, 
FORD MOTOR COMPANY LIMITED, DAGENHAM, ESSEX. 











SOLVING THE | 
EXECUTIVE PROBLEM | ASSISTANT 


First-class executives are becoming increas- | | SALES 
ingly difficult to find; the main problem is 
appealing to the right person. By far the | | MANAGER 
best way of reaching that special executive | 
is through the columns of BUSINESS— 


journal for management, because BUSINESS 
readers are the top executives in British 
industry and commerce. 


FILL THAT SPECIAL VACANCY 
WITH AN ADVERTISEMENT IN 
BUSINESS — The monthly journal 
offering a weekly service. Copy-date 
next issue (July) June 19th. 











: See also Classified Advertisements—Page 155 








required for 


firm of Printers, situated in the Home 

Counties, manufacturing cartons and 

crimpled paper cases, etc., for the Bakery 

trade. Good prospects for keen, energetic 
man. Apply to:— 


BOX C121 
“ BUSINESS,” 
109-119 Waterloo Road, London, S.E.1. 
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TsO OYIKX 


for business men. 


Pe eon 


eS ' 


rete 
EES sre i oe 


aie ai 


ee 
= Business Book Centre Ltd., 109/119 Waterloo Road London S. E14: 


oe 


wt 
<n vhs [iS RIE oe 


AD ANNUAL 

The only publication that gives all the facts 

and figures about media, services and — ues 

needed for planning and 

advertising campaign in the U.K. or the 

Commonwealth. 196] edition now ready. 
$8/- post paid 


THE CHANGING PATTERN OF 
DISTRIBUTION 
by Nicholas A. H. Stacey and Aubrey Wilson 
A comprehensive explanation of the changing 
nature functions of distribution, manu- 
facturers’ preoccupation in selling, and the 
trial of strength between outlets at home and 
ebroad. Second impression. 

46/6 post paid 


DUTIES OF A COMPANY 
SECRETARY 

by T. Bolton ond Percy F. Hughes 
meee tage edition, a. Secretarial 
Practice, y Feruntion, Hotment and 
Transfer a res, 


EQ’ A 
FOR THE SMALLER OFFICE 
by Laura Tatham 
This dual-function book describes the latest 
machines and equipment for ~~" 
smaller office 


administration in the , and con- 
siders cach as a 5 yas of a “rth. axiemn 
scheme to do the office job wi | ae 
efficiency and economy. - post paid 


ELECTRONIC COMPUTERS AND 
THEIR BUSINESS APPLICATIONS 
by A. J. Burton and R. G. Mills 
First comprehensive survey of the develop- 
ment in this country of business data pro- 
cessing by electronic digital ale on 
6 post paid 


MAKE YOUR BUSINESS LETTERS 
MAKE FRIENDS by James F. Bender 
Twelve ways to improve your business, and 
your job, by letters that promote good human 
relations. One particularly valuable section 
is devoted to direct mail shots. 21/9 post paid 


HOW TO SELL SUCCESSFULLY 
BY DIRECT MAIL 
by J. W. W. Cassels 
Revised, fourth edition of the only British 
work giving authoritative and up-to-date guid- 
ance on every aspect of direct mail. Contains 
33 case histories, 1 sales letters 
and a directory of supplies and services. 
36/6 post paid 


HOW TO SUPERVISE PEOPLE 

by Alfred M. Coo, 
Covers the problems of discipline, accident 
i teamwork, 





operatives” and 


y 
automation, communication needs, and pre- 
sent-day stresses in human relations. 


40/- post paid 
158 
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Practical 
municating dt —_ reports, 
— surveys, interviews, discussion groups 
ant Ds consultation, based both 
and research work as on practice 


by John Ppervicon. P.S.CT. 
A lucid, ge ae guide prepara- 
tory details precede “a profitable 
computer ~#— W, for the newcomer to 
the field as well as for the executive with 
over-all responsibility. 36/- post paid 


‘ PROMOTION AND PAY FOR 
EXECUTIVES 


favolved in their climb to the top. 


36/6 post paid 


SECRETARIAL DUTIES 

A thorough survey of everything the private 
must know: covers book-keeping, 

telephone, postal services, correspondence. 

filing, office machinery, P.A.Y.E., personal 

qualities, and much more. 16/- post paid 


SELLING OVERSEAS 
enry Deschampsneufas 
A new study of the pots. of overseas 


3 post paid 


THE SKILLS OF INTERVIEWING 
by Elizabeth Sidney and Margaret Brown 
practical handbook for administrators, 
managers, sors, and all others who 
have to conduct interviews in the course of 
their professional! activities. 
36/3 post paid 


TAX SAVING FOR THE 
BUSINESS MAN 
by E. Toch 


Deals specifically with the tax problems that 
confront the business man, shopkeeper, 
» etc. 19/- post paid 


TOP MANAGEMENT FT BANDSOOE. 

Every top executive can RP from this vast 

storehouse of the om, 2 - and 
i 


experience of sixty 
SS. 1,236 pages, 9 x e 146 illustrations. 
1385/6 post paid 


RSS er 


Order Lformnn 


Business Book Centre Ltd. 
Business Book Centre Ltd., 109/119 Waterloo Road London S.E.1 


Please supply the book(s) listed below, for which 


I enclose remittance valued 


£ : : d. 
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A brewery in the home counties was 
paying for electricity on the basis of 
KW maximum demand plus a running 
charge of three-farthings per KW hour. 
The maximum demand varied from 
£3.10. to 4.7 

Investigations into the effect of the 
new tariff insisted on by the Supply 
Authority of £6 per KVA maximum 
plus the running charge of 
o°6 pence per KW hour showed that 
an increase in over 3314°% 
would have to be met and contemplated 
additions to the plant would also add 
to the total cost 


demand 


cost of 


(ase F 


fistorY 


fi 


t 


eee Saved 


£168 


every year 


T.C.C, carried out tests from which 
the power factor was calculated at being 
0°74 lagging: i.e., a quarter of the KVA 
charge was for ‘idle’ or wasted current. 
Making allowance for the proposed 
additional plant, the T.C.C. scheme 
provided for individual power factor 
correction condensers to the larger 
motors and another at the main switch- 
board, which improved the power factor 
to 0°97 

Instead, therefore, of having to pay 
some {720 per annum, T.C.C. reduced 
this charge by £168, whilst the cost of 
the installation was only £224. 


THE TELEGRAPH CONDENSER CO. LTD. 


INDUSTRIAL DIVISION NORTH ACTON LONDON W.3 Phone: ACORN 006I 
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